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Flow Politeness Counts at 
the Teller’s Window 


SR 


WUTC 


Simplifying the Records in 
the Safety Deposit Vault 


A Day in “The Hades National” 


» 
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Bond Booklets 
For Bankers 


As a part of a comprehensive service to 
investors, Halsey, Stuart & Co. offer for 
distribution the bond literature illustrated 
herewith. : 


The titles of the booklets are suggestive 
of their contents. They will be of interest 
both to the experienced and inexperienced 
investor. 


Copies of such of the booklets as interest 
you will be sent without cost or obligation. 
Limited quantities for redistribution will be 
supplied to bankers on request. 


LOOSE-LEAF 


SECURITY RECORD | HALSEY, STUART & CO. 


Incorporated — Successors to N. W. Halsey & Co., Chicago 


CHICAGO NEW YORK PHILADELPHIA BOSTON 
DETROIT ST. LOUIS MINNEAPOLIS ‘9 MILWAUKEE 


HALSEY. STUART & CO. 
macsev a co.cmens 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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The Magazine of Better Banking 


Vol. XXXVHI Table of Contents No. 1 


How POoLiTENESS COUNTS AT THE TELLER’S WINDOW . , . J. Franklin Lewis 
How ARCHITECTS PROVIDE FOR WINDOW DISPLAYS : : . Oliver J. Burton 
SIMPLIFYING THE RECORDS IN THE SAFETY DEPOSIT VAULT ; ; Osgood Baley 
A Day IN “THE HADES NATIONAL” . . . Fred Copeland 
BEAUTIFYING THE EXTERIOR AND INTERIOR OF THE BUILDING . Albert H. Sheffield 
NEW SELLING METHODS NEEDED TO DISTRIBUTE INVESTMENTS Percy B. Strassburger 
WuHaAT Is NEEDED TO BRING ABOUT ORDERLY DECLINE IN PRICES Edmund D. Fisher 
OFFICERS ALSO GET SHARE OF PROFITS ; ‘ j 
ERECTING THE BUILDING IN THE LUMP-SUM CONTRACT PLAN : ‘ "A. E. Wells 
How COUNTRY BANKERS CAN OBTAIN CREDIT DATA 
CURBING FARM WASTE ; ; : : , ; 
“REGULATING YOUR ADVERTISING WITH A CENTRAL FILE. . J. Vincent Corrigan 
WHAT THE NEW BANK MEANS TO CUSTOMERS ; : ; 5 7 A. Moorman 
How TO INVEST YOUR SURPLUS . ; : ; ; j : W. A. Sutherland 
BUSINESS IDEAS IN SCHOOL SAVINGS . : ; é‘ ; ‘ , ‘ . ; : 
ANSWERING YOUR TAX PROBLEMS. nh hs . « » diver . Well 
\~THE WOMEN’S DEPARTMENT 7 
WHERE INSURANCE Money Is INVESTED 
A BILLION TO PROMOTE OUR FOREIGN TRADE 
BOOSTING THE COMMUNITY AS WELL AS THE BANK 
BANKING METHODS . 
CHICAGO BANKS SHOW How TO ADVERTISE 
THRIFTOGRAMS TO STIMULATE SAVINGS : 
Money CONDITIONS IN 1921 WILL BE IMPROVED 
MR. FORGAN’S FORECAST OF THE NEW YEAR 
STOCKS SELLING BELOW VALUE 
SECURITIES AND INVESTMENTS 
THE BANKER-FARMER .. 
FARMERS BLAMED FOR PRESENT STRINGENCY 
TRACTOR PRODUCTION SHORT OF ESTIMATES 
SECURITIES SHOULD BE ANALYZED OFTEN 
PROMISING SIGNS FOR BETTER TIMES 
IN THE BANKING WORLD ; : ‘ : ; ; ; ; : ; > ; ; 
BUILDING AND IMPROVEMENTS : : ‘ ; ; . : ; : ; 114 
ESTABLISHED 1888—Entered as second class matter in TERMS: To United States, Alaska, Hawaii, the Philippines, 
the Post Office at Chicago, Ill., under the Act of Congress of Porto Rico, Cuba, and Mexico, $5 a year; single copies 50c. 
March 8, 1879. yrighted 1920, by Rand Fg & Oo., No extra charge for postage to Canada. Postage to other 
Jos. M. Regan, Editor and Manager; Cc. Widney, Ad- foreign countries 50c per year additional. 
vertising Manager. 
MEMBER AUDIT BUREAU OF CIRCULATIONS 
MEMBER FINANCIAL ADVERTISERS ASSOCIATION 
MEMBER FINANCIAL PUBLISHERS ASSOCIATION 
MEMBER NATIONAL PUBLISHERS ASSOCIATION 
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FOR DETERMINING 
LINES OF CREDIT 


ae 


aN appraisal of manufacturing property 
NaF puts before the banker the actual 
sound value of the property and 1, 
therefore, of tremendous value in 


determining the commercial borrower's credit 


risk. 
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Now, more than ever before, prudent bankers 
are requiring complete statements that reveal 
marketable values. The present condition of 
credit requires scientific analysis of the bor- 
rowers physical property, if credits are to be 
adequately safeguarded. 
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The sure and wise way to determine the exact 
condition of property on the basis of present 
values, is to require a certified appraisal by 
competent and disinterested engineers. 


A scientific appraisal 1s a powerful contribution 
to enlightened credits. 
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This advertisement is published by the Lloyd-Thomas Coripany * Appraisers, Engineers + 1126 Wilson Avenue, Chicago 
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"THE Welfare Loan Societies organized a 
and operated by this company in 
cities of more than 20,000 population 

are a demonstrated success. t 

ci 
The Welfare Loan Society loans smail 
amounts on personal property security, 
repayable in small monthly payments, 
principal and interest. Thus, they fit into 


THE SECOND NATIONAL BANK 





CAPITAL $230,000.00 SURPLUS 400,000.00 
UNITED States DeposiTartr 


BW. GAAR, Paeewent 
AG MATTHEWS. VICE PRESIOENT ©. H. COUGAN. Vice PResoENT 
CW ELMER. ViCE PRESENT DN. ELMER. Cosme 


November 3rd, 1919 


| RICHMOND, INDIANA, 
| 
| TO WHOM {T MAY CONCERN:- | 
The Welfare Loan Soctety of Richmond, a corporation 
whose stockholders are Wayne County farmers and business men, was 
organized about six months ago and opened for business on 
July 13th, 1919. 


The Company has been doing business with us since 
their organization and their account, as well as our dealings 
with their officers, ‘has been most satisfactory. They are not 
borrowers and have maintained a substantial balance with us 
since they opened their business. 


We have a very high regard for the men in the manage- 
ment of their Richmond branch. They are r.ot only men of integ- 
rity, but are particulerly competent in their line of work and 
the company unier their management is growing, and they are now 
d:ing a large ani satisfactory business. 


The Welfare Loan Society of Richmond is one of several 
such Societies that are either in operation, or that are being 
incorporated under the laws of Indiana and Ohio, and are ali under 

the mensgement of the Hawkins Mortgage Company cf Portland, Indiana. 
Each society 1s msnaged by a local secretary end local board of 
directors. 





The writer has known Mr. Hawkins, President of the 
Hawkins Mortgage Company, for a number of years, and in all of my 
dealings with him Tt have found him honest and trustworthy, and 
in my opinion the Hawkins Mortgage Company under his capable man- 
agement, will live up to the high standard of integrity and fair 
dealing that they have enjoyed since their organization. 


Very truly yours, 


AE 






Vice-President. 





Asa valuable auxiliary to the earni 
power of any bank, the Welfare Loamorgan 
Society justifies the consideration of alg yo 
bankers. We shall be pleased to giv@your 


WKINS M@ 


WELFARE LOANS bd AW Kl ' 
BUILDI 


ayou fi 
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MUNCIE, IND. 





THRIFT SAVINGS 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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IBANK’S REVENUE | 


a need in every thriving community. 


The Welfare Loan Societies are a 
tried-out and tested success in many 
cities, among them the following: 


FT. WAYNE CINCINNATI SOUTH BEND 
RICHMOND LOGANSPORT ELKHART , 


MUNCIE ANDERSON TERRE HAUTE 
MARION VINCENNES DAYTON 
COLUMBUS 


cS NI@LICK FM SCHIRMEVER €.x EHINGER AD. SUTTLES 
PRESOENT vce once casmen assy. casmee 


OLD ADAMS GOUNTY BANK 
Capita, & SurePLus $130,000 
DECATUR,IND 


Hawkins Mortgage Co., 


Portland, Indiana. 





Gentlemen: - 


I have made some investigation of your 
plan of organizing Welfare Loan Societies for the 
purpose of making small personal property loans at 
the reduced rate of 24 monthly interest in states 
where the bisiness is licensed and regulated by law. i 
I believe that your plan will be very successful y | 
and profitable and from what I know of the manage- : , atte ee 
ment of your company, am confident that its affairs a 4 atte ai oerer i 
will bé honestly and capably looked after. % Sr % 


It seems to me that a Welfere Loan Society 
can be profitably operated in connection with the 
banks, as it takes care of a class of profitable 
business which banks are not prepared to handle. I 
am satisfied that the stock I own in your company 
will be 2 profitable investment and 1 am well 
satisfied with the list of officers in the manage- 
ment and do not hesitate to recommend them to 
anyone. eke: er 

Very truly yours, . : . 


gs 


President. 





MARION, IND. 





rningyou further information concerning the ; cath ae 
Loatorganization of a Welfare Loan Society 
of alin your town and how it can increase 
_ givgyour individual income. 


Q@TGAGE CoO. 


KI ) LAND WELFARE LOANS 
.DINNDIANA 
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PORTLAND, IND. 





THRIFT SAVINGS HOME OFFICE, 
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Present Our Advertising Plan to Your 
Directors at the Annual Meeting 


Write at once for a Craddick 
Service proposal—outlining a 
1921 advertising service for your 
bank to be submitted to your Board 
at the annual meeting in January. 


q It will give you complete de- 
tails of a business-building pro- 
gram for 1921 covering all depart- 
ments of your busines so that your 
Directors will know exactly what 
your advertising should be. 


Get it now. There is no cost 

or obligation. It should be a 
part of your report on busines ex- 
tention plans. Make it so! 


Write or Wire for it Today! 


CRADDICK SERVICE 
Financial soe Sn 


Readers wili confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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A New Year’s Resolution 


WHEREAS the year nineteen twenty one will 
mark a new epoch in the meat packing indus- 
try and— 






WHEREAS the needs of the stockman for the 
efficient handling and marketing of his live . 
stock will this year be greater than ever before, 

and— 


WHEREAS the stockman has for years relied 
upon his local bank and the DROVERS 
NATIONAL BANK to furnish him with 
the best means for making a quick turn over of 
his product, and— 





WHEREAS nearly a thousand banks in the 
cattle raising sections of the Great Central 
West are.now using DROVERS SERVICE . 


to the profit of their customers and themselves. 





THEREFORE, BE IT RESOLVED that we 


all unite to make DROVERS SERVICE 
better in 1921 than it has ever been before. 


ovens * 





DROVERS 
NATIONAL BANK 


UNION STOCK YARDS - CHICAGO, ILLINOIS 


Readers will confer a favor. by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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HOW WE COOPERATE WITH OUR CUSTOMERS 





The following letter received from one of our patrons, the president of a progressive 
bank, is self-explanatory: 






“I am in receipt of your letter advising us that you have credited our account with $ 
check received from Messrs 


Batata eae I want to thank you very kindly for the manner in 
which this transaction was conducted. That is what we call real service. You kept in touch 
with the situation before the car reached Chicago until the draft was deposited to our credit. 

i ee may have meant no harm in his deal, but your efforts stopped any possible 

chance of this bank being injured in any way through this deal. 











On this basis of cooperation, we invite your B/ L business and place our exceptional 
facilities i in all departments at your service. 


THE NATIONAL BANK OF THE 


REPUBLIC 


OF CHICAGO 
RESOURCES OVER 








$42,000,000 








ANS 


UNE 


Che Chemical Hational Bank of New Bork 


FOUNDED 1824 


CAPITAL $ 4,500,000 
SURPLUS & PROFITS 15,000,000 
TOTAL RESOURCES OVER 200,000,000 


OFFICERS 


HERBERT K. TWITCHELL, Chairman of Board 


PERCY H. JOHNSTON, President EDWIN S. SCHENCK, First Vice-President 


FRANK K. HOUSTON . ‘ Vice-President OHN G. ate . Assistant Cashier 
rae ao oe Vice-President | HN B. nop 


“ . Assistant Cashier 

Vice-President . Assistant Cashier 
Vice-President I Assistant Cashier 
Vice-President = i . Assistant Cashier 

Vice-President R i . Assistant Cashier 

. _. Cashier WIEB OOK ._aw Assistant Cashier 

. : . . Trust Officer TA Assistant Cashier 

S L. .  . Assistant Cashier ROBERT B. Y D Mgr. Foreign Dept. 
AMES McALLISTER .  . Assistant Cashier ERNEST J. WATERMAN Assistant Trust Officer 


HENRY M. ROGERS ‘ Assistant Mgr. Foreign Dept. 


TATTOO TAS 


TIN ANTAL NN 


DIRECTORS 


eREDERIC wa STEVENS WILLIAM paeEs MORGAN CHARLES A. CORLISS 

W. EM OOSEVELT ARTHUR ISE iat A. GAR 

ROBERT WALTON _— GARRARD COMLY ERBERT K. TWITCHELL 

DARWIN P. KINGSLE HENRY A. CAESAR PERCY H. JOHNSTON 

CHARLES CHENEY FREDERIC ee Teed EDWIN S. SCHENCK 
RIDLEY WATTS 


NNN 
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The First Locomotive 
Built by Colonel JOHN STEVENS 


we of the impetus behind the gigantic 
commercial and industrial development of 
the Nation, in which the Bank of the Manhattan 
Company played such an important part, came 
from the inventive genius of Col. John Stevens, 
one of the original directors of the Bank. Stevens 
built the first locomotive, the model of which is 
still preserved in the Smithsonian Institution at 
Washington. He was the first to see thesignificance 
of railroads and took out the first charter for their 
construction. He built the first ocean-going steam- 
ship. Today, as for 121 years, the Bank of the 
Manhattan Company is offering the facilities of its 
huge resources and the counsel of its Officers and 
Directors to those men whose field of action is 
that vast network of commerce and industry which 
steamships and railroads have made _ possible. 


BANK of the 
MANHATTAN CoMPANY 


ESTABLISHED 1799 


40 WALL STREET 


Capital $5,000,000 Surplus and Undivided Profits $16,146,494.20 


UPTOWN OFFICE: —3z Union Square, New York 


QUEENS BOROUGH OFFICES :—Jamaica, Flushing, Long Island City, Far Rockaway, 
Rockaway Beach, Seaside, Richmond Hill, Elmburst, Corona, College Point, 
Woodhaven, Ridgewood, Fresh Pond 


BROOKLYN OFFICES: —St. John’s Place and Cypress Hill, 





OFFICERS 
2 
PRESIDENT- 
STEPHEN BAKER 


FIRST VICE-PRESIDENT 
RAYMOND E. JONES 


VICE-PRESIDENTS 


JAMES McNEIL 

B. D. FORSTER 

HARRY T. HALL 
EDWIN S. LAFFEY 

P. A. ROWLEY 

D. H. PIERSON 

FRANK L. HILTON 

V. W. SMITH 

JOHN STEWART BAKER 


. 


CASHIER 
O. E. PAYNTER 


ASSISTANT CASHIERS 


W. F. MOORE 

I. S. GREGORY 

H. M. BUCKLIN 

W. A. RUSH 

GEO. S. DOWNING 
E. S. MACDONALD 
O. G. ALEXANDER 


DIRECTORS 


J. E. ALDRED 
STEPHEN BAKER 

B. H. BORDEN 
MICHAEL FRIEDSAM 
WALTER JENNINGS 
RAYMOND E. JONES 
G. HOWLAND LEAVITT 
HENRY K. McHARG 
GEORGE McNEIR 
ARTHUR G. MEYER 
JOHN C. MOORE 
CHARLES E. POTTS 
SAMUEL SLOAN 
WILLIAM SLOANE 
JAMES SPEYER 

CARL F. STURHAHN 
WILLIAM S. TOD 
GEORGE ZABRISKIE 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Foreign Offices 
GREAT BRITAIN 


London 
Liverpool 
Southampton 
{ Edinburgh 
Glasgow 
FRANCE 
Paris 
Bordeaux 
Havre 
Marseilles 


ITALY 
Rome 
Naples 
Genoa 


BELGIUM 
Antwerp 
Brussels 
Ostend 


HOLLAND 


Rotterdam 


SCANDINAVIA 
Copenhagen 
Christiania 
f Stockholm 
Gothenberg 


SWITZERLAND 


Lucerne 


GERMANY 
Berlin 
Bremen 
Hamburg 
Coblenz 


“SOUTH AMERICA 
f Buenos Aires 
Montevideo 
Valparaiso 


THE ORIENT 
f Yokohama 
2 ‘ Kobe 
Hong Kong 
Shanghai 
Manila, P. Ll 
CANADA 
Montreai 
Toronto 
Correspondents Everywhere 
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Non-acceptance of shipments by foreign 
buyers has left many American firms with 
merchandise on hand in foreign ports. 


Without a representative on the spot it is often 
dificult for concerns to protect their interests 
properly, and the sending of a representative, if 
one is available, is expensive and sometimes 
inadvisable or impossible. 


The Foreign Trade Department offers the fa- 
cilities of the foreign offices of the American 
Express Company for adjustment with buyers, 
with probable saving of money and good-will for 
American shippers; the sale of on-hand mer- 
chandise at best price obtainable after investiga- 
tion of market possibilities; transfer of such 
merchandise to another point, or for investiga- 
tion and report of the actual facts to shipper 
for decision. 


If your clients are in difficulties we shall be 
glad to have you consult the Foreign Trade 
Department for more complete information as 
to our facilities. 


The International Banking, Shipping, Travel, and 
Foreign Trade service of the American Express Company 
places at the disposal of the local bank a highly organized 
SERVICE through which it can do a world-wide business 


without additional expense and with material profit. 


For Thirty Years the American Express Company has 
been building up an international organization. Today 
this great, modern American business organization is 
at the immediate disposal of the banker or merchant 
who needs assistance with merchandise on hand in 
foreign ports. 


The Method of Obtaining this service will be explained 


on receipt of your inquiry. Address Manager of Office 
nearest your city. 


| AMERICAN EXPRESS COMPANY 


29 Luckie Street, Atlanta, Ga. 


65 BROADWAY, NEW YORK 


Market St. at Second, San Francisco, Cal. 


f Ninth & Locust Sts., St. Louis, Mo. 23 West Monroe St., Chicago, Ill. 231 St. James St., Montreal, Can. 
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NTERNATIONAL BANKING,SHIPPING, TRAVEL AND FOREIGN TRADE: 
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furnish such support ; 








The March of a ‘Million Hoofs 


From the ranges, farms and pasturelands of the 
West and Middle-West to the great stock-yards of 
Chicago moves herd on herd of cattle, sheep and 
pigs to the beat of a million hoofs. This city, the 
home of so many fundamental industries, is also the 
center of the packing industry. Meat products are 
here prepared and shipped to ports and markets 
throughout the world; people in many lands are 
served from the Chicago yards. Here, also, through 
the application of science, hundreds of by-products, 
vital to the needs of humanity, are produced in the 
packing plants. 


An industry so large and so essential to the life of 
the world requires comprehensive and modern bank- 
ing co-operation. Chicago’s banks are amply able to 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 


INVESTED CAPITAL MORE THAN 50 MILLION DOLLARS 
RESOURCES MORE THAN 500 MILLION DOLLARS 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


among them The Continental 
and Commercial Banks occupy a prominent position. 
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THE Union TRUST 
COMPANY 
Cleveland 

















‘Tue merger of the The 
Citizens Savings and Trust 
Company, The First National 
Bank, The Union Commerce 
National Bank, The First 
Trust and Savings Company, 
The Broadway Savings and 
Trust Company, and the 
Woodland Avenue Savings 
and Trust Company into THE 
UNION TRUST COMPANY gives 
to Cleveland one of the larg- 
est banks in the United 
States with resources ex- 
ceeding $310,000,000 and 
paid in capital and surplus 
exceeding $33,000,000. 


Effective January 1, 1921 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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DIAMONDS 


‘The world's oldest and safest investment 


2 . 







You, as an investment authority, should be posted 
on the grading and pricing 


OST people have the idea that 
diamonds are sold at a stand- 
ard price per carat for ‘‘ per- 

fect white stones.”’ There is only 
enough truth in this theory to make 
it dangerously confusing. 

In the first place, a “‘ perfect white 
stone’ might be anything except a 
badly flawed, yellow diamond 
which no reputable jeweler 
would sell. 

Few people pretend to un- 
derstand anything about the 
grading and pricing of dia- 
monds. You, as a banker, 
accustomed to dealing in 
things of known value, should 
understand something definite 
on this subject before you in- 
vest or advise others. 


Wesselton Diamonds— 
The Market’s Best 


Briefly, the term “fine : 
white diamond” is ordinarily 
applied to the better stones of 
the trade classification ‘Silver 
Capes.” Five grades higher than 
“Silver Capes” is the ‘‘ Wesselton”’— 
the highest grade diamond in the 
commercial market today. The two 
higher grades, “Rivers” and “ Jae- 
gers,” are rarely seen outside of the 
famous collections, because of their 
scarcity and prohibitive price. 

The ‘‘fine white stone” generally 
sold appears very ordinary, even to 
the unskilled eye, when compared 
with the fiery, blue, brilliance of the 
““Wesselton.” 


Goldman Sells Wesselton 
Diamonds 


With diamonds, as with everything 
else, selling price must be based on 
cost. The retailer, who secures his 
stock through ordinary channels, 
must get the ‘‘fixed price per carat.” 

The House of Goldman sells fine 
Wesselton diamonds which have been 
pledged for loans and never redeemed. 
Only diamonds of extra fine quality 
standard are good for a loan at the 
Goldman Bank. 


of diamonds 


We Challenge Comparison at 
40% More ‘ 

A Goldman bargain is priced at 
only a few dollars over the amount 
loaned on the stone. Any one who 
has ever borrowed money on jewelry 
knows that this amount is only a 
fraction of the regular retail value. 


OR centuries, men have found 
diamonds a safe investment, 
quickly turned into money. Divi- 


dends come both from increasing 
value, and from the satisfaction of 
wearing such a certain evidence of 
SUCCESS. 





It must be so low that the lender can 
turn the pledge into quick cash if 
it is not redeemed. 

This policy places Goldman bar- 
gains before you at a price so low that 
we challenge you to match them at © 
40 per cent more money. And here 
is how we let you prove our state- 
ments. We ask. no one to buy 
“sight unseen.” 


Shipped on Approval — 
No Money Down 

You select your diamond from our 
Bargain Bulletin. We send it to you 
without one cent in advance—send 
it in care of your bank. When it 
arrives you are free to judge it and 
compare it any way you wish. 

If you can match that bargain 
from any other source, send it back 
at our expense,—no questions asked— 
noargument. You and you only are 
the judge. 


A Stronger Guarantee Cannot 
be Written 

Every Goldman sale carries a 
written guarantee—a real guarantee 
that means some definite thing. Our 
guarantee covers four vital points: 
(1) Color, quality, perfection of cut- 
ting; (2) Weight; (3) The cash sum 


you can borrow on it from us at any 
time within one year (this is within a 
few dollars of the price you pay us);"° 
(4) The permission to exchange it at 
full price in purchasing a higher priced 
stone. 
Back of this guarantee is a firm that 
has been keeping its word for 33 years, 
—which has sold millions of 
dollars worth of diamonds and 
- never had a dissatisfied cus- 
tomer. 


Beautiful New Mountings 
Although diamonds are 
never “‘second hand,” settings 
become worn, scratched and 
old-fashioned. All. Goldman 
Released Pawn Pledges are” 
reset in the latest styles of new 
‘14K gold mountings: 


A Goldman Purchase an 
Investment 

How can you, a banker, 
look at a diamond purchase as 
anything but an investment? You 
know that never in the world’s history 
has there been a “‘bear market’’ on 
diamonds. They have always ad- 
vanced and always will. 

How can you, a banker, a business 
man, who deals in cold facts and 
figures, even think of buying a dia- 
mond without first having your 
choice from the Goldman stock sent 
for inspection and comparison? 

Remember, to send for a Goldman 
bargain does not involve any obliga- 
tion to buy of us. It is just like going 
into a store to look. 

Get posted now? Send for our Bar- 
gain Bulletin No. 202, just off the press. 
See what amazing values we are able 
to offer. Send this coupon now. 


L. GOLDMAN’S SONS 


Dept. 5111 Goldman Bldg. 
Kansas City, Mo. 

L. Goldman’s Sons, 

Dept. 5111, Goldman Bldg. 

Kansas City, Mo. 


You may send me your Bulletin No. 202, of 
Wesselton Diamonds just released from pawn. 


eee ee ee eee eee ee ee eee eee eee eee ee ee ee 


wee eee ee ee eee eee ee ee eee eee ee eee eee eee 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 








BANKERS MONTHLY for JANUARY, 1921 





REET P'S 





: N 
STRENGTH ‘N 
SUCCESS 








Strength RGANIZED in 1873, the 
and Illinois Trust and Sav- 


ings Bank of Chicago, has 
capital, surplus and profits 
of over sixteen-million dol- 
: lars and total resources of 
one-hundred - and - fifty -one- 
million dollars; a record of 
growth and strength. 


Service 


The Illinois Trust offers a 
complete financial service, 
developed through the ex- 
perience of half a century. 


So eee eee a a 


ILLINOIS TRUST & SAVINGS BANK 


‘La Salle ond Jackson Streets... Chicago 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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LARGE national bank in a 
southern city recently lost sixty 
per cent of its savings accounts within 
as many days. The bank has been a 
heavy and consistent advertiser, using 
newspaper, street car and signboard ad- 
vertising, as well as a comprehensive 
follow-up letter system to invite and to 
hold depositors. The president of the 
bank, at a loss to understand the reason 
for the sharp shrinkage in deposits, de- 
cided upon a special investigation to 
determine the cause—whether it should 
be attributed to an unforeseen fault in 
the bank’s policy or to some particular 
individual connected with the institution. 
His next step was to employ an in- 
vestigator, through an intermediary, to 
visit the savings departments of the 
eight large banks in the city, one of 
which was his own, and to open a new 
savings account in each. The investiga- 
tion was conducted on a confidential 
basis and the man designated was ig- 
norant of the identity of his real em- 
ployer. As a result his report was dis- 
interested, but nevertheless complete. 
The investigator was given eight dol- 
lars—eight one-dollar accounts in as 
many banks. After .allowing a two 
days’ growth of beard to appear on his 
face, he started out on his mission. He 
donned a shabby suit -of clothes and, 
with grimy face and hands, proceeded 
to visit the banks. At each place he 
showed ignorance of every common bank- 
ing usage and appeared ill-at-ease and 
conspicuously out of place. 


His investigation completed, a report 
was prepared which showed that five 
of the banks accepted his account as a 
matter of course, the tellers failing to 
thank him for his business or to offer 
him any encouragement toward becoming 
a consistent saver. In four of the five 


cases he was received with indifference. 
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HOW POLITENESS COUNTS AT 
THE TELLER’S WINDO 


President of bank whose savings department showed 
sharp shrinkage makes a confidential investigation 
and finds that discourtesy was driving away business 


By J. FRANKLIN LEWIS 


In one bank he was treated with marked 
discourtesy, and in two others he re- 
ceived not only a cordial invitation to 
become a steady saver, but was thanked 
and sent away with a feeling that the 
bank actually was glad to get his busi- 
ness. 


When the report finally reached the 
hands of the bank president responsible 


DVERTISING is a demonstrated 

force for creating new busi- 

« ness in the bank, but advertising 

one, no matter how extensive 

it may be, will not produce satis- 

factory results unless the bank 

backs up the advertising program 

with enlightened and courteous 
service. 


This simple fact was driven home 
to one bank president unmistak- 


ably. e was spending a lot of 
money for advertising, but as the 
accompanying article shows, he was 
losing instead of gaining business 
because the service furnished to 
customers at the teller's wicket 
was driving customers away. 





for the investigation, it revealed to him 
the startling fact that in his bank, more 
than in any of the others visited, there 
was a marked spirit of indifference and 
even discourtesy upon the part of the 
savings teller. It answered the question 
why his advertising apparently did not 
pay. The advertising had been serving 
as a strong force in bringing new faces 
into the bank and yet it was being com- 
pletely nullified by a teller whose curt 
manner was actually driving people out 
almost as fast as they came in. 

The confidential nature of the report 
demands the omission of the names of 
the banks visited. They have been des- 
ignated by letters of the alphabet. The 
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institution whose president authorized 
the investigation has been designated 
“H” in the following: 


BANK A < 


Young woman about 25 years old at 
window. She smiled graciously and 
said at once: ‘ 

“All right, we'll be very glad to have 
you with us.” 

Then she inquired: 

“You’ve never had a savings account 
here before?” 

When I said “no” and added that I 
had never had a savings account in any 
bank, she handed me two cards. 

“Please fill out these,” she offered and 
then explained to me what to do. “I'll 









_make out the deposit slip while you fix 


those up,” she continued after I had 
told her my name. 

When I handed her the two cards on 
which I had written my name and home 
address, she made the entry in the pass- 
book and said she would like to show 
me how to riake out a deposit slip so that 
I would have no trouble in making de- 
posits in the future. As I took up the 
pass-book and left the bank, she said: 


“Thank you so very much Mr. : 
we are so glad to have you with us. I 
am sure you'll find your savings account 
a very nice thing to have.” 


BANK B 


Middle age woman with pleasant man- 
ner at window. When I told her I 
wanted to open a savings account she 
reached for a deposit slip and asked me 
my name and how much I wanted to de- 
posit. 

“T am very sorry, but we don’t open 
new accounts for less than five dollars,” 
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she said when I told her that I wanted 
to open with one dollar. 

She next explained to me that the 
bank opened such accounts for one dollar 
when it was for a child. In a most 
courteous manner and one filled with 
reassurance she asked me if I could not 
spare four other dollars to put with the 
one I held in my hand. 

“We certainly would like to have you 
become a depositor with us,” she added 
encouragingly. 

When I said I thought I would not be 
able to open the account just now, as 
much as I would like to, because I 
couldn’t spare the other four dollars, 
she continued: 

“Well, suppose you just keep the dol- 
lar you have until you get four more you 
can spare to put with it and then come 
in to see us again. We want you with 
us, because we want to help you ac- 
eumulate your savings and we believe 
you will find an account of this kind far 
beyond your expectations as a means 
of accumulating money for a rainy day.” 

I told her I would do that and turned 
to leave. 

“Be sure and come back to see us,” 
she smiled at me as I walked away. 


BANK C 


Middle age woman at window. As it 
was late in the afternoon and business 
was not rushing in the bank, she was 
engaged in a conversation with a 
fashionably dressed woman standing 
outside the window. I took this woman 
to be a friend of the teller. The latter 
asked her to step aside a moment as I 
approached. When I told her what I 
wanted, she handed me two cards and a 
deposit slip. I tried to appear confused. 

“I’m sorry,” I said, “but I’ve never 
had a savings account before and I would 
like for you to tell me what to do with 
these.” 

Her expression indicated her amuse- 
ment and a trace of impatience. How- 
ever, ‘she told me where to write my 
name and address, etec., as well as how 
to enter the amount of my deposit on 
the deposit slip. 

I walked to the customer’s desk and 
performed this task. She resumed her 
conversation with her friend and I heard 
both of them laugh in a subdued manner 
just after I turned away. I judged they 
were commenting on my ignorance. 

I returned to the window and handed 
her the slip, two cards and one dollar 
in currency. In making out the pass- 
book she accidentally covered the dollar 
up with a piece of paper. When her 
task was finished she looked at me and 
said: 

“Well, you’d better give me the 
money.” 

“I gave it to you with the other pa- 
pers,” I said. I added that I thought 
she had covered it up with some papers 
and pointed to them. She lifted up the 
paper and found the money. 
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HANDLING CUSTOMERS 
TACTFULLY 


HEN the president of bank “‘H,” referred to in the accompany- 
W ing article, found that his advertising was not paying and that 
savings deposits were shrinking at an 
an investigation which disclosed that the trouble was due to a teller's 


indifference and discourtesy. 


After the investigation was made, the president had circulars 
printed and distributed to every employee in the savings department. 


The circular: 
become a consistent saver. 


teller to customer. 


at home in the bank. 
interest in his account. 


lished reputation. 


ing force. 


things. 


= NNN A 


“So I did,” she said, shoving the pass- 
book to me. 

Almost before I had picked it up she 
had resumed her conversation. I re- 
ceived no thanks for my business or a 
suggestion of welcome. 


BANK D 


This is strictly a savings bank. At 
this time it is doing business under diffi- 
culties because of new fixtures being in- 
stalled. Only one receiving teller’s win- 
dow was in operation. 

I found a thin, bald man there. An- 
other man was outside the window and 
the two were talking in subdued tones. 
I had to wait seven minutes before he 
stopped talking and looked up in my 
direction. 

“Something you want?” he inquired. 
I stated my business. 

“How much do you want to deposit?” 
he asked. | 

I told him the amount and my name 
and address, when he asked for it. He 
made out the slip and shoved the cards 
through to me. 

“Put your name and address there,” 
he indicated with his finger. 

“May I use your pen?” I asked. 

“There’s one over there on that desk,” 
he replied. 

While I was filling out these cards he 
concluded his conversation with his 
friend who walked away. 

The teller made the entry in the pass- 
book and handed it out to me. He made 
no comment nor thanked me. As I 
turned to walk away, he called me back. 


When the depositor's mind works to one purpose, he will 
No account is too small to demand every courtesy from 


Do not hurry your customer. 
man may become a valued patron. 


Keep your customer's interest up by making him feel 


If he is offended he is liable to lose 


Employes of this bank must strive to live up to its estab- 


These rules can be made to apply to every bank. The employee, 
especially the one in contact with the public, should be encouraged to 
show patience, tact and politeness under all circumstances. 
these qualities are essential in the equipment of every arm of the bank- 
i The flippant, the testy or the chesty individual is a detri- 
ment to the bank organization which is striving to accomplish big 


arming rate, he started 


A shabby 


Take your time. 


HM 


Indeed, 


INNA 


“Say there!” he said loudly, as another 
customer stepped back to let me get to the 
window. “You didn’t put your wife’s 
first name on this card.” 

“Ts this necessary?” I asked. 

“Tf it wasn’t there wouldn’t be a 
blank for it here,” he said gruffly. I 
told him the name and he wrote it down 
as I turned to leave glad to get out. 


BANK E 

Young woman apparently between 25 
and 30 years old at window. I stated 
my business. 

“Be glad to have you,” she replied, 
reaching for a deposit slip. “What’s 
your name?” 

She handed me the two ecards: 

“Write your name on the top of this 
one and your name and address on the 
top of the other,” she said. She handed 
me a pen and I performed my task while 
she made out the ‘pass-book. 

She was chewing gum at a ferocious 
speed and began a conversation with 
another young woman at the adjoining 
window while she made out the pass- 
book. She was still talking when she 
handed me the book and I left without 
another word having been said to me. 

The subject of conversation was 
whether or not Pauline Frederick wore 
new pearls for New York society women 
to get them properly colored. The 
teller who was serving me seemed to 
think it was true. 


‘BANK F 
Young red-headed woman at window. 
I told her what:I wanted and she glanced 
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down and saw a one dollar bill in my 
hand. 

“For one dollar?” she said and her 
tone indicated more or less contempt for 
a big healthy man who would bother her 
with such insignificance. At least that 
was my impression of her manner. 


She asked my name and made out the 
deposit slip. Pushing out the cards, she 
said: 

“Well, put your name and address on 
those cards.” 

As she handed me the pass-book she 
said, and it seemed to be a parting shot 
which confirmed my acceptance of her 
previous speech: 


“T hope you come back again some- 
time.” 


BANK G 


Young man at window. He was re- 
ceiving deposit from a woman as I 
approached. As I waited a Boy Scout 
came in and took his place in line behind 
me. When I reached the window and 
told the teller I wanted to open a new 
savings account, he brusquely asked me 
to step aside a moment. The Boy Scout 
walked up and the teller opened a small 
bank he handed in and counted $1.97 
in pennies and small change. I was kept 
waiting eight minutes for him to finish 
with the Boy Scout. I was at a loss to 
understand why I was forced out of line 
with no explanation from the teller. 


While I waited I heard a middle aged 
. man at the next window telling a negro 
several things about savings and the 
value of “having a comfortable nest egg 
in the bank when you got sick.” It 
sounded to me like a pretty good selling 
talk. 

When I got to my window the teller 
made out the deposit slip and handed 
me the usual cards to sign. As he made 
the entry in the pass-book, the man who 
had just finished with the negro came in- 
to the cage and leaned over the teller’s 
shoulder. “New account?” he inquired. 

“Yes, for a dollar,” said the teller. 

The other man grunted and walked 
back into his cage. I think he intended 
to give me a selling talk and stopped 
when he found I wasn’t worth much at 
the start. 

As I left the window the teller said: 

“Much oblige.” 


BANK H 


Young man at window. He was busy 
assorting some cards which looked like 
deposit records. He continued to assort 
as he asked me what I wanted. 

“All right, just wait a few seconds,” 
he, replied when I told him I came to 
open an account. In four minutes by 
the bank clock he stopped assorting and 
looked up. 

“What is your name and the amount 
you want to start out with?” he asked. 

I told him and he handed out the cards. 

“What do I do with these?” I asked. 

“Fill ’em out. Don’t you know any- 


thing about banking?” he said impa- 
tiently. 

“Not much,” I answered only wishing 
I was actually banking and not investi- 
gating. 

He explained the formula to me and 
concluded by handing me the pass-book. 
This he pitched through the window with 
sufficient force for it to drop on the 
floor. He neither apologjzed nor 
thanked me. 


The president of bank “H,” like nearly 
every busy bank executive, had been 
unable to give attention to the details 
of the service that his customers were 
geting in the savings department, but 
after reading this report he decided to 
snatcha moment now and then during the 
course ‘of the day when customers* were 
at the window and to observe the teller’s 
conduct. 

Two days of this vigilance convinced 
him that the investigator was right. 
Time after time, the teller exhibited im- 
patience, indifference or discourtesy and 
it was apparent that many customers 
walked away not altogether pleased. 

The conditions revealed by this inves- 
tigation can be duplicated probably in 
many other cities, principally because 
the teller at the wicket often fails to 
appreciate the significance and value of 
dealing with the public politely. Im- 
patience, testiness or outright ill-man- 
ners do more to discourage consistent 
savings at the bank than perhaps any 
other cause. Instead of maintaining a 
cheerful and dignified attitude, many 
tellers, as the foregoing report indicates, 
allow their conversational proclivities 
to run riot and when a friend steps up 
to the wicket, banking business is tem- 
porarily suspended while a light and airy 
interchange of commonplaces goes on. 


UNNI 


not to sell 
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where funds belonging to such su 
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All the time other customers are perhaps 
forced to wait until the gossip ceases. 


Nor is this the least significant trans- 
gression of bank etiquette. Take, for 
example, the gum-chewing teller in bank 
“EK.” Not satisfied with inflicting a 
convulsive facial attack on the hapless 
depositor, she distracts other workers 
with a line of flippant conversation that 
actually demoralizes enlightened service 
at the wicket. Again, there is the testy 
old fellow who appears to be perpetually 
at odds with the world and especially 
with customers who are seeking and who 
always appreciate a kindly smile and a 
willingness to serve. 

No matter how extensively and how in- 
telligently a bank advertises for public 
recognition, it will fail in its efforts. to 
get business and build up confidence as 
long as the grouchy teller is allowed © 
to offend customers. Often the disagree- 
able teller fails to understand how 
sternly the public reacts against churlish- 
ness. Habit seems to prescribe practice 
and if the teller has been allowed to go 
on from day to day snapping and bark- 
ing at people or exhibiting other forms 
of discourtesy equally as flagrant, the 
bank suffers by lack of patronage. 


In no other line of American business 
is the competition so keen as in banking. 
In no other line of business has the 
science of skillful advertising grown so 
remarkably. Thousands of banks are 
advertising today in a scale undreamed 
of five years ago and many of these 
wonder why their advertising results are 
sometimes not as satisfactory as mer- 
cantile or industrial advertising. 

The reason is not hard to find. In 
seven cases out of ten the deficiency can. 
be traced usually to the officer who is’ 
either autocratic or discourteous. 


NUUNUUOQOUENUYOULUEOEUUOLLULUESUUGUOGOUAEASOA PAYPAL 


WHAT’S THE MATTER 
IN NORTH DAKOTA? 


HE closing of a number of banks in North Dakota is explained 
by Secretary Macfadden of the North Dakota Bankers Asso- 
ciation as having been caused by the persistent and thorough work 
of the Non-Partisan League officials i in advising and urging farmers 


rain at present prices, and being also due to the further 
fact that a law initiated by vote of the electors at the recent general 
election removed that feature from the Bank of North Dakota law 
which compelled treasurers of counties, school districts, townships, 
municipalities, etc., to deposit all public funds in the Bank of North 
Dakota. Ursider the law initiated it is optional ag treasurers as to 
ivisions may be 
funds already deposited with the Bank of North be 
redeposited with banks oe the state and on account of the 
fact that farmers are not selling their grain, reserves in many of the 
small banks have run down so that the fear of heavy withdrawals by 


ited. Public 


ota have been 


the Bank of North Dakota has added fuel to the flame and a few banks 


have become frightened and suspended payment. 


Secretary Macfad- 


den states, that nearly every bank that has been closed will resume 
business as soon as farmers can be persuaded to sell their grain and 


meet their obligations to the banks. 
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HOW ARCHITECTS PROVIDE FOR 
BANK WINDOW DISPLAYS 


With a pleasing open effect in the building, the 
banker is able to offer many appeals in graphic 


* 


TTRACTIVE window displays are 

rapidly becoming recognized as an 
effective method for advertising the bank. 
If a building project is soon to be under- 
taken, it should, therefore, be realized 
at the outset that the windows play an 
essential part. As one bank architect 
aptly puts it: “The time of the prison 
bank seems to have passed, and bankers 
are continually demanding a more open 
effect in their buildings in order that the 
advertisement of the bank itself can be 
increased.” — 

Experience demonstrates that working 
the windows can be made profitable—and 
this in accordance with the character of 
the institution. 

Banks must advertise for new ac- 
counts just as any other business seeks 
new customers. Recent years have wit- 
nessed the banks’ use of all essential 
forms of publicity. They handle money 
or credit as a commodity and they sell 
service. They use newspapers, maga- 
zines, house organs, programs, direct 
mail and personal solicitation. Why 
should the windows not be utilized? 

E. L. Thornton, vice-president of the 
Metropolitan Bank of St. Paul, is a firm 
believer in window displays. In his 
opinion, “a bank has more reason for 
using window displays than a great 
many other business houses, because a 
window display is the final argument 
handed out at the point of sale and if 


_there.is any place in the world that a 


good argument is needed at such a time, 
it isin a bank. People read bank adver- 
tisements and decide they are going to 
start a savings account, or do this or 
that. Yet we all know that they con- 
tinue to walk past the bank for months 
and even years after making such a de- 
cision, without ever carrying it out.” 

If the bank is located so that a large 
number of people pass the building each 
day, the windows can be made valuable 
in “erystallizing this partly formed reso- 
lution.” They press the bank’s appeal 
at a time and under conditions important 
for soliciting these accounts. 

In addition to this important effect, 
an attractively worked window expresses 
the atmosphere prevailing inside the 
bank. The conservatism of design, elec- 
trical effects, colors used and the message 
accompanying the display represent the 
character of the personnel and retain 
the dignity so essential in bank adver- 
tisements. A well-prepared window 


fashion to the crowds that pass the bank daily 


By OLIVER J. BURTON 


gives the impression of a dignified ad- 
vertisement. It drives home the appeal 
used in other mediums. 

“A few bankers believe,” says an archi- 






a monumental character with bronze 
frames have gradually crept into window 
display, but in such a manner as not to 
destroy the serious and dignified charac- 


The large bank as well as the small banks can make effective use of their windows, al- 
though the impression seems to prevail that window displays are beneath the dignity of 


the large institutions. This illustration shatters the delusion. 


Here we have attractive 


= displays in the largest bank in Wisconsin; also an exhibit of a leading Chicago 


tect, “that the highest type of fixtures 
generally constitute the bank’s best 
medium of publicity and, when properly 
displayed through the use of effective 
illumination and large unobstructed 
window spaces, the value from an adver- 
tising standpoint can hardly be over- 
estimated.” This, however, emphasizes 
merely the luxurious quarters and is 
impersonal in its appeal. 

We find another interesting view of 
window displays outlined by a_ well- 
known architect as follows: “Signs of 








ter of the building itself. Many bankers 
desire to keep the Tiffany idea—that is, 
a small advertisement in a beautiful en- 
closing window.” 

Another example of this use of bank 
windows for advertising should also be 
stated. It is the opinion of another 
bank architect. “The most successful 
method that we have found has been an 
application of what is called a vision 
sereen back of a plate-glass window. 
The original purpose of the vision screen 

(Continued on page 94) 
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SIMPLIFYING THE RECORDS IN THE 
SAFETY DEPOSIT VAULT 
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Small bank in Michigan uses a simple and flex- 
ible card index system that eliminates cler- 
ical routine and provides needed protection 


By OSGOOD BALEY 


INCE the use of safety deposit boxes 

has grown rapidly in all banks dur- 
ing the last few years, the problem of 
providing a satisfactory method of keep- 
ing accurate records on the box renters 
is a matter of increasing importance. 

The old-fashioned method of keeping 
a record in a single book is no longer 
adequate because nowadays the safety 
deposit vault is one of the busiest 
spots in the average bank and every 
transaction of the renter, in so far as the 
box is concerned, should be carefully 
checked. 

There was a time not long ago when 
the safety deposit vault represented the 
strong box of those possessing consider- 
able wealth in the form of negotiable 
paper. But nowadays even those of 
lowly fortune are patronizing the vaults. 

Thousands of people who looked upon 
the vaults in a spirit of awe now regard 
this feature of banking service as es- 
sentially useful and pride themselves in 
the possession of a little box watched 
over by the banker and usually protected 
against the fury of the elements or 
burglars. 

So, the question of regulating the 
business of the vault is important and 
the method employed by the Bridgman 
State Bank of Bridgman, Mich., may 
suggest a helpful plan, particularly to 
small banks. 

The method that has worked out so 
satisfactorily in the Bridgman bank is 
a single card system. The cards are 
filed alphabetically in a small case. 

This card record (Figure I) gives 
the banker at a glance, the name and 
address of renter, box and key number, 
date box was rented, price per year, 
shows yearly rental payments and 
amounts, shows when rental is next due 
and gives customer’s signature together 
with his co-renter, attorney or agent, 
if any. The signature of the customer 
serves as a receipt for keys to box, de- 
livered to the customer when the box is 
rented and the first payment made. The 
customer’s signature when witnessed, 
usually by some officer of bank, com- 
pletes an agreement between renter 
and the bank. This agreement among 
other things contains a non-liability 
clause, which defines the bank’s position 
as to liability in case the vault is bur- 
glarized or destroyed. 

On the reverse side of the card is a 
release to take effect when the renter 


signs-his name, checks out and removes 
his property from the box. This often 
saves trouble and litigation later on, 
if a former renter should return -and 
state or insinuate that he left something 
in the box at the time it was given up. 


‘ 


has been raised in several law suits in 
the past few years and the wise banker 
fortifies himself against controversy by 
requiring the renter to certify to with- 
drawals in a manner similar to that 
indicated on the reverse side of the 


! hereby acknowledge that contents of Safe No. 


Deposit Department of this Institution, have been 


date and two keys returned, 


--» im Safety 
withdrawn intact on this 


Renter's Signature. a see 


SAFE NUMBER | aula 
76 i 
DATE OF RENTAL | ADDRESS 
4-27-18 || 
PRICE PER YEAR 


$1.50 


Date Safe is Surrendered 


RENTER’S AGREEMENT 


The renter makes application for above designated 
safe and agrees to abide by safety deposit regulations 
governing this institution. 

Custodian will admit to safe only persons whose sig- 

hich are hereby authorized by 


practices the same dilige 
= e protection of its own property, but assumes no further 
jiability. 

The renter is warned not to give keys to persons not 


hy 
properly authorized on our records. 
ae in advance. e 


Figure I. 


SAFETY DEPOSIT DEPARTMENT 
Freyer, Emil 


Bridgman, Michigan 


| 


Date Rental is Paid’; Amount 


|| 4-27-18 || 1 50 


KEY NUMBER 


$13 


Rental Paid to Date 
Below 


4-27-19 
4-27-20 
4-27-21 - 


| 


4-28-19 || 1 '50 
4-26-20 ||_ 1 0 
ares ea 


\\ | 





|Signature and Receipt for Two Keys to Safe Deposit Box. 


Signature 


Co-Renter’s Signature 





A small bank in Michigan found it was necessary to adopt a new method to handle 


the increasing volume of business in the safety deposit vault and it installed a card index system 


that provides all the information that the banker should know about box 


renters. Here we have 


the face and the reverse side of a card. This plan has simplified the operation of the vault and 


has eliminated misunderstandings between the bank and 


This system as described is especially 
desirable on account of the absence of 
red tape, as it is simple in its operation 
and practical. 

One of the important features of this 
eard system is the protection afforded 
by the agreement on the back of the 
card as shown in the illustration. The 
problem of protecting the bank on safety 
deposit business is steadily becoming 
more important because of increasing 
business. It is, therefore, necessary to 
take definite precaution to eliminate any 
possibility of misunderstanding that 
causes litigation or loss. In fact, this 
question of bank liability—in so far as 
it relates to the safety deposit vaults, 


e customer. 


card in the illustration. 

Many banks have used a bound book 
on which to enter the record of cus- 
tomers. Others have employed a loose- 
leaf system. The card plan used in the 
Bridgman State Bank is superior to 
either the bound book or loose-leaf meth- 
od, because it provides a comprehensive 
history of the transaction and at the 
same time permits the bank to designate 
clearly the terms of agreement. 

Some bankers hesitate about making 
changes in any branch of the accounting 
system and they are, therefore, usually 
reluctant to consider even minor changes 
in the records of even the safety deposit 
department. 
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BNER JONES examined the object 

on his desk for—well, he couldn’t 
remember, himself, how many times. It 
had the capacity of a fat ink-well, but 
the liquid within was a rich amber; in 
short, it was one of the little decorative, 
individual decanters we used to see be- 
fore there was talk of moving the 
Statue of Liberty up to the mouth of 
the Saint Lawrence. 

Often of late Jones had grabbed it 
up to brighten the end of an imperfect 
day; once he had peeled a little tinfoil 
from around the cork when he had man- 
aged to argue the directors into a raise 
of salary. But on this night Jones was 
determined, for he was back at his desk 
with night work ahead. The dose, how- 
ever, made him sleepier than before and 
as he relaxed and settled in his chair he 
seemed to be going down in a gently de- 
seending elevator. 

“Follow the signs,” howled the elevator 
boy when Jones got out at the bottom 
and half turned for information. 

Jones found himself in a tunnel of 
white porcelain, slippery and gently de- 
scending. He sat down. With a little 
cry of joy he realized he was sliding 
gayly along on the seat of his trousers. 
Toward morning he slid into a terminal 
where a boy with a lantern met him. 
Hand in hand they crossed some rough 
ground and entered a canyon. Here and 
there pinon, stunted and singed, grew 
in crevices in the walls, and a faint odor 
of sulphur was on the warm air down 
the trail. 

The head of the canyon opened on a 
great basin, the sides of which spread to 
left and right in palisades running be- 
yond the range of vision. At the canyon 
head an angular, bronzed, hawk-eyed 


man with a drooping mustache stepped 
out of a bunch of over-grown grease- 
wood. He was leading two pinto mules. 

Jones grabbed his boy guide by the 
arm. “We’re held up! Put out the 
lantern !” 

The old man with the mules spoke to 
the arrivals. “You ean go back boy— 
I’ve been detailed to bring Mr. Jones 
in.” 

Jones hesitated, watching the man with 
the hair-triggered intentness of a cat. 

Dragging the two mules over to Jones, 
the old man stuck a thumb under one 
suspender strap and thrust it forward. 
From the silver star pinned thereon 
Jones read the letters “H. U.” 

“T was raised in Arizona where there 
is cattle brands and other brands and 
belong to three lodges but them’s strange 
letters to me, brother.” __ 

“*Head Usher,’ she means. Shake. 
I’m from Arizona, too. Fork this mule 
with the white nose. Tain’t far, but we 
better ride over to headquarters; it’s 
terrible hot on the sand and the rattlers 
are powerful thick this fall.” 

Jones ran a distrustful eye over the 
mule. “E-r-r Mr. Pe 

“Horn—my name’s Horn,” said the 
Head Usher. 

“K-r-r Mr. Horn is this critter handy 
with her hind parts?” 

“Moderate, I calls her. She can’t 
harm ye none. Mules git pads on their 
hind paws like cats down here. Swing 
on and we'll be goin’.” 

After riding among the sand hills at 
the base of the north palisade for an 
hour Jones’ guide drew up at an open- 
ing in the solid rock. 

Jones slid off his mule with an uneasy 
feeling and followed Mr. Horn. They 
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entered a roomy cavern in the center 
of which sat a small man at a desk. As 
they drew up at the desk the man arose 
smiling. The new party wore a plug 
hat, gold rimmed spectacles, a black 
claw-hammer coat and tan riding 
breeches. 

“Ah, Mr. Jones, I have looked for 
you a long time,” said the small man, 
beaming with pleasure at Jones’ portly 
figure and mild blue eyes. 

“*A long time!” Someway Jones 
didn’t like that. 

“T see you are a banker, Mr. Jones.” 

“The devil!” breathed Jones in as- 
tonishment. 

“The same,” acknowledged he of the 
claw-hammer coat. 

“T think I'll be going,’ announced 
Jones looking over his shoulder to find 
the door closed. 

“Don’t think of leaving us now. Sign 
right on this line,” said the little man 
shoving out a register. 

With a shaking hand ‘Abner Jones’ 
was added to the book. 

The Old Man, as Mr. Horn called him, 
whistled through his teeth. Instantly 
an imp appeared with three cigars al- 
ready lighted. 

“How would you like to run the new 
bank?” asked the Old Man turning to 
Jones. 

Jones laid his ears back. 

“We've had a bank here in the Basin 
for some time but it’s getting crowded 
and there’s quite a number of home- 
steaders settled up on the Rim Rock.” 

“T’d rather do most anything else, 
sir,” said Jones. “They ain’t no romance 
or poetry to banking—can’t I pick 
stone, grub out sagebrush or do some- 
thing in the sunshine?” 
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“Tt’s a good deal cooler on the Rim 
Rock, Mr. Jones,” hinted the Oid Man. 

Jones kept his ears laid back tight 
on his neck and said nothing. 

“T tell you what I’ll do: I know bank- 
ing is like living in a prison and [ll 
give you a good motor car of standard 
make and you needn’t put in but two 
hours a day in the bank.” 

“T’ll try the job,” said Jones instantly, 
“but I’m leaving the thought with you 
I ain’t reaching for the job none.” 

“That is fine, Mr. Jones. Now you 
will feel better after you know how we 
run banks down here, and I reckon I'll 
let Mr. Horn, here, take you over to 
the Hades National and introduce you to 
Hector. As aforesaid, we run banking 
matters a little different down here, Mr. 
Jones, and Hector is a man of exper- 
ience—he knows my views.” 

Jones nodded politely and arose. 

“Tt’s quite a ways, I reckon I'll hitch 
the mules into the buckboard,” hinted 
Mr. Horn as he got stiffly to his feet. 

“As you like, Mr. Horn,” agreed the 
Old Man smiling and fitting his finger 
tips together in speculation. 

It was an all day trip to Hector’s place 
of business and they slept out that night, 
Mr. Horn laying a hair rope about 
Jones to keep off the rattlesnakes. But 
early in the morning they came out of 
the sand hills, ran into some dwarfed 
sagebrush and by eight o’clock drove into 
a small town of one sun-blistered store, 
a dance hall of ample size, six saloons, 
a livery stable and wooden frame build- 
ing with a tower on it. Across the front 
of the latter building Jones read in red 
letters, “Hades National Bank”. On a 
window appeared, “Samuel Hector, No- 
tary Public.” It all looked regular to 
Jones except the wooden tower on the 
roof and he took a second look at it. 

Both Mr. Horn and Jones went to 
the bank. Jones’ guide hammered on 
the door and shook it vigorously. Only 
silence rewarded the effort save that 
Jones chuckled audibly. They sat on the 
steps and waited. At five minutes to 
nine a face appeared in the window 
back of them. 

“There’s old Hector now,” said Mr. 
Horn, and rushing to the door he rapped 
loudly. 

“Quit hammerin’ that door or I’ll draw 
on ye with both guns, Mr. Horn.” 

Mr. Horn came back and sat down. 
“Tt ain’t no use; he won’t open till nine, 
and he’ll draw just as he says he will— 
he was a cattle detective in Wyoming 
in the early days back in the States. 
He got the bank job from straight shoot- 
ing and there was twenty-nine candi- 
dates.” g 

At nine o’clock a key was heard to 
rattle in the door back of them. It 
seemed that whoever was working the 
key was trying to do it without sound 
but Jones’ ears were sensitive. 

No sooner were they inside the bank 
than Mr. Horn who was in a fret to 


get started back addressed Hector in a 
loud voice wagging his head from side 
to side as though reciting a pieee from 
memory. 

“This, here,’ he recited, “is Abner 
Jones from the States. The Old Man 
had me fetch him over to get a line on 
our bank ’cause there’s goin’ to be a 
bank started up on the Rim Rock, and 
this here gent is agoin’ to shove her 
off.” 

Meanwhile Jones studied a sign sus- 
pended from two wires from the ceiling 
of the modest banking quarters, and he 
spelled out the words twice. 


“The money in this bank belongs 
to someone—we don’t father no 
slush fund to pay no overdrafts. 
And this goes, come wind or hig 
water.” . 
Jones nodded approvingly. Here at 

last was a bank, a real bank. 

With Mr. Horn’s departure Jones 
crossed to the counter which cut the 
room in half and ran in unbroken deco- 
rative metal-work to the ceiling. 

There were two wickets. Both had a 
red hand pointing to the words over 
them—“Payine” and “Receiving”. Back 
of the receiving window stood old man 
Hector, tall, thin, pale and with white 
mustache and goatee. It was the narrow 


black bow tie with flowing ends and. 


Prince Albert coat that made Jones con- 
jure up in his mind gamblers he had 
seen at faro games in the old days. 

At the paying window stood a round- 
shouldered, tow-headed youth with blue 
eyes. After a look at him, Jones walked 
to the window where Hector stood. 

“Brother,” broke out old Hector in a 
strong voice for one so thin of body, 
“Jet me make you acquainted with Dorsal 
Fin, my clerk. You have arrived at a 
good time to study our lay-out. It will 
be a busy forenoon; the hands at the 
pitchfork factory were paid off by 
checks last night and there’ll be some 
feller yelling at the counter all the 
morning. Take a chair and sit where 
you be for a spell. When we get the 
old squirrel cage to purring smooth with 
all four paws you can come in back.” 

Jones bowed and settled in a chair 
as the first customer arrived, a half- 
breed Pi-Ute Indian. Jones judged he 
was a hand at the pitchfork factory, 
but he chuckled grimly when the man 
went to the receiving window and pre- 
sented a check for payment. 

Hector yanked down a green curtain 
in front of his window. On the curtain 
were the words, “Go to the other win- 
dow.” 

‘ The Pi-Ute stared at the thing with 
the curiosity of a Chinaman. 

“He can’t read,” rasped Dorsal Fin, 
the clerk, and reaching out a hook he 
dragged the man to the paying window. 

With great satisfaction Jones sat till 
eleven o’clock and watched how cleanly 
business was handled at the windows. 


He resolved to have just such a hook 
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when he started the bank up on the 
Rim Rock. 

At eleven-thirty business fell off and 
Jones was invited to come in behind the 
counter, where he sat and passed remarks 
with Hector. Once Dorsal Fin asked 
Heetor if it wouldn’t be wise to get to 
work on the comptroller’s report. 

“When did that austere document ar- 
rive at our domicilius,” Hector wanted 
to know in a tired voice. 

“Something like three weeks ago,” 
announced Dorsal after a full minute 
of painful reflection. 

“Let it go for a spell,” ordered Hector, 
“maybe we'll get a Prohibitionist down 
here in a week or two. Already I have 
hinted to the Old Man if he catches one 
to send him over. I'll put him on the 
report and maybe he’ll last long enough 
to dope out what it’s all about which is 
mor’n I’ve been able to for upwards of 
ten years.” 


Jones got up and shook hands with 
Hector in silence. 

A red-headed man presented himself 
at the paying window with a county 
order for deposit, and had an invitation 
to remove the right window where Hector 
looked over the order. 

“Where do you come from,” asked 
Hector suspiciously. ; 
“Cactus county,” piped the citizen. 

“Don’t you as a perfect stranger 
know any better than to try to get real 
credit for that piece of paper, and at a 
strange bank, too?” howled Hector 
placing a’ gun on the counter. - “That 
county treasurer over at Cactus is goin’ 
to get a call from me one of these days, 
and I’m taking my 10-gaugé shotgun 
to keep off flies on the way.” 

“Well handled, mighty well handled,” 
remarked Jones nodding approvingly at 
Hector. 

“Oh, I wasn’t raised on buttermilk,” 
put in Hector as he settled in a chair. 

“There’s lots of ’em back in the States 
had to go onto it recently, more’s the 
pity,” said Jones. 

“Hades ain’t such a bad place, Mr. 
Jones,” and Hector smiled knowingly. 

The Hades National closed for two 
hours for lunth, and when Jones and 
Hector walked back to the building at 
two o’clock followed by Dorsal Fin, 
Jones took note a second time of the 
wooden tower on the building. A man 
stood at a window in the tower sweeping 
the countryside with a telescope. A bash- 
ful man by nature, Jones refrained from 
asking about the tower. 

He was soon to see the thing in violent 
operation, however, for it seemed to 
him they had scarcely entered the bank 
and got nicely seated when a scratch- 
ing, as of hound’s toes on splintered 
planking came from aloft. Down the 
tower flight of stairs, into the room and 
out of the front door dashed the guard- 
ian of the tower. In one hand was a 
sawed-off shot gun. Through the front 

(Continued on page 56) 
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BEAUTIFYING THE EXTERIOR AND 





INTERIOR OF THE BUILDING 


Terra Cotta, once an imported material from Europe, now 
manufactured and used extensively in America in bank con- 


N the construction of bank buildings 

during the last few years and in the 
plans prepared recently for new build- 
ings, the use of terra cotta stands out 
as a remarkable feature. There are 
many reasons why terra cotta has been 
selected, both as.an exterior and-interior 
finish, as will be shown later. 

Since terra cotta has sprung into na- 
tion-wide popularity, the question is 
often asked: What is terra cotta and 
how is it made? 

It is not easy to forget 
that after a prospective user 
of the ware had been told of 
its many virtues, he asked 
if it came already mixed, 
or if it came dry in a bag. 
Now, terra cotta is just what 
its name implies, burnt earth. 
It is one of the oldest of 
building materials. Before 





N a recent bank ma 
Material for the Exterior of a B 
Alfred Bossom, a 


struction because of its durability, suitability and cleanliness 


By ALBERT H. SHEFFIELD 





fact is that for every building in which 
terra cotta has been debased into an 
imitation, there are a hundred structures 
in which terra cotta stands on its own 
footing, a material of character, dura- 
bility and beauty. 

Terra cotta, as we have stated is a 
manufactured product. It is the same 
ware used by our ancient brethren, the 
only difference being that it is made 
more beautiful, more scientifically, more 
lasting. There is no mystery about it, 


A LOGICAL TYPE OF 
ARCHITECTURE 


gazine article ‘Choosing 
ank Building” by 
New York architect, who has 


For every different shape in the building 
it is necessary first to make a model, usu- 
ally of plaster. The model is made to 
a shrinkage scale because when moist 
clay is dried and burned it shrinks con- 
siderably. Around this model is built 
a mold, always of plaster, reinforced 
with iron bars to add to its strength. 
The reason why the mold must be of 
plaster is that when the moist clay is 
pressed into the mold, the plaster will 
absorb enough of this moisture to stiffen 
the clay sufficiently so that 
it will retain its shape when 
the mold is removed. 

The mold is made in sec- 
tions so that it may be easily 
removed after the finished 
piece is sufficiently dry. 
After the mold is assembled, 
held together firmly by an 
iron hoop, the presser, by 
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time was counted, men made 
homes of clay, baked by the 
sun. When the first crude 
brick was made the craft was 
born; for there came a 
brick-maker who refused to 
be bound by the standard 
size and shape of brick, and 
who recognized no limitation 
of dimension or contour ex- 
cept that imposed by the in- 
herent limitation of the me- 
dium. He made the first 
piece of terra cotta as we 
know. it today. The name 
itself dates back to the pe- 


designed many bank buildings, the following state- 
ment appears: “With steel frames or steel bones for 
our budding. the logical form is to clothe these with a 


concrete, which not only protects but also adds 
strength to the steel frame, and this in turn should be 
ornamented by light, impervious and permanent ma- 


terial. Terra cotta fills this need to the ideal extent 
and when the general public has been educated to 
the point of being content to see a building as it actu- 

y is, a steel frame, properly covered and enriched 
with color if necessary, it will have instituted a type 
of architecture which will perhaps be the most logical 
the world has ever seen.” 

Mr. Bossom, talking to bankers, who of all men 
should court reason, bases his recommendation on 
logic alone. He describes a logical form of building, 
clothed with q logical material, which will institute a 
logical type of architecture, resulting in a strong, dur- 
able structure, enriched with a light, permanent color- 
ful material; fire-proof, time-resisting, and beautiful. 


hand, forces the damp clay 
a little more than an inch 
thick all round the mold; 
carefully thumbing and 
pounding the material into 
place and kneading the clay 
to form a homogeneous com- 
pact wall. The partitions 
are then placed about six 
inches on centers to give 
strength to the finished piece. 
The material is allowed to 
stand in the mold for a suf- 
ficient length of time to dry 
it enough so that it is able 
to stand without changing 


riod of the Italian Renais- 
sance which type of archi- 
tecture employed the medi- 
um largely. It was used to 
a great extent in Germany; Holland 
exported the ware for many years; in 
England it was selected above all other 
mediums for the enrichment of the 
great Albert Memorial, Dulwich Col- 
lege, and the South Kensington Museum. 

The first terra cotta manufactured in 
the United States, although architects 
had imported much of it from England 
before that time, was made in Worcester, 
Mass., in 1840, eighty years ago. Today 
there are twenty-four large plants en- 
gaged in the production. So, terra cotta 
is time-tested. It is by no means an ex- 
periment. It is not an imitation material, 
a ware without character. 

You will sometimes hear terra cotta 
attacked on the specious basis of “imita- 
tion material.” Yet the cold, outstanding 





no hidden formulae, no experiment. 

The architect of the building provides 
the terra cotta manufacturer with gen- 
eral drawings, showing the elevations, 
plans, conerete construction, steel con- 
struction, ete., which should be complete 
in every detail. From these drawings, 
the terra cotta draftsmen make working 
drawings, showing every detail of con- 
struction and jointing to a scale suffi- 
ciently large to enable the factory to 
follow them intelligently. These work- 
ing drawings, together with full size 
details of all mouldings, are sent to the 
architect for his approval. When finally 
approved, the drawings are sent to the 
factory. 

The first step in the process of actual 
manufacture is the plaster of paris work. 





its shape; the mold is then 
removed, and the process is 
repeated. 

At this point is a very im- 
portant factor in the price of terra cotta, 
which is called “repeat.” If there is but 
one piece to be made, the cost of the 
model and mold must be figured against 
that one piece, whereas, if there were, 
for example, forty pieces alike, the cost 
of the model and mold is distributed 
over forty pieces. There is no more 
important factor in the price of the 
job than this one thing. Not long ago 
a manufacturer figured the contract for 
a hotel in which there were many dif- 
ferent window sizes. When the atten- 
tion of the architect was called to this, 
without very much difficulty the window 
sizes were made alike and a very large 
saving accrued to the owner. While the 
manufacturer cannot advocate designing 
(Continued on page 66) 
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HOW TO IMPROVE THE MODERN BANK HOME 
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These illustrations show how terra cotta can be used effectively in accomplishing results of beauty and eae. The details in the picture are 

taken from different bank interiors and exteriors and indicate the flexibility of terra cotta as a building commodity. The illustration the lobby 

snares _s — the views of the lobby, are especially interesting because they show the effect produced by the terra cotta in lobby counters and in 
y s * 
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NEW SELLING METHODS NEEDED TO 
DISTRIBUTE INVESTMENTS 


Bankers of America have shown the right spirit in maintaining 
our international position and now it is up to the investment 
dealers to maintain and extend a market for sound securities 


A* a representive of a long estab- 
lished international institution that 
has recently entered the securities field, 
not alone for the profit to be directly 
derived from its participation in that 
business, but to some extent at least to 
insure and stabilize its business in other 


By PERCY B. STRASSBURGER 


Manager, Securities Dept. American Express Co. 


the huge army of investors that were 
developed in the Liberty Loan drives 
and the vast sums of money that were 
raised in such loans, through taxes and 
in drives for the Red Cross and other 
charitable enterprises, our only conclu- 
sion is that we had not developed the 


less, there were many lessons that in- 
vestment bankers should have learned 
from the war. 

It is not surprising that investment 
dealers failed to comprehend our re- 
sources in-so-far as the investment 
market is concerned, for in no other field 





international operations in 
which it has been a promi- 
nent factor for years, I be- 
lieve I have a message for 
investment _ bankers. It 
seems to me that in some 
measure the burden of proof 
in bringing order out of the 
chaos that exists throughout 
the world today rests upon 
the investment dealers of 
America. The war has 
taught us that our limita- 
tions are not as great as we 
thought them. It has shown 
us a potential market that 
before the war was an ideal 
but that during the war be- 
came a reality. We know 
today from the economic de- 
velopment of the past two 
years that the need for de- 
veloping our market is as 
great in many respects as 
it was during the war itself. 
Our duty, therefore, is clear- 
ly outlined; the path that 
we must follow has never 
been so well defined. 

The story of America’s fi- 
nancial achievements since 
that dark day in the summer 
of 1914 has been told so 
often that it hardly seems 
worth repeating. Yet every 
time I recall the various 
phases of that story, I learn 
a new lesson. The mere re- 
cital of it is an inspiration. 

Here we were a debtor 
nation, owing to investors in 
foreign countries a sum 
which is generally recognized 
to have been around five 










WHAT IS OUR PRESENT 
PLIGHT ? 


HE condition today that confronts the investment 

bankers of America is ridiculous in many re- 
spects. Here we are the richest nation in the world 
with a producing capacity far beyond our own re- 
quirements. r money is at a premium in almost 
every country in the world. We have the goods to 
sell to Europe and we have the market for those goods 
in countries where the need is almost desperate and 
yet today factories all over the country are forced to 
close their doors entirely or else to reduce their pro- 
duction very materially. 

r prosperity that came to us as a result of Euro- 
pean buying during the war and the eighteen months 
following the armistice is apparently a thing of the 
past. And yet ~~ it is the bankers who are taking 
the lead and who have just organized i in Chicago a 
corporation to finance foreign tr: 

wonder how many investment bankers in the 
United States have analyzed the condition that exists 
today and the relation of this new co ration organ- 
ized under the provisions of the Edge het ct to that con- 
dition. It is the purpose of this new corporation to 
finance foreign trade and to issue against the paper it 

urchases, debentures for sale to the American people. 
i wonder how many investment bankers have thought 
of the market that must be developed by this cor- 
ration for ats debentures. Will the investment 
ankers in America be able to distribute. these deben- 
tures and if not, how will they be distributed? 
These are serious questions. We are either a big 
country or a small country. We have all the possi- 
bilities for developing into the financial center of the 
world and we nial ae it slip out of our grasp appar- 
ently without an effort. To maintain our position, we 
must finance foreign trade and under present inter- 
national conditions, the only financing that is at all 
feasible is long term bond issues, and this.does not 
mean $25,000,000 bond issues, or even $100,000,000 
bond issues. It means bond issues of enormous 
sums, for it requires drastic action to put Europe back 
upon a producing basis and to maintain a market for 
our surplus production.—The Author. 





were the resources of this 
country fully comprehended, 
either by investment dealers 
or by those nations that later 
became America’s allies. It 
is only necessary to recall the 
feeling of calamity that fell 
like a fog over us upon re- 
ceipt of the news of the 
outbreak of the war. Then 
followed the closing of the 
Stock Exchanges and the 
frantic efforts on the part 
of the British bankers to ob- 
tain gold from the United 
States which resulted in a 
record movement within a 
few months, a movement tHat 
had to be reversed as soon 
as Europe came to appreci- 
ate the possibilities of our 
industrial development under 
the stress of her enormous 
buying orders. 

The period from 1915 to 
1917 when the United States 
officially entered the war was 
one of the most remarkable 
in the history of the country. 
It disclosed a producing ¢a- 
pacity far beyond the con- 
ception of any of our lead- 
ers. During that period we 
repurchased from Europe 
practically all of our debit 
in her hands; we took from 
her all the gold she could 
spare, and we loaned her 
sums of money that were un- 
precedented in international 
finance. The successful float- 
ing of these loans in the 
United States was due in a 
large measure to the efforts 


billion dollars. Every year our railroad 
and industrials had to go to Europe to 
obtain funds for essential developments. 
The American investors were limited to 
about 300,000 and the capacity for ab- 
sorbing securities averaged under two 
billion dollars a year for the five years 
prior to 1914. 

When we compare such figures with 


investment resources of the United 
States before the war and that we had 
no conception whatsoever of the invest- 
ment capacity of the American people. 
In making this statement, I have regard 
for the conditions under which the war 
loans were raised and the patriotic 
motive that is generally conceded to have 
made them successful. But, neverthe- 


of the investment bankers of America. 
When the United States entered the 
war, the resources of the allies in-so-far 
as their purchasing power of our goods 
was concerned were practically ex- 
hausted. The Government of the United 
States came to their rescue and placed 
ten billion dollars to their credit. This 
sum was practically used up by May, 









1919, and since then no further loans 
have been made. The trade balance in 
our favor, however, since the armistice 
has been considerably greater than the 
loans made by the government to the 
allies in that period and it has been es- 
timated that the bankers of the United 
States have extended commercial credits 
amounting to three billion five hundred 
million dollars to finance purchases by 
concerns in foreign countries. The 
amount of foreign loans floated in the 
United States, including Government, 
State and municipal issues and loans to 
private corporations in the same period 
in which this three and a half billion 
dollar credit has been granted, amounted 
to about $700,000,000. 


One of the unfavorable factors of the 
present situation is the large outstanding 
credits in our banks to European buyers. 
Not that these credits in themselves con- 
stitute an unfavorable factor, but the 
fact that it has been necessary for our 
- banks to advance such open credits, 
when this financing should have been 
done through long term bond issues is 
decidedly unfavorable and we are now 
paying for this condition by a rapid 
decline in prices and chaotic conditions 

in the business world in general. The 
' banks have reached their limit in grant- 
ing credits and apparently the great in- 
vestment market that was built up dur- 
ing the war was not sustained to a de- 
gree that would permit the floating of 
larger foreign issues than have already 
been placed in the market. We must 
remember in this particular that it was 
the bankers who took the lead in the 
matter of foreign credits. It was the 
bankers who proposed to form a cor- 
poration with a capital of several hun- 
dred million dollars for the purpose of 
distributing securities, and it was the 
bankers who urged the government to 
hold the Liberty Loan committees over 
the country together, because they saw 
the necessity for a continuation of great 
loan issues to help in the reconstruction 
of the devasted countries. 

I believe it would have been much 
wiser to have renewed the recent Anglo- 
French $500,000,000 loan in its entirety, 
but the bankers were unable to do it for 
the reason that the public would not 
support such a huge offering. 

What we require today are new meth- 
ods of salesmanship in the distribution 
of securities. We must not revert to 
an attempt to distribute all the require- 
ments to the 300,000 investors that ex- 
isted before the war. We must consider 
our market as of 25,000,000 investors 
that were gained in the Liberty Loan 
drives. Now this may seem fanciful 
to some investment dealers and yet I do 
not believe it is. We know that motives 
have a great deal to do with successful 
salesmanship. We know that the pa- 
triotic motive was one of the principal 
factors in the success of the Liberty 
Loan drives. But there were other 
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factors in the success of those drives, and 
in my opinion—and I have made an 
extensive study of them—one of the 
most important factors consisted of the 
intensive salesmanship that was brought 
to bear to make these loans successful. 


There have been other times in the 
history of our country when the patri- 
otic motive was just as strong as it was 
during the last war but when Iwan issues 
by the government were not so success- 
ful. The Liberty Loan drives in my 
opinion were successful to a large de- 
gree because of the merchandising efforts 
that were put behind them and we as 
investment bankers must study those 
merchandising efforts and apply them 
in the present situation. 


One pf the most interesting statements 
I have read recently was made by Her- 
bert §S. Houston, vice-president of 
Doubleday, Page & Company in an ad- 
dress before the American Bankers As- 
sociation convention. He said: “While 
crossing the ocean I asked the man from 
Texas and the man from North Carolina 
if cotton growers and tobacco growers 
would buy foreign securities if it was 
made clear to them that this would help 
finance the movement of their crops 
abroad, as well as yield a good 
rate of interest. Both replied at once 
that such securities, carefully selected by 
the great international banking houses 
and offered by banks throughout the 
country in understandable advertising, 
could be sold in'the South in large quan- 
tities.” 

Let us apply this same thought to our 
great industries. Let us assume, for 
example, that the president of one of the 
great industries in Philadelphia pre- 
sented such a- problem as this to his em- 
ployees. He would say to them that 
unless he is able to sell part of his pro- 
duction to foreign customers, he will 
either have to close down his plant en- 
tirely or else run it on part time. The 
only way he can dispose of his surplus 
production to foreign customers is by 
loaning them the money and that cannot 
be done except through the issuance of 
bonds. He then asks his employees if 
they would be willing to subseribe to 
such an issue in order that they may be 
kept at work on full time. 

‘Certainly such a motive would result 
in huge sales of bonds and such methods 
of salesmanship are required in the 
present emergency. This is but one of 
the many methods by which investment 
dealers can distribute securities. 

The bankers of America have gone 
much further than they perhaps rightly 
should have gone in order to maintain 
our foreign commerce. They have 


granted huge credits to Europe and they 
have just organized this foreign trade 
corporation. Are the investment bankers 
going to fall down on our responsibility, 
for certainly they have a responsibility 
in this matter. It is through them tiat 
such financing should be done. 











Enlarges Bond Department 

Coincident with the consolidation of 
the First National Bank, The Citizens 
Savings and Trust Company, The Union 
Commerce National Bank, The First 
Trust & Savings Company, ‘The Wood- 
land Avenue Savings & Trust Com- 
pany and The Broadway Savings & 
Trust Company into what will be- 
come The Union Trust Company of 
Cleveland, January 1, 1921, the strong 
bond department heretofore maintained 
by the First National bank will be 
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greatly enlarged and developed under 
the direction of A. H. Scoville, who has 
been appointed vice-president. 

Mr. Seoville has gained wide recog- 
nition in investment cireles through his 
work as manager of the Cleveland office * 
of William A. Read & Company, invest- 
ment bankers, New York. He brings to 
his work at the Union Trust Company an 
éxtensive experience with the highest 
type of securities. Under his direttion 
the bond department of the Union Trust 
Company will participate in the hand- 
ling of large syndicated issues and will 
also originate issues with security of the 
highest type, In addition to its exten- 
sive wholesale operations, the department 
will maintain an active retail organiza- 
tion. 

The department will deal principally 
in high-grade bonds and notes but will 
also handle the highest type of preferred 
stocks. Securities will at all times be 
bought outright by the bank in keeping 
with the long established policy of the 
First National Bank in submitting to 
customers only such securities as warrant 
the invéstment of the bank’s own funds. 

With the enormous backing of the 
Union Trust Company and its extensive 
facilities for undertaking the broadest 
scope of financial activity, this enlarged 
bond department will be in splendid po- 
sition to maintain a service of the first 
rank to its customers among banks, cor- 
porations and individuals. 
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WHAT IS NEEDED TO BRING ABOUT 
ORDERLY DECLINE IN PRICES? 


Credit for legitimate business should not be 
unduly restricted and business men in a favorable 
position should place orders to encourage trade 













By EDMUND FISHER 
Vice-President, Bank of Detroit, Detroit, Mich. 








HE chief element which has caused the goods for sale if they did not This comment is made in the article 
our present inflation, our great move quickly, and pocket new losses. in question: “Things could not be pur- 
government debt, is likely to remain a “Prices are not done coming chased at these rates, for people would 
non-liquid element in our banking and down, though some lines have struck not bring them to the market (and that 


the cellar, and must rebound a bit 
to reach a live-and-let-live basis. 
But a start must be made some- 


currency fabric for some time to come. 
This suggests that a large amount of in- 


is a thing that Parliaments can not 
remedy), and so the King was fain to 











flation may remain in our price schedules where te se-enleiiich tesinens aed revoke the former act, and leave the 
i and only be eliminated as the debt is confidence. The pessimist will cre- people to sell as they could (for a 
k gradually paid or absorbed through the ate worse havoc if the optimist does trade will do as it can, and never be 
savings of the people. It will be re- not prevail over him.” forced, one way or the other).” 


bered that prices following the Civil ’ 
War, ‘with clase sohiedie saciaiiain de- . ar a — _ reasonable profit, and prices should bear : 
clined very gradually for a long period ™ a a proper relation within the season to 
of years. The changes are shown in the the preceding season’s or preceding 
following index: year’s price schedules. An economic 


Readjustment should contemplate a 








1864—249 . 1872—153 commission might very happily analyze 
1865—229 (Peace established) 1873—147 the entire subject, and, for what it is 
1866—206 1874—143 ‘ 

1867—192 1875—135 worth, publish what would seem to be 
1868—186 1876—120 : ‘ ; 
1869—170 1877—116 a proportionate basis of prices from 
1870—155 1878—100 year to year within the economic period 
1871—152 187$— 99 


(Resumption of specie payments) involved. In correlation with this, the 













f 5 : government should develop a compre- 
be The business world has no guide to hensive plan of taxation fairly dis- 
: point to future price movements, or tributed and provide for a stated 
3 determine 8 sane reduction from year to reduction of the national debt over a 
i : year. Prices will brook no control— 


sufficiently long period of years. This 
would at least serve as a guide to the 
business world, and tend to prevent the 
business difficulties which are sometimes 
developed by the discussion or operation 
of unsound legislation. 

It is comforting to realize that a 
period of deflation, based upon average 


; they look out for themselves and are 

° & really the governors on the machinery of 
f i business, if not interfered with by gov- 
a al ernmental price-fixing schemes or trade 
agreements. It is possible that price- 

fixing may be justified during a war 

period, but from an economic standpoint 






















the price tendencies are stronger than experience, is a period of growing 
: the forces of governmental or trade reg- wealth. Take a characteristic period of 
La ulations. Fixing prices during a decline deflation in England experienced from 
4 ’ would be very difficult, although theoret- 1874 to 1896 (a gold movement). Dur- 
| a possible under seasonal readjust- Se this period the average of wholesale 
it ments. cs . } commodity prices fell 40 per cent. It 
i A merchandising concern that does ercit Miichinens” ee aaa period of increase in production 
i an annual business of seventy-five mil- 


: the world over, and of growing wealth, 
lions of dollars, has taken an attitude the market of Oxford ran unreasonably . in which England, of course, shared. It 
which emphasizes a seasonal basis of high, so that poor scholars could hardly was a period of gradual increase in 
prices. It is announced that they have live, so the King sent down his Mandate wages, although the greatest benefit to 
begun their spring buying in lines where jg regulate this affair.” An attempt was the wage earner came from the reduction 
j j the manufacturers have been able to then made to establish the following in prices. An English economist states: 

















standardize prices. It is pointed out price schedule, which is interesting in “Looking at this period as a whole, there 
i bs that business and confidence must be re- view of present costs: seems to be no evidence that employment 
iG established, and that it devolves upon i a was any less regular than in preceding 
¥ the producer to set prices which he can 4 ae es ee: .. 2.2 periods.” 
i stand by. The statement in part says: A fat dee coe eee See ae ae A composite judgment based upon the 
LS ditiiinies ‘dint tin, iieak aaa A fat mutton, unshorn biedirs 00 01 08 thought of authoritative writers and 
: - p ployed, i Gah bee: OF kee se diate te fe speakers on the subject of “What is 
‘ mills throughout the land must be A fat goose, in the city, $d omneant: tu tel beat tt Sond 
ii heartened by real orders to set in but everywhere else......00 00 02% decli Ae oe —— oe oe 
i motion wheels already stopped, and A fat capon, in the city, 24d, ae ecline in prices,” may be stated as fol- 
i to speed up those that are running. A fat hen, in the city, 1%, lows: 
i “No sane manufacturer will at 5 eee ik pcre is aoe <8 ae 1. That bank credit for legitimate 
f this time make goods without elsewhere ......... eer 00 00 01 business be not unduly restricted. 
¢ orders; because, however carefully 4 Pues the city but ben 2. That the public writings and 


he figures, he would have to force WHER. 5 bts ce Cas he coe Le 00 00 01 speeches of influential men be di- 
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rected toward the upbuilding of 
business morale by spreading the 
gospel of confidence in our own eco- 
nomic strength, which must be sup- 
ported, however, by normal pro- 
duction. 

3. That the maintenance of a fair 
volume of export trade will tend 
to stabilize prices, and through the 
helpfulness it will give to the up- 
building of stricken nations, will 
react favorably on the United 
States. 

4. That as much stress as possible 
be laid on the argument that a 
small profit on a normal production 
is better than a large profit on a 
curtailed output. 

5. That manufacturers and mer- 
chants in a strong financial position 
should place reasonable orders to 
encourage trade during depressed 
periods. 

6. That a consistent advertising 
policy is necessary to stimulate the 
buying public. ; 

7. That at the present time a re- 
vision of our tax laws is necessary 
to normalize business and invest- 
ment relations. 


After all, an orderly decline in prices 
is largely dependent upon the attitude 
of the credit men and the credit grantors 
of the country. An analysis of credit 
statements during the period of de- 
flation, will undoubtedly many times 
show a status of depreciated inventories 
and limited liquid assets. Forced liqui- 
dation, however, would tend to a dis- 
orderly decline and abnormally low 
prices. While a consistent reduction in 
prices is desirable, it is quite undesirable 
to have a greater reduction than is 
logical for a proper relation to the basic 
economic conditions. For stability, we 
must have full employment, continuity 
of spending power, and reasonable 
prices. The credit man, therefore, must, 
when possible, permit the element of 
time and the principle of helpfulness 
to cure some of the business difficulties 
brought to his attention. 

A knowledge of the principles of 
prices is most important in credit grant- 
ing, as the movements of prices, directly 
affect credit conditions. The inventory 
is usually the most important factor in 
the commercial statement, and a radical 
change in value may mean much added 
wealth or ultimate insolvency. A most 
important factor to remember in a 
period of deflation is that while the 
value of the inventory may shrink and 
the surplus be reduced, the cause which 
brings this about—the decline in prices 
—is also increasing the value of each in- 
dividual dollar. What is apparently 
a reduced surplus may and probably 
will indicate a greater wealth than the 
swollen surplus that previously floated 
on the froth of the tossing waves of 
inflation. 


The Citizens National Bank, Mones- 
sen, Pa., is planning to remodel its 
banking quarters. 


OFFICERS ALSO GET 
SHARE OF PROFITS 


Plan adopted by Chicago bank gives 
every employee a chance to participate in 
the distribution of profit-sharing funds 


NEW profit sharing plan for offi- 
cers and employees has_ been 
announced by the Chicago Trust Com- 
pany. It goes into operation for the 
first time on January 1, 1921, and the 
funds distributed will be based upon the 
net earnings of the company during the 
past year. It supplants the bonus sys- 
tem which was formerly used. 7 
This new plan is based principally 
upon the one used by the Guaranty 
Trust Company of New York, although 
a number of changes and additions have 
been made in its present application. 
John W. O’Leary, senior vice-president 
of the Chicago Trust Company, worked 
out the plan before its adoption by the 
board of directors. Mr. O’Leary is an 
expert on profit sharing systems, par- 
ticularly in industrial plants. He was 
formerly in the steel business and was a 
member of President Wilson’s first in- 
dustrial conference in 1919. 
Under the provisions of the new 
system, funds are distributed outright 
among officers and employees and there 
is no connection with a thrift or savings 
plan. Also, in addition to the regular 
distribution on the basis of salary and 
years of service, additional sums are 
paid several individuals in each group 
as a reward for meritorious service dur- 
ing the year. - In this way, the activities 
of all employees are stimulated to an 
even greater extent. 


Three and one-half per cent of the 
net earnings and an additional sum equal 
to one-fifth of the surplus earnings after 
deducting eight per cent for stockholders’ 
dividends are to be distributed to those 
on the bank’s pay roll. 


The first three and one-half per cent 
is divided exclusively among the em- 
ployees. 

The additional twenty per cent is 
divided as follows: 

Forty per cent among employees, 
not officers. 

Forty per cent among senior offi- 
cers chiefly responsible for the 
production of business and the con- 
servation and mahagement of the 
bank. . 

Twenty per cent among other 
officers. 

The governing rules designate senior 
officers for 1920 as follows: The presi- 
dent, vice-presidents, manager of the 
bond department, managers of the real 
estate loan department, manager of the 
trust department, and the cashier. 
Junior officers of the company include: 
Trust officer, assistant cashiers, assistant 


manager of the trust department, as- 
sistant manager of the real estate loan 
department, assistant manager of the 
bond department, and the auditor. 


The distribution of both the em- 


ployees’ and the officers’ funds is on the 
following basis: 


Fifty per cent of the fund of each 
group distributed to the iridividual 
on the basis of the ratio of the indi- 
vidual salary to the total salary in 
the group. 

Thirty per cent of the fund of 
each group distributed on the basis 
of the ratio of current yearly salary 
of the individual multiplied by years 
of service, not exceeding ten years, 
to the total of yearly salaries multi- 
plied by years of service. 

Twenty per cent of the fund of 
each group (comprising a special 
service fund) distributed by the- 
board of directors on the recom- 
mendation of the president to those 
individuals who have rendered 
special meritorious service ~during 
the year. 


The plan applies to those who have 
been in the regular employ of the com- 
pany for not less than one year and 
who received no additional compensation 
beyond their regular salary—such as 
commissions and special contracts. In 
the future, a fraction of a year in excess - 


of six months will be considered a full 
year. 


The Chicago Trust Company is the 
first financial institution in Chicago to 
adopt this particular form of profit 
sharing. It is an improvement over the 
bonus system formerly used and offers 
valuable suggestions for more effective 


methods of stimulating greater interest 
in the bank. | 


The Silent Treatment 

The Bluefield National Bank, Bluefield, 
West Virginia, has adapted the immortal 
“Essay on Silence” of Elbert Hubbard 
to advertise its competitors. The bank 
has just issued a miniature vest pocket 
booklet, “Our Competitors,” attractively 
bound in a blue cover. The pages within 
are blank paper, thus proclaiming to 
the world that the Bluefield National is 
minding its own business and not wor- 
rying about its competitors. 

That this policy has succeeded is evi- 
denced by the rapid growth during the 
past few months. Deposits totaled al- 
most one million dollars on the last 
statement, an increase of pracically four 
hundred thousand dollars since June 30. 
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ERECTING THE BUILDING ON THE 
LUMP-SUM CONTRACT PLAN 


After construction is started and plans are finished there 
are many opportunities for the owner to benefit from 
complete co-operation of the architect and the builder 


ANKERS and others who occasion- 
B ally build have sometimes endeav- 
ored to buy their structures as they would 
a piece of furniture or a golf stick—a 
definite article at a fixed price. But 
the fact is that buildings are made-to- 
order and cannot be taken off the shelf 
and handed the owner at the price 
marked on the tag. 

In other words it is the experience of 
this firm that no owner gets what he 
hopes and expects to get when he exacts 
from a builder a lump-sum contract 
price to cover erection according to 
certain plans and specifications. 

The reason is easy to see. Such a 
contract immediately creates opposing 
interests on the part of owner and 
builder. Every dollar that can be cut 
out of construction cost is a dollar extra 
profit to the builder and vice versa. 
Many clauses in the specifications can 
be construed either from the standpoint 
of owner satisfaction or of contractor’s 
profit and these two are sometimes dia- 
metrically opposed in result. If there 
are omissions they may be made the 
basis for extras. When the owner makes 
changes during construction, the lump- 
sum contractor may seize upon the op- 
portunity to charge much more than the 
actual difference in cost,in order to try to 
make up for what he may have found 
to be too low a contract price. 

There is usually lacking that sympa- 
thetic interest on the part of the builder 
with the aims of the owner without which 
a satisfacory outcome is seldom ob- 
tained. Speed and quality may be spec- 
ified and to a degree realized but not in 
the measure possible where the builder’s 
interests are parallel to those of the 
owner. 

Architects are deserving of lasting 
credit for their ability generally to get 
a good measure of fair execution for 
their clients under lump-sum contracts 
but in order to do so they have in many 
eases been forced into the position of 
watchdog to guard their client’s inter- 
ests. 

More and more the progressive archi- 
tects are recommending to owners the 
fixed-fee contract for building construc- 
tion. The prime requisite is to find the 
builder in whose integrity and ability 
both architect and owner can have ab- 
solute confidence. There is, perhaps, no 
better test than the builder’s record of 
repeat orders which prove whether satis- 
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faction is given and received. There is 
the crux of the matter. 


What benefits result to the owner from 
the fixed-fee relation? 


First, it is possible to retain the 
builder long in advance of the comple- 
tion of plans and specifications in order 
that materials may be purchased most 
favorably. In a rising market the 
builder who can watch the market over 
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a period of several months may save 
large sums. 


Furthermore, during the design there 
often arise points on which the architect, 
however, well equipped with data, may 
be glad to*have the viewpoint of the ex- 
‘perienced builder. Which of several al- 
ternative designs or materials will 
involve least expense or is the most 
certain to give the best results? If 
the builder has been retained early he 
ean assist the architect in securing best 
results for the owner. 


After construction is started and plans 
are finished many opportunities present 
themselves on every building operation 
for the owner to benefit from the com- 
plete co-operation of the architect and 
builder. One item may be unconscion- 
ably priced. Another is not available 
in time for use. The use of alternatives 
involves credits or extra charges difficult 
to adjust under the lump-sum contract. 
They involve no argument under the 
fixed-fee builder’s service contract. To 
cite a specific ease of the owner’s disad- 


vantage under the old style lump-sum 
contract : 

The specifications called for a certain 
type of metal door. The owner wished 
another type, really superior though 
much cheaper and the builder was asked 
to advise as to the saving. He offered the 
owner a credit of about $1,000. Actu- 
ally the builder saved $10,000 on the 
alternate doors. If he had been retained 
on a professional service basis, the owner 
would have had all the savings. The 
contractor may have felt justified if his 
profit had been seriously jeopardized 
by rising costs but the system is faulty 
if it permits such hidden profits, or 
makes necessary the recourse to such 
methods. 

When the contract is based upon serv- 
ice rendered for a fee, all such questions 
come before a “committee of the whole” 
consisting of owner, architect, engineer 
and builder, with all the cards on the 
table all the time. They will sit together 
with one common purpose, that of de- 
ciding each point upon its merits for the 
best good of the owner whether purchase 
or choice of methods and materials. 

The committee of the whole breaks 
up when the contract is on a lump-sum 
basis. A diversity of interest prevents 
its satisfactory operation. The builder 
cannot make additions and substitutions 
increasing the cost unless he is allowed 
compensation and in determining the 
amount the builder is in an advantageous 
position, having the greater bargaining 
power. The owner will hesitate to 
make even such changes as will better 
his building if he feels that he cannot 
be sure of a fair extra charge. 

All who are experienced in building 
know this to be the case. A construec- 
tion firm which builds only on the fee 
basis recently wrote us a rather frank 
letter regarding the two systems. One 
paragraph was significant— 

“T would like to add a few words 
on the lump-sum contract. It 
exists to a great extent in fertile 
imagination. A contractor under 
the old lump-sum contract that 
could not make a fair profit out 
of extras was a novice at the game. 
Further, the contractors were few 
who could not ‘skin’ a job if they 
were going in the hole. In a great 
many cases where contractors were 
in the hole, they threw up their 
jobs and the bonding companies 
were clever enough to avoid com- 
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pleting at the contract price through 

legal technicalities.” 

On the other hand a firm which builds 
only under the old style lump-sum con- 
tract wrote us that it would not consider 
a change from the lump-sum basis, 
“Until we have lost our shirts or owners 
wake up to what it is costing them.” 

Many architects are also coming to the 
flat fee basis of remuneration for the 
architect’s services instead of percentage. 
One firm in St. Louis has named only 
flat fees for some time and senses a feel- 
ing of greater confidence on the part of 
the owners in the architect’s sincere 
effort to keep costs within reason be- 
cause greater cost does not mean in- 
creased remuneration for the architect. 

When an owner is certain that both 
his architect and builder, whom he has 
chosen because of their fitness for solv- 
ing his problem, are in full sympathy 
with his ideals, appreciate his financial 
limitations and are working conscien- 
tiously to give him the best possible 
building for the least money, he is in 
an enviable position. 

A typical case in point is the work of 
my company for.the First National Bank 
of Springfield, Ill. A merger of three 
banks made new quarters necessary and 
Helmle & Helmle, architects, Springfield, 
were commissioned to design an eleven- 
story bank and office structure to be a 
landmark in Springfield. 

We had a construction account in the 
First National Bank in connection with 
our work for Montgomery Ward & Co. 
at Springfield, and the officers of the 
bank were interested in watching prog- 
ress on that job. George Helmle and 
the building committee of the bank, with 
the approval of the directors, agreed 
that they would employ us to build their 
new bank building under our fixed-fee 
contract. 

Prior to the final completion of draw- 
ings and specifications we were asked to 
make a preliminary estimate of cost. 
The estimate ran approximately $100,- 
000 over the sum which they had de- 
cided to spend. After, careful joint 
study by Mr. Helmle and ourselves the 
design was modified and specifications 
revised to bring the structure within the 
limits of the bank’s appropriation. 

Mr. Helmle spent considerable time 
at our office in Chicago during the re- 
vision, interviewing the subcontractors 
and studying alternative materials and 
equipment. Our familiarity with the 
specifications on many high grade build- 
ings where maximum economy was ob- 
tained enabled us to suggest many cost 
saving changes. The result was a build- 
ing in which the ideals and requirements 
of the owner were not sacrificed, but only 
such materials and equipment specified 
as were most favorably priced. 

Another factor required most careful 
consideration, namely difficulty in se- 
curing deliveries of materials. Certain 
items originally specified would have 
jeopardized the*time of completion due 


Two views of the fine new eleven-story home of the First National Bank of Springfield, III. 
Part of the building will be devoted to offices. This structure was erected under the fixed-fee 


system. 


to the peculiarly upset condition of man- 
ufacture and transportation. These were 
matters in which a general contractor 
could be of great assistance to the archi- 
tect and owner. Their elimination meant 
progress according to schedule. 


The bank will be ready for occupancy 
within a few weeks. Wage scales ad- 
vanced during the coyrse of construction. 
A few items not possible to contract for 
at the outset advanced in price beyond 
our estimate. Except for these items 
the bank is built within the estimated 
cost and is a substantial argument in 
favor of the service relation of builder 
to owner. 


When a bank or other prospective 
owner selects the contractor for his 
building, choosing him for his skill, in- 
tegrity and responsibility as a builder 
under the fixed-fee plan and not because 


he has made an extremely low figure in 
competitive bidding under the lump-sum 
plan, the builder must qualify for the 
owner and architect who have trusted 
him. Such a builder must not and will 
not betray the confidence reposed in 
him. His future work and all chance 
of repeat orders depend upon satisfae- 
tory service. 


A. B. Westervelt has been elected vice- 
president of the American Trust Com- 
pany of New York. Mr. Westervelt had 
his first banking experience with the 
American Exchange National Bank, but 
for the past twenty years has been con- 
nected with the bond house of Harvey 
Fisk & Sons. One of his special activi- 
ties with the American Trust Company 
will be the organization of a bond de- 
partment. 
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HOW COUNTRY BANKERS CAN 
OBTAIN CREDIT DATA 


City bank maintains complete credit files and employs 
large staff of investigators so it is prepared at all times 
to receive and answer legitimate inquiries of all kinds 


RACTICALLY every commercial 

bank, no matter how small, has a 
“credit department.” This department 
may not be known by such a name and 
in the ease of the smaller banks, the 
credit departments may be represented 
by the cashier who has a multitude of 
other duties to perform as well. Never- 
theless no bank can operate to the best 
advantage without complete credit in- 
formation, at least on its own customers. 
As one well-known bank president re- 
cently stated: “The success or failure 
of a bank depends on how it selects its 
risks.” 


The Bulletin of the Chemical Na- 
tional Bank of New York, in a recent 
issue, offers an interesting and instruc- 
tive presentation of this important sub- 
ject of credit. The Bulletin says: 


In the smaller communities, of course, 
the gathering of credit information is 
not of a very complex nature. The 
cashier of the small bank knows prac- 
tically everyone of importance in the 
town and what is more, he usually 
knows all about their habits and busi- 
ness in general. He can tell from his 
daily observations whether his custo- 
mers are living beyond their means and 
whether or not they are worthy of bank 
eredit. Such a cashier also knows many 
of the people living in the adjacent 
rural districts and on farms, and know- 
ing the values’ of property and crops he 
ean pretty accurately size up the net 
worth of such individuals. 

When we come to the larger cities, 
however, there is a different aspect to 
the subject, and bankers in the prin- 
cipal business centers of the country 
eannot hope to know personally more 
than a very small percentage of the 
population. Also, many of the people 
he does know may not happen to be 
customers of his bank. For this reason 
an up-to-date credit department with 
all its means and methods of collecting 
and filing credit information becomes a 
necessity. It is such credit departments 
that are found in the large banks of 
cities such as St. Louis, Chicago, New 
York, Boston and Philadelphia. 


Twenty-five years ago even the largest 
banks were only beginning to realize 
the importance of a credit department, 
so this work has been developed in its 
entirety within a comparatively short 
time. In former days the city bank 
officer’s mind took the place of the 
present credit file and that mind was 
filled with a great multitude of details 


regarding a thousand and one custom- 
ers. We now know that an unfailing 
memory cannot be compared with a 
good credit file; that is,.when the in- 
formation is properly recorded. A few 
years ago, also, one would have hardly 
believed that the larger banks of this 
country would some day be employing 
a large number of young men to in- 
vestigate the standing of customers and 
other concerns, yet today there is prob- 
ably not a city bank of any size which 
does not use the services of one or more 
young men for this very purpose. In 
fact, a recent compilation revealed that 
twenty representative New York City 
banks were employing 1,100 people 
actively in credit work, exclusive of 
officers, and of this number nearly 250 
were credit investigators. Formerly 
the banks waited for information to 
come to them, but now they go after 
the information without waiting. The 
size of the credit departments of these 
banks runs all the way from a few 
people to over two hundred employees, 
depending largely on the nature of the 
bank’s clientele. With these figures in 
mind, it is not difficult to see that such 
organizations are available for un- 
limited service both to the bank and to 
its correspondents. 


The type of men employed in credit 
departments is usually of the very best. 
Such men must be of excellent char- 
acter, must have good appearance and 
address ahd must be indefatigable work- 
ers. It is also desirable that they have 
some general banking experience, and a 
good education obtained either in school 
or in business is likewise a valuable 
asset. They must have the ability to 
go out and interview bankers, brokers 
and business men and obtain close in- 
formation on all kinds of subjects. 
Without considerable training in credit 
department work and the qualifications 
before mentioned it is not probable that 
these men would produce satisfactory 
results. The information which these 
men gather is all blended into a final 
opinion which the bank credit official 
sends to the country banker in the form 
of a letter. 


Among the several services which a 
credit department can render the most 
important is no doubt the keeping of 
detailed information regarding the 
bank’s borrowing customers and the 
periodical revision of all such names. 
The banker must have on hand at all 
times complete and accurate informa- 


tion regarding such customers and any 
means of ascertaining the correct facts 
in connection with a borrower, or the 
conditions in a certain line of business, 
is an economy not to be ignored by the 
most thrifty banker. This information 
is gathered by revisions which cover bank 
and trade checkings and comparisons of 
figures. The result of the revision 
should indicate whether lines of credit 
should be continued, increased, decreased 
or discontinued entirely. Weaknesses 
are frequently disclosed, and it may 
often happen that a thorough and con- 
fidential review of the situation by the 
customer and his bank will avoid trouble. 
During ordinary times revisions are 
usually made once a year, but changing 
conditions often make necessary a closer 
supervision. 

Secondly, the credit department can 
be of great service to its country bank 
correspondents by making special in- 
vestigations on miscellaneous names, and 
the fact that so many country bankers 
make extensive use of this service is 
the best proof of its importance and 
value. A few instances of this service 
may not be amiss. 

Let-us take the case of a manufacturer 
in a small inland town or city who is 
about to export some of his product to 
Europe or South America. The goods 
must be consigned to some steamship 
line and possibly the placing of this 
business is being solicited by one or 
more forwarding agents who promise 
the best of service. Probably the man- 
ufacturer will consult both Dun and 
Bradstreet and may find that the agents 
in question check up favorably and are 
well rated. There should then seem to 
be no reason for hesitancy in placing 
business with any of them. The far- 
seeing manufacturer will investigate 
further, however, and will go to his 
bank and ask that a letter be dispatched 
to the bank’s New York correspondent 
for its opinion. If the New York bank 
does not have the account of the for- 
warding agent it will make a careful 
investigation of the name in trade, 
shipping, and banking circles, and the 
information which reaches the manu- 
facturer from this source may be of a 
favorable nature or may possibly in- 
dicate that while the forwarding agent 
is financially responsible there is more 
or less criticism regarding his business 
methods and the treatment accorded his 
customers. 

Other cases might be mentioned such 
as that of the promoter who goes to the 












small town to organize a new theatre or 
to consolidate oil or mining properties. 
This man may have excellent letters of 
reference and all appearances of finan- 
cial responsibility, yet when an answer 
is received from the city correspondent, 
any deal which may be pending may be 
immediately called off. It is often well 
to investigate small or new insurance 
companies before placing business with 
them. 

A third important function of a 
eredit department is to keep up-to-date 
information on all important com- 
mercial paper names. This information 
is not only of value to the bank when 
purchasing paper but is of great benefit 
to the bank’s correspondents, which are 
often frequent purchasers of such paper. 
Hardly a day or week passes but what 
the representative of some commercial 
paper house calls on the country banker 
to offer him a list of names, of various 
maturities and usually offering an at- 
tractive return. Just which of these 
names to buy is a problem, and al- 
though the cashier is fully able to an- 
alyze the statements which are pre- 
sented, he does not as a rule have the 
time or opportunity to make the elabo- 
rate investigation which the large credit 
department is able to do. Upon pur- 
chasing several of the names, with a 
ten-day option to return if checkings 
prove to be unsatisfactory, it is now 
usual to immediately send letters to the 
bank’s principal correspondents, and in 
a few days information is received which 
is of great help to him in determining 
whether or not to retain his purchase. 

In making credit investigations on 
commercial paper names every effort is 
made to have the information complete 
and reliable. The subject company’s 
bankers, in New York, are personally 
seen and information is also obtained 
from the company’s out-of-town bankers 
by letter. The broker handling the 
paper is likewise interviewed. Valu- 
able information can also be obtained 
from trade houses selling the concern. 
Such people know not only how cur- 
rent obligations are being met but often 
are acquainted with the management 
personally and can offer excellent opin- 
ions as to the moral risk involved. The 
standing and reputation of the broker 
offering the paper is also taken into 
consideration and opinions of competi- 
tors, especially as to the future of the 
business in question, the character of 
the management and the class of mer- 
chandise handled, are not to be ignored. 
Statements are carefully analyzed, dis- 
crepancies run. down, and all decreases 
in profits, volume or lack of reserves 
carefully noted. As stated before, the 
country banker gets the benefit of all 
this information and while he could no 
doubt accumulate a certain amount of 
the foregoing details by numerous letters 
to banks and trade houses, nevertheless 
he can not obtain as close information 
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DISPLAYING THE BANK’S MACHINERY 


Hi 





XHIBITS of different kinds have 

been used successfully by bankers 
to stimulate interest and solicit new busi- 
ness. Among the most successful have 
been the agricultural and live stock ex- 
hibits promoted by banking institutions 
in many communities. Flower shows 
have also brought profitable results. 

Another interesting type of exhibit is 
the Fair Bank, which has been used 
several times by the Edisto National 
Bank of Orangeburg, South Carolina. 
It was designed to show the complexities 
of mechanical equipment in modern 
banks and has been an interesting ex- 
hibit each year at the county fair in 
Orangeburg. 

The front section represented a reg- 
ular banking department, where routine 
business was conducted in the usual 
manner. An imitation vault equipped 
with a modern vault door separated this 


* * * * 


« 


from such sources a8 his correspondent 
bank can personally gather. 

Where the country bank maintains a 
satisfactory account, the city bank is 
only too glad to at all times receive 
and answer legitimate inquiries of all 
kinds. However, as in all things, the 
matter can be overdone; for instance, 
if five or six banks in the same city are 
written, it is inadvisable to ask all of 
them to make a fresh investigation if 
their files are not strictly up to date, 





display from the rear section. Visitors 
inside the vault were shown the latest 
equipment, which included safety de- 
posit boxes, steel letter files, check files, 
deposit ticket files, ete. é 

In the rear section was an exhibit of 
modern office appliances. The equip- - 
ment in this display included a complete 
Multigraph outfit, Addressograph and 
Graphotype, a paper cutter, coin 
changer, typewriter and other minor ap- 
pliances. ‘ 

This exhibit by the Edisto National 
attracted much attention in the com- 
munity and provedasuccessful advertise- 
ment for the bank. This institution has 
enjoyed rapid growth in deposits, and 
the development has been largely due to 
the activities of the bank’s personnel— 
of which the Fair Bank*is:an excellent 
illustration. ae 


* * * * 


as the duplication of calls this would 
necessitate is an imposition to the banks 
and trade houses consulted, and in some 
instances excites suspicion as to the firm 
which is being investigated. In writing . 
a credit department it is also well to 
specify the kind of information desired. 
It is not sufficient to merely send a list 
of several names, with a request’for a 
report on each. The credit department 
is entitled to know just what is wanted, 
that is information of a financial nature. 





PROTECTING THE CROPS 








These remarkable illustrations show how the government is attacking the ravages of pred- 


atory animals and rodents on the farm. 


CURBING FARM WASTE 


Government undertakes systematic plan 
to stop drain of more than half a billion 


dollars in our 


HE elimination of loss and. waste 

connected with production is of 
: first importance in industrial develop- 
ment and to the financial interests of the 
country. Bankers, manufacturers, pro- 
ducers of raw materials, and consumers 
are all concerned with this feature of our 
economic activities. It is well known 
that in many industries the chief means 
of decreasing the cost of finished prod- 
ucts, in fact the main source of profit, 
has been the saving and utilization of 
items which were permitted to go to 
waste in the early development of the 
business. This recognized principle of 
business is receiving greater considera- 


agricultural resources 


tion in produeng live’ stock and farm 
crops. At this stage in the economic 
development of the United States a prac- 
tical means to secure the increase of pro- 
duction so essential to continued pros- 
perity in our national life is the cutting 
off of unnecessary loss and thereby the 
bringing to maturity and to market of 
the entire possible increase of crop, 
flock, or herd. 

A profit of 10 per cent on money in- 
vested is usually counted a satisfactory 
return upon a business enterprise. Yet 
farmers and stockmen constantly see the 
yield of their cultivated fields, the carry- 
ing capacity of pasture ranges, and the 
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normal increase of their herds reduced 
from 10 to 25 per cent by the depreda- 
tions of animal pests. They apparently 
accept this as a natural and necessary 
feature of their business. Whether this 
amount of damage remains as a debit 
or is transferred to the credit side of 
the production sheet is frequently the 
determining factor in the profit or loss 
balance of the farm or ranch enterprise. 
Whether the aggregate balances are debit 
or credit not only have important bear- 
ings upon farmers and stockmen but 
also upon the social and industrial life 
of the Nation through the resulting 
shortage or abundance of food or of raw 
material for manufacture and for com- 
merce. 


Attention is especially invited to three 
sources of unnecessary loss which de- 
crease the output of food materials. 
Losses of live stock amounting to more 
than $20,000,000 occur each year on the 
western farms and ranges. This large 
loss is due to the depredations of pred- 
atory animals, such as wolves, coyotes, 
mountain lions, and bobcats. Loss of 
pasturage, hay crops, and of wheat, bar- 
ley, and other cereals aggregate more 
than $300,000,000 a year. This loss is 
due to the destructiveness of prairie 
dogs, ground squirrels, jack rabbits, 
pocket gophers, and similar rodent pests. 
Losses of food products and other prop- 
erty to a value of more than $200,000,000 
annually are due to damage and contam- 
ination of house rats and mice. These 
make a total drain on agricultural re- 
sources in the United States each year 
of more than $520,000,000. Consider 
what the transfer of this debit item to 
the credit side of the farm account would 
mean, not only to the farmers but to the 
whole country. 


In many eases it is not the growing 
crop only that is involved in the destruc- 
tive activities of these pests, but also 
the permanent stands, such as alfalfa, or 
orchards, and vineyards, the results of 
long time care and investment. 

The fact that practically all of the land 
in the United States suitable for agri- 
cultural production and stock raising 
has been taken up by farmers and stock- 
men brings forcibly to our attention the 
importance of a full utilization of the 
land for the purpose to which best 
adapted. The producing and carrying 
capacity must not only be maintained 
but increased. So long as there were 
great areas of fertile lands unoccupied 
which were available practically for the 
taking, the incentive to reduce sources 
of loss, and to use land for purposes to 
which it is best adapted was not so 
great as it is at present. In these ways 
it is possible to increase the quantity 
and the variety of crops that may be 
harvested upon agricultural lands or 
the numbers of live stock that may be 
carried on range areas. 

The United States Department of 
Agriculture, through its Bureau of Bio- 
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logical Survey, has discovered and dem- 
onstrated practical opportunities along 
these lines in connection with its work 
in controlling and eradicating animal 
pests. These predatory animals and 
rodents already referred to greatly re- 
duce the possible meat output of the 
live-stock ranges and the crops harvested 
on cultivated lands. Important progress 
is being made by the department, work- 
ing in co-operation with the extension 
services of agricultural colleges, with 
State and county officials, stockmen’s 
associations, and farm bureaus in elim- 
inating these losses and thus directly in- 
creasing the marketable surplus. This 
is accomplished through organized cam- 
paigns for the eradication of animals 
responsible for this interference with 
live stock and agricultural production. 
The work is meeting a real need of farm- 
ers and stockmen and is enabling them 
to increase materially their annual pro- 
duction and their margin of profit, with 
no added expense except the small cost 
of eradicating the pests involved. It is 
simply a matter of getting the whole 
yield from the land instead of the part 
that remains after the pests have taken 
all they want. 

The methods which are being employed 
are of proved effectiveness. The plans 
for organization and conduct of the co- 
operative campaigns have been per- 
fected, and adapted to concerted action 
in community and State-wide movements. 
The returns in increased production in 
proportion to the labor and the money 
invested have been definite and highly 
satisfactory. The 10 to 25 per cent in- 
crease in yield of crop or in carrying 
capacity of pasture range looks good 
to the farmer and stockman. As a re- 
sult this work has had a phenomenal 
growth. Six years ago there was prac- 
tically no co-operation between the de- 
partment and State or county organiza- 
tions along these lines of endeavor. A 
review of the operations which have 
been developed during that interval 
shows that during the last year more 
than $1,114,000 has been contributed 
for use in conducting this work by organ- 
izations and individuals co-operating 
with the department. 

In the operations to protect live stock 
from the ravages of predatory animals 
the department and its co-operators dur- 
ing the past year employed a force of 
from 300 to 400 hunters, who trapped 
and shot 523 wolves, 21,558 coyotes, 189 
mountain lions, 2,987 bobcats, 10 Cana- 
dian lynxes, and 94 stock-killing bears, 
making a total of 25,361 animals thus 
killed. Carefully organized poisoning 
campaigns conducted on important sheep 
ranges resulted in the destruction of an 
additional number of coyotes estimated 
as equaling the above total. The de- 
struction of these animals involved an 
expenditure from all sources during the 
year of approximately $564,300 and ef- 
fected a saving of live stock valued at 
$6,000,000. The department hunters, 


operating under the direction of inspec- 
tors, make a special feature of taking 
notoriously destructive individual ani- 
mals, such as a wolf recently taken in 
South Dakota that is reported by stock- 
men to have killed not less than $25,000 
worth of cattle in the preceding six or 
seven years. This animal had eluded 
many sportsmen, ranchers, and local 
hunters who, had made vain efforts to 
take him. : 

As a means of saving crops and forage 
from damage by prairie dogs, ground 
squirrels, and pocket gophers, co-opera- 
tive poisoning campaigns were organ- 
ized. Over 34,000,000 acres of farm and 
range land were treated during the past 
year to kill off these animals. More than 
half of this enormous acreage was new 
work, the remainder being follow-up 
work to complete eradication by de- 
stroying animals which had escaped 
similar poisoning operations during the 
previous season. Farmers and ranchers 
numbering over 132,000 took part in 
this undertaking. They distributed 1,610 
tons of poisoned bait to destroy rodents 
on their own holding and on adjacent 
Government lands. The saving for the 
year in the crop and forage production 
was more than $10,000,000. This was 
accomplished at a total cost to the co- 
operating landowners of $840,000. In 
regions where jack rabbits were seriously 
destructive to growing crops, hay, or- 
chards, and vineyards, great numbers 
of these animals were killed through or- 
ganized drives and poisoning campaigns. 
As many as 10,000 jack rabbits were 
accounted for in a single community 
drive, while one county reports 40,000 
jack rabbits killed by means of poison- 
ing operations. 

The effort which the department has 
put forth to acquaint the public with the 
serious destruction by house rats and 
mice of food, feed, clothing, farm ma- 
chinery, harness, and other property 
is now getting results. There is now 
widespread activity throughout the 
country to organize community cam- 
paigns for the destruction of rats and 
mice. Efforts are being made to secure 
State legislation and the adoption of 
municipal ordinances for the enforce- 
ment of practical measures to destroy 
rats, to deprive them of food and places 
of harborage, and to exclude them by 
rat-proofing buildings. 

The development of new lines of in- 
dustrial production is also important, and 
for some years the department has been 
engaged in fostering and encouraging 
the rearing of fur-bearing animals under 
conditions of domestication. It has con- 
ducted investigations to determine re- 
liable practices and to overcome diffi- 
culties involved in handling, housing, and 
feeding fur-bearing animals reared on 
fur farms. Specialists are studying 
diseases to which such animals are sub- 
ject in order to determine means of 
prevention and cure. 


The serious decrease in the number of ~ 


33 


wild fur bearers makes fur farming an 
industry of immediate importance. The 
United States has come to be one of the 
greatest world centers not only for 
the production of raw furs, but also for 
dressing, dyeing, and manufacturing them. 
Great industries which involve large 
amounts of capital and employ thou- 
sands of persons have been built up and 
established in this country. The people 
of the United States spend approxi- 
mately $100,000,000 a year for fur gar- 
ments. The gross business in connection 
with the import, export, and handling of 
domestic furs in New York City alone 
during 1919 amounted to $375,000,000. 
During the time that these great indus- 
tries were developing, the heavy market 
demand for furs and the high prices pre- 
vailing have stimulated activity on the 
part of trappers to such an extent that 
during the past decade there has been 
a marked decrease in the supply of wild 
fur-bearing animals. The recent de- 
pression in the fur market is evidently a 
transient feature of readjustment at- 
tending a return of markets to normal 
conditions. 


Fur Farming Profitable 


Several kinds of wild fur bearers have 
been successfully domesticated on fur. 
farms. The larger investments at pres- 


‘ent are being made in connection with 


the rearing of silver and black foxes, 
and it is here that the greatest ~ profits 
have been realized during recent years. 
The raising of fur-bearing animals af- 
fords an opportunity to utilize in a 
profitable way large areas of sandy, 
forested, or marshy lands not suited to 
other lines of agricultural production. 
Cull fish from fish markets and fisheries, 
offal from slaughter houses, horse meat, 
and similar products, which are now 
largely wasted may be used in large 
quantities for feed. 


This fur-farming industry is now well 
established in some of the Northern 
States, such as New York, Michigan, and 
Minnesota. The number of people en- 
gaging in it is steadily increasing as 
is also the amount of money invested. 
Its development offers bankers and man- 
ufacturers an opportunity to facilitate 
and encourage growth and progress 
along lines which are sound and profit- 
able. The interest of bankers and man- 
ufacturers contributes materially to the 
establishment and growth of this phase 
of animal production. By creating this 
profitable industry in this country, it 
will be possible to furnish increased 
quantities of raw furs which are neces- 
sary for the maintenance of the great 
fur-manufacturing establishments. This 
increase of pelts will also help to supply 
the market demand for fur products. 


O. M. Benson, cashier of the La Salle, 
Illinois, Trust and Savings Bank, has 
tendered his resignation to the board of 
directors. 
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REGULATING YOUR ADVERTISING 
WITH A CENTRAL FILE 


In order to make the advertising expenditure a profit- 
able investment it is essential to compile a simple 
record of each customer’s relations with the bank 


By J. VINCENT CORRIGAN 


Advertising Manager, Atlanta Trust Co., Atlanta, Ga. 


EMARKABLE progress has been 
made in the development of trust 
company advertising. Indeed, it is 
doubtful if any other branch of banking 
activity can show the resourcefulness and 
originality that has marked the evolution 
of this comparatively new field of bank 
promotional effort. Trust companies in 
all parts of the United States are using 
a wide variety of advertising mediums 
with excellent results. News- 
papers, magazines, billboards, 
street-car signs, house organs, 
and direct-by-mail programs 
characterize prudent trust com- 
pany management: at the pres- 
ent time. The consistent and 
constructive appeals that are 
made to the public in these 
various mediums are serving to 
edueate the public to the sig- 
nificance of trust company 
service. 
As interesting as the pub- 
licity development of the trust 
company has been during the 
past five years, it is worth not- 
ing at the outset that there is 
one feature of every well-de- 
fined advertising program that 
cannot be overlooked if max- 
imum results are to be obtained 
from the advertising expendi- 
ture. I refer to the central 
file. 
“In many respects the central 
file is the back-bone of the ad- 
vertising campaign: and unless 
it is handled systematically, er- 
rors, confusion, and wastage 
will almost always oceur. Since 
the advertising appropriation 
should properly be an invest- 
ment for the development of 
new business, it is essential to 
surround the investment with every safe- 
guard calculated to bring the greatest 
returns. The surest means of regulating 
and protecting this investment is to in- 
stall a central file and place it under the 
supervision of a responsible person. 
The central file has already demon- 
strated its effectiveness in hundreds of 
banks in all parts of the country, yet 
there appears to be more or less mystery 
surrounding the central file in some 
banks which have not been altogether 
favorable in the past toward the inaugu- 
ration of definite and systematic adver- 
tising methods. Many of these banks 


seem to look on the central file as an 
element of red tape that may cost more 
than it is worth in actual operation and 
that it may gum up the machinery as 
soon as it is installed. In the main, 
these banks perhaps dislike the idea of 
assuming the responsibility of operating 
a central file although it is comparatively 
a simple task and well worth the effort 
of any bank which wishes to know from 


J. VINCENT CORRANIG 


day to day the extent and character 
of its business. 

I have already stated that it is a 
simple matter to organize a central file 
and this is especially true in the small 
bank where there are only three or four 
departments. As the number of depart- 
ments increase the task of organizing 
the file becomes correspondingly heavier, 
yet the fundamental operation is the 
same in all cases and the results are 
likewise correspondingly productive 
in all banks where diligent attention is 
given to the handling of the file. 

It is searcely necessary to say that an 


advertising campaign—no matter how 
extensive—is lacking in a vital element 
unless it is backed up by a complete and 
flexible central filing system. 

I have found the central file to be an 
instrument of great help in my adver- 
tising campaigns, and I would not at- 
tempt to get along without it, because it 
gives me a direct line on any field—my 
present customers, and my prospective 

customers. 

What should be done to in- 
stall a central file? Let us sup- 
pose there are four departments 
in a bank. Each department 
should be required to furnish 
the clerk in charge on the file 
with a complete record of every 
customer on the books of the 
particular department. This 
record should show the name, 
the home and address, the na- 
ture of the business, by whom 
the customer was introduced 
and by whom the account was 
opened. In a bank of say 5,000 
customers, this compilation 
should be an easy matter. 
The records should be made 
preferably on plain 3 x 5 
inch cards in order to simplify 
the matter of filing these par- 
ticular cards alphabetically and 
then transferring the informa- 
tion to the master file card. 

The central file, or master 
file card should measure about 
5 x 8 inches. This card also 
should show the name, the busi- 
ness and home address, the na- 
ture of the business, by whom 
the customer was introduced 
and when the account was 
opened. There should be a 
series of tabs along the top of 

this card. These tabs should show the 
different departments of the bank and 
upon these tabs the total number of. re- 
lations a customer may have with the 
different departments can be designated 
easily. Thus, if we find John Jones is 
doing business with the commercial, the 
savings, the safety deposit vault and real 
estate loan departments, these facts can 
be indicated on the tabs, then all of the 
information relating to the customer’s 
connection with the different depart- 
ments can be indicated on the card itself. 
When the information on the 3 x 5 
(Continued on page 42) 
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WHAT THE 





NEW BANK 


MEANS TO CUSTOMERS 


Improved physical facilities exerting a re- 
markable influence in the creation of busi- 


ness. 


Many banks planning to build in 1921 


By A. MOORMAN 


OOKING over the bankers’ directo- 

ries eight to ten years ago, it is 
the Customer. 
interesting to compare the resources of 
former bank statements with the present 
condition. It is interesting to observe 
the growth of some banks with an in- 
crease of 40 and 50 per cent, while others 
show increases of from 200 to 700 per 
cent. Various elements contribute to 
the difference in the prosperity of a 
bank. It may be the unusual increase in 
population, the great development in 
industrial activity, or it may be the 
activity of bank officers. It may be 
greatly aided also by bankers in making 
their banking premises a more popular 
community center, in which bank officers 
are sought for counsel in various busi- 
ness affairs, in the development of new 
industries, in encouraging the upbuilding 
of small manufacturers, in offering as- 
sistance to farmers and so on. 

In order to make the bank a more 
desirable place for extending community 
service, many features have been devel- 
oped. A banking room is no longer a 
place for the customer merely to enter 
and either deposit money or to withdraw 
by check. A modern bank studies every 
need and convenience to aid a customer 
in any handling of business, not only 
in depositing or withdrawing money, but 
in offering counsel and advice in adjust- 
ing estates, in aiding young men to 
perform the first business transaction, 
in offering advice to men entering on a 
business career and many functions in 
which banking may at sometime be a 
part. 

The remarkable development of bank- 
ing in recent years makes the lay-out of 
a’ bank room a problem of surpassing 
interest at this time. - Officers must be 
accessible and easily approached; tellers 
must be distributed according to their 
interlocking importance; convenient 
apartments or spaces must be provided 
for consultation rooms for customers to 
discuss business matters; rest rooms or 
waiting rooms for women, for since wo- 
men are assuming independent business 
responsibilities they are more and more 
utilizing banking service. 

Since nearly every family possess Lib- 
erty bonds, it is necessary to provide a 
place of security for them. This has 
increased the demand for safe deposit 
vaults and space for which individual 
booths are provided, rooms for cus- 
tomers or business associates in which 


papers or records may be jointly exam- 
ined; writing desks on which checks 
may be written for insurance premiums, 
or tax payments and so on. Many banks 
offer facilities in the form of community 
rooms for family gatherings, civic soci- 
eties, women’s clubs, various committees 
and lodges. 

Modern banking, therefore, requires 
certain physical features undreamed of 
in the olden days and the banks that 
are progressive enough to provide these 
features are the banks that are getting 
the business. Indeed, many banks have 
entirely rebuilt their banking rooms in 
order to give the customer enlightened 
and satisfactory service; scores of banks 





A. MOORMAN 


President of A. Moorman 
builders of Saint Paul and Chicago. 


& Co., bank 


are now occupying beautiful new homes; 

Getting back to the bankers’ directory 
many banks are contemplating new 
structures in 1921. 
records previously referred to, it is worth 
while noting that these records show 
that remodeled or enlarged bank build- 
ings or the brand new bank building 
have exerted a tremendous influence in 
gaining and holding new business. The 
improved banking room enables the banks 
to serve customers in prompt and pleas- 
ing fashion; it simplifies the transaction 
of the biggest commercial depositor as 
well as the humblest depositor. It ra- 
diates cheer and actually signifies will- 
ingness to be of service. 

Now the truth is that bankers are fully 
aware of the great importance of satis- 
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factory physical facilities—that is, a 
banking room which provides adequate 
and attractive room for both customers 


and employees. Yet many bankers who 
are sorely in need of more room have 
hesitated about going forward with their 
building plans because of the unsettled 
condition of business during the last 
few months. High prices have had a 
great deal to do with holding up building 
plans, too. Business is becoming more 
stabilized now and there is every reason 
to believe that we may look for more 
favorable conditions in 1921. It is fu- 
tile, of course, to look for a return of 
the pre-war building prices, but material 
reductions are now practically assured. 
So, the improvement of the bank build- 
ing may be undertaken at the present 
time without impairing reserves or cre- 
ating any other embarrassments. 

A question that frequently enters the 
mind of the banker who contemplates 
a new building is whether it shall be 
an exclusive monumental building or a 
bank and office building. While the 
monumental building will be most im- 
pressive, a building designed on monu- 
mental exterior design may be planned 
and arranged with rentable office space 
and yield sufficient income to allow a 
good return on the building structure 
proper, leaving the equipment and fur- 
nishings to be paid for out of an allow- 
able reserve. Many banks which post- 
poned building the past two years are 
now preparing to proceed early next 
year to erect buildings to meet their 
growing needs. 


The ground floor of the Kirby build- 
ing in Cleveland, is being remodeled to 
provide additional floor space for the 
Central National Bank Savings and 
Trust Company, which will be formed 
on January 1 following the merger of 
the Central National Bank and the Su- 
perior Savings and Trust Company. 

Preparatory to vacating its quarters 
in the Boston Block in Seattle, Wash- 
ington, which will be razed March 1, 
to be replaced by the new half-million- 
dollar home of the Seattle National 
Bank, the Seattle Title Trust Company 
has taken a permit to alter the Colum- 
bia Street level of the Haller Building 
for its own occupancy. This building 
was recently purchased by the Seattle 
Title Trust Company. With the ex- 
piration of the lease of the Bank of 
California in the same building the trust 
company will occupy this space as a 
permanent home. 





Courtney Thorpe, vice-president of the 
Savannah Bank and Trust Company, 
Savannah, is the author of an interest- 
ing little bit of bank publicity, entitled 
“The Transaction Over-Seas,” which re- 
views the history of Savannah as a port 
and tells of the service of the Savannah 
Bank and Trust Company to the export 
and import trade of Savannah through 
more than half a century. 
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Los Angeles Bank Merger 


The merger of the Union Trust and 
Savings Bank of Pasadena and the 
Union National Bank of Pasadena with 
the Los Angeles Trust and Savings 
Bank, the stoek of which is held in trust 
by the stockholders of the First National 
Bank of Los Angeles, has just been an- 
nounced. The merger has been approved 
by the four Boards of Directors. The 
necessary steps to obtain the approval 

























































































At Your Service 


WESTERN WIRE & 
IRON WORKS, Inc. 


18th Place and Sangamon St. 
CHICAGO 
Phones; Canal 6442 and 6443 















































Below is a partial list of products which 
we manufacture for Banks: 


Steel Grilles and Wickets, in any 
finish 
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Woven Wire Cages and Partitions, 
flat and round wire 

Wire Currency Guards 

Wire Baskets, stationary and 
ming 

Wire Telephone Racks, station- 
ary and revolving 

Hand Holes 

Steel Bar Vault Grilles 

Sheet Steel Doors and Shutters 

Outside Window Guards, steel 
bars and woven wire 

































































Cut This Out—And Save It 


You will need these things 
when you build or make changes 
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THE NORTHERN 
TRUST CO.~BANK 


N. W. CORNER LA SALLE AND MONROE STREETS 
CHICAGO = 


Capital and Surplus $5,000,000.00 = 


of the respective stockholders of the 
four banks are now being taken. 


Th aggregate resources of the two 
Los Angeles banks concerned, under the 
call of the Comptroller of the Currency 
on November 15 last, were $121,503,- 
637.85, while the total resources of the 
Unon banks of Pasadena under the 
same call, equalled $12,213,720.33, giv- 
ing aggregate resourecs through the 
merger as of that date of $133,717,385.18. 


The Union Trust & Savings Bank of 
Pasadena is the oldest savings bank 
in that city and the two union banks 
form Pasadena’s largest financial in- 
stitution. 


Dr. John Willis Baer, president of the 
Pasadena Union banks, under the terms 
of the merger, becomes vice-president 
and a director of the Los Angeles Trust 
& Savings Bank and managing director 
of the Pasadena banks. The present 
Board of Directors of the Union banks 
will constitute an advisory board, of 
which Frank C. Bolt will be chairman, 
while H. I. Stuart will act as chairman 
of the executive committee. C. J. Hall, 
as chief trust officer, will be in charge 
of the trust department and savings 
business as heretofore. W. A. Barnes 
will continue as manager of the commer- 
cial business and the present personnel 
of junior officers and employees will be 
continued. 


YOUR BEST INTERESTS 


In putting the best interests of our = 
correspondents first, we safeguard 
Our unusual service and 
willingness to help enabled us to 
build up a broad list of correspond- — = 
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A LETTER TO CURB THE 
OVERDRAFT EVIL 


John T. Talton, cashier of the Clayton 
Banking Company of Clayton, N. C., 
tackles the overdraft evil with a letter 
to customers explaining how the prac- 
tice is injurious to business and how 
also it usually leads to misunderstand- 
ings that might be avoided easily. 

The letter: 


Overdrafts 
Did it ever oceur to you how em- 
barrassing they are, both to the 
customer and to the bank? If not, 
stop and think for a moment. 


When you draw a check for more 
money than you have in the bank 
and we pay the check, it means 
that we have taken money that be- 
longs to some one else to pay your 
cheek. 

Suppose you should eall to get 
your money and we should tell you 
that we have taken your money to 
pay the checks of another customer? 


Don’t you reckon you would im- 
mediately proceed to “raise sand?” 
Then the other fellow has just as 
much right to “raise sand” if we tell 
him that we have taken his money 
to pay your checks. 

If we pay your checks for more 
than you have and thereby cause 
overdrafts on our books, then we 
are severely criticised by the Board 
of Directors and the Bank Exam- 
iner, and if we fail to pay the checks 
when you draw them then you will 
criticise us. So you see it is embar- 
rassing to us both. If we pay the 
checks and have overdrafts we often 
have to wait some time before we 
get the money back. 

We don’t know what to do about 
it when a customer draws a check 
for more than he has. If we don’t 
pay it then the customer gets after 
us and makes it so hot for us that we 
sometimes wish we had paid it, and 
if we do pay it and he doesn’t come 
in and make it good right away then 
we wish we had not paid it. And so 
you see it makes but little difference 
which we do; we soon wish we had 
done the other. 

Therefore, we are addressing this 
letter to all our customers asking 
them not to draw checks for more 
than they have in the bank without 
first making arrangement to take 
eare of the check before it comes in. 
This letter or one similar to it ean be 

used advantageously in all banks, /es- 
pecially the country banks, where the 
overdraft habit is almost always the 
result of the customer’s indifference or 
his unfamiliarity with banking practice. 


At a recent meeting directors of the 
St. Joseph Valley Bank of Elkhart, Ind., 
voted to increase the bank’s surplus from 
$100,000 to $150,000. Its capital stock 
is $250,000 and the bank now has capi- 
tal stock and surplus of $400,000. 
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Labor Costs Reduced 20% 


“Since the installation of Monroes 
some time ago, labor costs have been 
reduced about 20 per cent, and improved 
service furnished to customers. The 
necessity of working overtime has been 
eliminated and the possibility of errors 
in interest calculations almost entirely 
removed,”—H. R. Crock, Auditor St. 
Louis Trust Co. 


Saves Hours of Labor 


“We take pleasure in advising that 
* the Monroe machine, which we use 
in our Foreign§/Department, is giving 
entirely§satisfactory service, It has 
fully met our expectations and has been 
the means of saving our employees 
many hours of labor.’’—J. E. Roven- 
sky, Vice-President, National Bank 
of Commerce, New York. 


HE most striking testimony to the genuine dollars and cents value 
of the Monroe Calculating Machine is the commendation of bank 
officials who are letting it save time and money for their bank. 


A typical case is the Chapin National Bank of Springfield, Mass. They 
write—"We use the Monroe in so many different ways that it would take 


an article to describe them. Suffice to say it saves 60% to 70% of time, 
besides doing away with our most brain-fatiguing work.” 


Could Not Do Without It 


“Could not do without the Monroe. 
It is simple to operate as well as accurate 


Because of its simplicity, ease of operation, and absolute accuracy, the 


Monroe can be a tremendous help to your bank— 


—in figuring Average Daily Balances. 
A method especially adapted to the 
Monroe makes possible a saving of at 
least haf the time it otherwise requires 
for this work, and provides, in addition, 
an absolute check of accuracy every 
step of the way. 


—in figuring the daily interest on in- 
vestment. A single keyboard set-up 
and a few turns of the crank figure the 
interest with a positive proof of accuracy. 


—-in figuring elapsed time on deposits. 
The direct subtractive feature of the 
Monroe handles this work with great 
facility and accuracy. 


—in figuring foreignexchange. Find- 
ing the English currency value of $863.45, 


Read the comments from a few Monroe users. 
mail the coupon below. 


for example, is a matter of seconds on 
the Monroe. 


—in totaling daily balances from the 
statement sheet. The Monroe repeat 
key not only checks the number of days 
and the balances total, but saves sev- 
ergl steps over the usual method. If 
the operator is interrupted, the Monroe 
always indicates exactly the last date 
and amount added, so that no time is 
lost for repeating work. 


—in the Accounting Department. 
Especially in the Federal Reserve Banks, 
where amounts often run into millions 
the Monroe handles the work with great- 
er facility than any other method. Such 
work as interest on $152,000 for 67 days 
at 535% is handled simply and accu- 
rately in not more than two operations. 


REG. U.S.PAT OFF. 


Then—sign and 
There is no obligation whatsoever. 


and rapid. We would not§want to be 
without one at any price.”—William 
Reimann, Asst. Cashier, Liberty 
Bank of St. Louis. 


Useful in Bond Dept. | 


“The Monroe is most useful especially 
in our Bond Department, where long 
multiplications, divisions, etc., are neces- 
sary. After using it for about a year, we 
can scarcely understand how we ever 
got along without it.’—M. Aylsworth, 
Secretary, The Canada Trust.Com- 
pany, London, Canada. . 


Figuring Foreign Exchange 


“The Monroe is—in addition to many 
other uses—very {useful in computing 
interest on Liberty Bond subscription 
payments and in figuring foreign ex- 
change, especially at the present time 
when we are unable to get tables cover- 
ing the abnormal rates.”—Chas. H. 
Du Boisson, Asst. Cashier, The Bank. 
of Montclair, N. J. 


~ Calculating 


Machine 
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ECURITY FOLDERS 

keep the records in your 
filing cases as secure and 
safe as the locks on your 
vaults safeguard your 
money. Lost papers and 
documents often cause 
much trouble and prove 
expensive. You can pre- 
vent such troubles, abso- 
lutely, by using Security 
Folders. How come? 


Absolute Safety 


Every letter is firmly held, 
bound, on two flexible brass 
prongs, which hold the papers 
in place. Each letter is filed 
according to date—the latest 
always on top, and you can 
almost instantly turn to the 
desired paper, there in its place, 
smooth, clean and readable as 
the day it came. A Security 
Folder file cannot be compared 
to the old loose folder way of 
filing, where letters are simply 
jammed into a drawer regard- 
less of date. 


Get Your Samples 


Ask for sample of Security 
Folders. Put the sample to 
work on your heaviest corres- 
pondence and see how quickly 
you'll equip oer files with them. 

_ Security Folders are a neces- 
sity for banks. Let us show you. 

Start the New 
Year right by 
making your file 
a Security Folder- 
Safety-First Sys- 
tem instead of a 
storage box for 
papers. 











The J. C. HUB Mfg. Co. 


PRINTERS 
and Manufacturers of High 
Grade Filing Specialties 
2041 E. 3d Street 
CLEVELAND - - OHIO 
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HOW TO INVEST 







YOUR SURPLUS 





Experience demonstrates the soundness ° 
and liquidity of commercial paper as 
a flexible reserve, xecond only to cash 


By W. A. SUTHERLAND 


HAT is the most satisfactory way 

to invest your surplus? This 
question always deserves careful con- 
sideration. 

Commercial banks and to some degree 
savings, are subject to seasonal demand, 
depending upon their location and the 
class or classes of their customers. In 
other words, there is a seasonal peak of 
demand when borrowing and _ with- 
drawals are most active, and a corres- 
ponding deposit peak when loans are 
liquidated and deposits are at their high 
point. Funds accumulate, and lacking 
local demand for money, must lie idle 
in our vaults unless some other outlet 
for them is found. 

The deposit obligations of our com- 
mercial banks, both National and State, 
are payable on demand, and for this rea- 
son the National Bank Act and the State 
law require the maintenance of the 
reserves which experience has shown 
are sufficient to meet ordinary contin- 
geneies. But what we are now talking 
about is surplus funds which will not be 
called for until our next seasonal de- 
mand, but which must be invested in 
securities readily convertible into cash 
when that demand does come. 

Commercial paper immediately sug- 
gests itself as a form that this invest- 
ment should take. The experience of 
the last fifteen or twenty years has dem- 
onstrated the soundness and liquidity 
of commercial paper, and as a reserve it 
has now come to be regarded as second 
only to cash in your vaults—a fact 
which is proven by the provisions of 
the Federal Reserve Act, authorizing 
the re-discount of such paper conforming 
to certain requirements, and making it 
available by, Federal Reserve banks as 
the basis of note issues. And the Cali- 
fornia Bank Act authorizes their dis- 
count or purchase by savings banks. 

Commercial paper possesses many 
advantages as a temporary investment. 
In the first place, to use the language 
of the California statute, for example, 
it must have arisen out of an actual 
commercial transaction; that is, be a 
bill which has been drawn for industrial 
or commercial purposes or the proceeds 
of which have been or are to be used for 
such purposes. It is therefore auto- 
matically turned into cash as the commo- 
dity or merchandise involved is pur- 
chased by the public. 
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Payment at maturity is certain since 
there is, or should be, no occasion for 
renewal or extension, and not being the 
paper of local concerns there is no 
sentimental or moral obligation of the 
holder to renew or extend—if any such 
sentimental or moral obligation ever 
actuates a banker. 

Commercial paper has come into such 
universal use that any maturities may 
be had from lists of selected names. 
Thus both maturities and risks may be 
scattered, so that banks in the raisin 
growing district of California, for ex- 
ample, whose peak load comes in Sep- 
tember, will buy paper maturing mostly 
late in August in order to be in funds 
when the peak arrives. Of course, as 
a result of experience earlier maturities 
will take care of the demand as it com- 
mences to increase. 

The fundamental rules to be pur- 
sued in purchasing paper are so well 
understood that it is hardly necessary 
to enumerate them except as leads for 
open discussion. 

Probably a cardinal rule it to scatter 
your risks both as.to classes of risks and 
locations of borrowers. 

Again, we should buy only paper of 
those concerns whose quick assets above 
quick liabilities are in the ratio of two 
to one. Indeed, this is the safe mini- 
mum fixed by law for investments by 
savings banks and it may well be fol- 
lowed by all banks at this particular 
time. 

Finally, buy paper of large concerns 
—the larger the concern the more effi- 
cient its management it apt to be. 


William E. Ward Resigns 

William E. Ward, vice-president of the 
Union Commerce National Bank of 
Cleveland, now part of the new Union 
Trust Co. of Cleveland, has resigned 
from that institution after being a 
member of the staff sixteen years. The 
resignation was accepted by directors at 
their meeting recently. 

Mr. Ward formerly was with the Co- 
lonial National Bank, which institution 
was absorbed by the Union National. 
Later the Union National and Bank of 
Commerce N. A. were merged and the 
Union and Citizens Savings & Trust 
Co. were placed under one ownership. 
Mr. Ward’s plans for the future were 
not announced. 
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Capital, Surplus and Profits 


$37,500,000 | 


Deposits 


$181,500,000 


Resources 


$264,000,000 


_Make It Your New England Correspondent 
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IDEAS IN 


SCHOOL SAVINGS 


Mere ability to read and write, without 
knowledge of how to save, does not help 
the individual in managing his business 


es DUCATION in the business re- 

lations of life, even in bread and 
butter questions that no person can es- 
ecape—is this not the primary object of 
our publie schools?” 

With this question, Leo Day Wood- 
worth, deputy manager of the American 
Bankers Association, opens an exhaustive 
discussion of school savings banking which 
is soon to be available for distribution by 
the association from its New York office, 
5 Nassau Street. To indicate the present 
importance of the subject to educators 
and to the bankers who will co-operate 
in establishing and maintaining the pro- 
ject, he continues: 

“Does mere ability to read, to write, 
to multiply and divide, or even to display 
the results of cultural or vocational high 
school training, assist the youth in man- 
aging his private business or voting on 
pending suggestions for political recon- 
struction? 

“Bankers should be and are most 
keenly alive to the need for*authoritative 
information and more sound thinking 
on the underlying economic principles 
which are as simple as unchanging. 

“Realization of those principles would 
permit quick judgment on the alluring 
claims for an Elysium where government 
supplies, raiment and food, where tinsel 
is money, where abilities are leveled. 

“Popular judgment may yet pass as 
quickly on economic questions as on 
mechanical,- for there is a mechanics 
of economics—a ‘how’ as well as a ‘why’. 

“Tf, as we believe, capital makes pos- 


sible production and production makes 
possible wages, should not the child know 
and appreciate that the one and only 
souree of capital is saving? That sav- 
ing involves sacrifice? That good man- 
agement (‘thrift’) reduces the harshness 
of the sacrifice? 

“There is but one answer, and pro- 
fessional educators begin to realize that 
something must be done forthwith. They 
see in school savings banking the action 
(or, as they say, the ‘project’) which in- 
terests the child and demonstrates to the 
youth the principles of our economic 
structure—and not infrequently intro- 
duces the American bank to the immi- 
grant adult.” 

The article will discuss in detail the 
school savings systems in operation in 
America during the school year of 1919- 
1920, with detailed descriptions, copies 
of blanks and a table of statistics which 
is the first to have been compiled since 
such work was operated as a branch of 
war finance. The author calls attention 
to the fact that as the banking systems 
were largely revived during the past 
school year, the total deposits of $2,800,- 
300 is much smaller than will be recorded 
during the current year. 

The delay in publishing these statistics 
is due to the absence of any complete list 
of school savings bank systems, and the 
next compilation is expected to be ready 
soon after the close of the present school 
year. 

The article will not discuss the Bal- 
timore system which is operated at the 


TH increased resources and im- 

proved facilities, we are able 
still further to enlarge our usefulness 
to the business community and to 
extend our service in the interest of 
American trade and industry. 


Established 1810 


Tue Mecuanics & Merats 
NaTIONAL Bank 


of the City of New York 


Head Office 
20 NASSAU STREET 


Capital, Surplus, Profits $25,000,000 


expense of the United States Govern- 
ment, nor other Government work for the 
sale of thrift stamps and other securities. 


REGULATING YOUR 
ADVERTISING WITH A 
CENTRAL FILE 


(Continued from page 34) 


inch ecard is transferred to the large 
central file card, the tabs already re- 
ferred to are checked, as explained. If 
there is more than one 3 x 5 inch ecard 
for a person, the information on the 
second or third card.is also transferred 
to the central file card, so that when 
completed, you have only one central 
file card on each customer. This card 
should show not only his total relations 
with the company but also as much other 
information about him as possible. 

A “daily report” of new and closed 
business should also be prepared, filled 
out daily giving as much information 
as possible, and passed onto the clerk 
in charge of the central file for the pur- 
pose of revising the list and keeping it 
up-to-date. 

Along with this, every new customer 
should receive a specially written letter 
of thanks, perhaps enclosing a copy 
of some booklet which illustrates the 
complete facilities of the bank or at least 
enclosing a copy of a card showing ac- 
cumulation of savings deposits at various 
amounts ‘each week for one, two, five or 
ten years. It would be proper and ef- 
fective to call his attention to the card 
(especially if he had opened a savings 
account) showing the excellent results 
that can be accomplished in a given 
time, no matter how large or small his 
deposit, as long as it is regular. Also 
from this report, the customer who has 
closed his relations should receive a 
specially written letter of regret express- 
ing the hope that he or she will find it 
convenient to re-open the account, or 
use some other department of the in- 
stitution, in the very near future. 

Death notices should also be checked 
with the central file for revision. The 
marriage license and baby record column 
should also be checked so that a letter 
of congratulation and perhaps some sort 
of small gift could be extended—over the 
signature of the president. 

Once the central file is brought into 
play, we can turn to the problem of 
preparing our advertising. The file will 
give us a knowledge of the field that is 
essential in directing our appeals most 
effectively. We will have a better under- 
standing of the character of the copy 
suited to the community. 

It is quite beyond the limitations of 
this article to consider the copy question 
in detail. Suffice to say that much at- 
tention should be given to lay-out, the 
typographical selection and other fac- 
tors. The purchase of good-will creators 
and novelties in general should be eare- 
fully regulated. 
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Not a seam is exposed 


Used Extensively by 
Federal Reserve Banks 


Made Expressly for Cur- 
rency, Securities and 
Valuable Documents 


Design, Material and 

Workmanship combine 

to give the C-Lap its 
preeminence 


Manufactured in sizes 


. from 3%x6% to 11%x15 


in flat and from one to 
three inch expansion 


C-Lap Seamless 
Mailing Envelopes 
for Bankers 
Bankers are responsible for 


the present general use of 
C-Lap Seamless Mailing 


_ Envelopes. 


The Bankers’ Stamp of Approval 
when the C-Lap was first de- 
signed sealed the success of this 
tamper-proof envelope. 


Since 1914 the C-Lap has been 
adopted widely for safe mailing 
of Securities, Currency and 
Valuable Documents by Banks, 
Bond Houses, U.S. Treasury and 
War Depts., Industrial Concerns, 
and Federal Reserve Banks. 


If you are not using C-Laps you 
will be repaid in asking us for 
samples and information. 


Securit Envelope Qmparl/ 
—===C The House of Specialties 
HOME OFFICE AND FACTORY 
Minneapolis, U. S. A. 


BRANCHES 
New York Detroit Chicago 
Cleveland San Francisco 
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UESTION: 


I bought a 
farm in 1916 for 
$20,000 which is 
mortgaged for 
$15,000 and I as- 
sume the payment 
_ of the mortgage 
‘as a part of the 
purchase price. I 
sell the land in 
1919 for $40,000, the purchaser assum- 
ing the payment of the $15,000 mort- 
gage, paying $5,000 in cash and giving 
a second mortgage to me for $20,000 due 
March 1, 1929. Assuming that the net 
profit is $20,000, what amount of tax- 
able income should be entered in the 
1919 report. 

ANSWER: You have received $25,- 
000 on a $40,000 purchase, which elimi- 
nates you from the opportunity of re- 
turning on your income tax return on the 
installment plan, which plan allows you 
to be taxed only upon the tax received 
in the year the sale was made, and re- 
porting the balance in future years when 
the balance is paid. 

The basis of your sale which sets out 
that more than half of the total sales 
price was made in original payment and 
that the balance of the payments are in 
large amounts eliminates you entirely 
from the class of installment sale. We 
hope this answers your inquiry. 





Louisiana 
Banking Laws 


The laws of Louisiana are 
based chiefly on the “Code 
Napoleon” or from the French 
Law. 


The laws of other states are 
based on the Common Law 
of England. 


For the convenience of 
banks and bankers of the 
country we have prepared a 
booklet on the new Louisiana 
Banking Laws passed by the 
General Assembly of 1920. 


We shall be pleased to send 
you a copy upon request. 


Hibernia 
Bank © Trust Co. 


New Orleans 





QUESTION: I-have for the past ten 
years been purchasing stock in the com- 
pany in which I am associated which 
is listed stock. I have made some twen- 
ty-five purchases in various lots and at 
various costs. The market for this stock 
today is off and I would like to dispose 
of my stock and take my losses, but do 
not believe I will sell all. Will you 
please advise how I shall compute the 
profit and losses on the sales I made. 


ANSWER: If you have kept your 
records of purchases by share number, 
costs and dates of purchase, and are 
able to identify the corresponding pur- 
chases with the sales that you are now 
making, then use the following basis: 
All lots purchased prior to March 1,1913, 
use the fair market value or the list at 
that date as the cost, and for purchases 
made since that date use as the cost the 
purchase which you can identify as be- 
longing to that specific sale by share 
number and the cost and date and there- 
by determine your gains and losses. 

However, if you cannot identify your 
sale with your purchase by lots, on ac- 
count of tradings, transfers, etc., then 
your sales are made from the first lot 
purchases regardless. 

Bear in mind that stock bought prior 
to March 1, 1913, is to be averaged at 
the fair market value at that date, to 
determine the cost. 


QUESTION: On account of the con- 
dition of the stock market, I have de- 
cided to dispose of some of my stock 
and deduct my losses on my income tax 
return. Will you please advise how I 
shall compute same? 

I purchased fifty shares of stock in 
1917 at a cost of $105 and received 
stock dividend of 10 per cent in 1917 
on which I made no report and a 10 
per cent stock dividend in 1918, made a 
purchase of ten ‘additional shares on 
stock rights which I had purchased in 
1918. I am selling all of my stock. 


Your advice on how this should be 
computed will be much appreciated. 


ANSWEBR: The total number of shares 
purchased plus the number of shares re- 
ceived in stock dividends and the total 
cost paid for all including your cost of 
stock rights gives you the total number 
of shares on hand and your total cost 
for the entire lot which gives you the 
basis of computing the cost per share. 
Any part or all of this stock being sold 
at this time will be computed on the 
basis of this average cost per share and 
when computed with your sales price, 
will determine your profit or loss. 


QUESTION: On January 2, 1920, 
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ANSWERING YOUR TAX PROBLEMS 


Department Conducted by Harry H. Wolf 










our trust company incorporated their 
safe deposit box department as a sepa- 
rate corporation. Ninety-six per cent of 
the stock of the safe department com- 
pany was issued to the trust company, 
and is held as an asset in the trust com- 
pany’s stocks and bonds account. All 
profits of the safe deposit department 
will be paid to the trust company. 
Should the two companies make a con- 
solidated income tax return? Is there 
any advantage in making separate re- 
turns? 


We do not carry unearned interest as 
a separate item on our books. Should 
we report unearned interest as profits 
on our income tax return? How should 
unearned interest be handled? 

Thank you for a brief discussion 
regarding these two questions. 


ANSWER: In reply to your inquiry 
you have no choice in the matter of con- 
solidated returns. The percentage of 
your holdings which is 96 per cent being 
held by the parent company makes you 
an affiliated company and requires you 
to make one consolidated return for both 
corporations. 


As to whether there is any advantage 
in making separate returns, of course 
we must consider that this would be pos- 
sible, in which case this question could 
only be answered by knowing the capital 
and profits of both companies. 

If you would care to give us the profits 
which you believe your parent company 
will make each year, based on past ex- 
periences and the capital and profits 
of your new company as you estimate 
them to be, we will be very glad to give 
you a definite answer. 


As regards the unearned interest, we 
presume that you refer to your discounts 
in which you have - received interest 
in advance. This should be treated as 
a reserve not credited to your profits, 
excepting as you realize same. You 
should not treat this as profits in your 
income tax return, because this is merely 
money paid in to you in advance on 
discounts and the interest is being 
earned by your investment in same. If 
you compute your profits monthly, then 
that proportion of the interest which is 
earned for the month should be charged 
against such reserve and credited to in- 
terest earned. 

We are prepared to answer any ques- 
tions on the income and excess profits 
tax law. 

You ean provide satisfactory tax serv- 
ice for your customers by communicat- 
ing with us on any phase of the tax law 
that you are in doubt about. 
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STRAIGHT LINE METHODS 


Business Graphics 


lf you would make Figures talk, Chart them 


Graphic Charts are moving picture stories of business 
activities. They are figures—illustrated. They picture 
the vital facts of your business, as those facts are revealed 
by figures—compare them, weigh them, measure them. 


Graphic Charts illuminate the most complicated prob- 
lems. Their logic is the logic of mathematics. They 
are simple. They interest. They convince instantly. 


The value of your Graphic Charts depends on the just 
application of correct figures and the use of correct chart 
forms. Perfect accounting must be their base. 


Only expert accountants, trained in engineering princi- 
ples and with long experience in Graphics, may be 
entrusted to set these vital business pictures. Prepared 


by novices, Graphic Charts are misleading—untruthful— 
dangerous. 


In this connection :— 


ERNST & ERNST 


offer a highly specialized Graphic service—in the prepa- 
ration of Graphic Charts or the establishment of a com- 
petent Department of Graphics in your business. 


Our detailed Pamphlet on the subject, to Executives 


ERNST & ERNST 


AUDITS - SYSTEMS 
TAX SERVICE 


NEW YORK CHICAGO CLEVELAND CINCINNATI NEW ORLEANS 
PHILADELPHIA MINNEAPOLIS BUFFALO INDIANAPOLIS DALLAS 
BOSTON ST. PAUL PITTSBURGH TOLEDO FORT WORTH 
. PROVIDENCE ST. LOUIS DETROIT ATLANTA HOUSTON 
WASHINGTON KANSAS CITY GRAND RAPIDS RICHMOND DENVER 


STRAIGHT LINE METHODS 
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This beautifully appointed room in the Fletcher-American National Bank of Indianapolis 
provides an ideal corner for women to carry on their banking business. 


FOR THE WOMEN 


Special department in Indiana bank provides 
comfort and luxury for valued customers 
and createe advertising of marked value 


N 1905 the Fletcher-American Na- 


tional Bank of Indianapolis, Ind., 
—then the American National—pur- 
chased the Government Building at Mar- 
ket and Pennsylvania streets, and the 
Weary and Alford Company, bank 
builders of Chicago, were employed to 
convert the premises into a modern bank, 
which as they then 
assumed; would 
house them for all 
time. 
_- The building was 
96 x 120 feet, five 
stories high, of 
heavy monumental 
construction, and 
the cost of the re- 
construction was in 
excess of half a 
million dollars. 
This did very well 
for a time—in fact 
until 1910—when it 
became necessary to 
make some impor- 
tant changes, fol- 
lowed by new and 
greater expansion 
in 1914. Bankers, 
however, seem to be 
insatiable, and by 
the fall of 1919 they 
had outgrown them- 
selves to a point 
where the lobby 


was congested and Prompt 


Another view of the women’s department. 


they needed more wickets, more safe 
deposit space, and in fact, more of 
most everything. Since that time con- 
struction has been going on night and 
day, including the addition of two 
more stories, and the relief of the lobby 
was accomplished by inaugurating 
something new. 


Four tellers are alwa: 
service to this increasingly important branch of the work. 
exclusive attention that is made possible by this separate department. 


This was accomplished by moving the 
bond department, which occupied the 
northeast corner of the building to the 
second floor, and this space with addi- 
tional space on the second floor has been 
equipped for the exclusive use of the 
women customers of the bank, thus trans- 
ferring some 5,000 accounts from the 
main lobby. This arrangement gives a 
separate entrance from Market Street 
and a private elevator gives access to the 
club rooms above. 

The banking room proper is designed 
in the Italian period—Raphaelesque in 
character—and the bank screen and 
gates, the entrance doors, electroliers 
and all other metal parts are gold plated. 
The modeling is exquisite and is hand 
chased to the standard of the finest jew- 
elry, the placques being picked out in 
blue, which comports with the Wedge- 
wood vases introduced in the lighting 
fixtures. This same Wedgewood color is 
reproduced in the placques in the ceiling, 
in the window draperies, and in the 
floor. The floor, which is worth special 
mention, is executed in Belgian vitrified 
glass mosaic, having the appearance of 
slag. The body has a lace design run- 
ning through giving the effect of a hand 
made rug. The walls are executed in 
Botticino marble. 


Four tellers handle the business, with 
a manager and assistant, a stenographer 
and attendant in the lobby, and there is 
an ample vault. 

An electric elevator carries the women 
to the second floor, where they find a 
splendid array of convenience and lux- 
ury. The design throughout this is in 
the Georgian period, the walls and ceil- 
ing are in white, the furniture in ma- 
hogany and inlaid lacquer effects, richly 
upholstered. The floors are in Rangoon 
teak-wood from In- 
dia, a plank effect 
with ebony inlaid 
joints, mostly cov- 
ered, however, with 
rich rugs. 

The suite com- 
prises an ante room, 
check room, dress- 
ing room, toilets, 
and a large assem- 
bly room, and a 
thorough ventilat- 
ing plant gives 
added comfort to 
tflhe premises. 

It was the aim of 
the bank in estab- 
lishing this  serv- 
ice to accomplish 
several things: to 
relieve the conges- 
tion in the lobby, to 
provide comfort and 
luxury for their 
valued customers, to 
provide also assem- 
bly rooms anda pub- 


on om, giving 
lic meeting place. 


e women like the 
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An Exceptional Opportunity 


Every commercial borrower—merchant or 
manufacturer—must take inventory at least 
once a year. 


Now, more than ever before, bankers realize how es- 
sential it is to have an inventory that will reveal an 
accurate statement in relation to stocks and their value. 


The prevailing sharp readjustment in all lines justifies every 
banker who is extending loans to require bed-rock statements 
from borrowers. The present time, therefore, offers an excep- 
tional opportunity to encourage commercial customers to prepare 
a financial statement, based upon a complete examination of 
the office records. 


Business men are relying today on the banks in an extraordinary 
degree. They are responsive to recommendations that will speed 
up operation and strengthen management. They are more will- 
ing to conform to enlightened credit requirements. The banker 
is, therefore, in position to induce commercial customers to 
recognize the value of improved office records and simple and 
definite cost-finding methods. 


Act Now! You will find it an easy matter to convince 
the business executive why it is necessary to determine cur- 
rent assets and current liabilities on a definite basis, and 
how a complete financial statement representing marketable 
values will react to the benefit of both the bank and the 
customer. 


. 


WOLF AND COMPANY 


Chicago 

New York Accountants Keane Chy 
Philadelphia Des Moin 
Indianapolis Okl ae . Cit 
iilweniies (FORMERLY BAKER, VAWTER & WOLF) Muskogee ei 
Tulsa Fort Worth 
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WHERE INSURANCE 
MONEY IS INVESTED 


Real estate mortgages, largest of life insur- 
ance investments, now exceed $2,000,000,000 
which is 30% of assets of American Companies 


“The Largest Selling 
Qualite Ponca t2 
the World 


ANK officials and their 

assistants appreciate 
the firm, smooth leads of 
the superb VENUS Pencil. 
There’s a degree for any 
paper and every task, from 
quick pencil memoranda to 
careful ledger work. 


Venus PENcILS 


17black degrees,3 copying 


At Stationers and Stores 
throughout the World 


For bold, heavy lines . 6B-5B-4B-3B 
For writing, sketching 2B-B-HB-F-H 
Forclean, lines,2H-3H-4H-5H-6H 
For delicate, thin lines . 7H-8H-9H 
For general writing the most 

popular degree is “HB” 
Plain Ends, per doz. . . $1.00 
Rubber Ends, per doz. . 1.20 

'Three copying Degrees 

* for Indelible Uses 
American Lead Pencil Co. 

213 Fifth Ave., Dept. B, N. Y. 


RESIDENT HALEY FISK of Met- 

ropolitan Life, before the Associa- 

tion of Life Insurance Presidents, made 

public original statistics showing that 

$232,000,000 has been loaned on city and 

farm property by companies during first 
ten months of 1920. Mr. Fisk said: 

“Real estate mortgages, largest of 
life insurance investments, now exceed 
$2,000,000,000, which is more than 30 per 
cent of total assets of American com- 
panies. Railroad securities amount to 
2834 per cent of the total investments. 
Nearly $1,225,000,000, about 20 per cent 
of their total funds, are invested in fed- 
eral, state, county, and municipal bonds. 

“Several obstacles were found in the 
search for farm loans, after the war 
when real estate activity began. Sur- 
taxes on income caused estates and in- 
dividuals to call existing mortgages for 
payment for the purpose of re-investing 
in tax-exempt securities or those of high 
yield. 

“Tt is significant, however, that the 
insurance company, which is the largest 
investor in New York City mortgages, 
has not refused here or elsewhere a single 
application with adequate security on 
housing enterprises and has loaned this 
year, and agreed to loan on mortgages, 
$80,000,000. Its loans and engagements 
of the year cover 107 apartments and 
2,024 dwellings, accommodating 5,038 
families, besides nine hotels. Of these, 
620 loans are in New York City and 
1,511 elsewhere. The dwellings are not 
expensiye ones, the loans running 
from $2,000 to $5,000. The fact that 
it has refused none indicates that other 
companies and institutions must be 
lending. 

“And there is the matter of farm 
loans. The life companies are called 
upon for these loans and have over a 
billion dollars so invested—15 per cent 
of their assets; although in this field 
they have to submit to the competition 
of the Federal Government, which ex- 
empts mortgages made under its system 
from taxation. The history of farm 
loans is very creditable to the life com- 
panies. 

“As to the total mortgage investments, 
back in 1870 nearly 40: per cent of the 
assets of the 39 companies was on bond 
and mortgage; in 1875, 58 per cent; 
from 1880 to 1885, about 40 per cent; 
and last year they were over 30 per 
cent. The end of this year will probably 
see this percentage increased; for the 
inerease of mortgage loans by the 39 
companies in 1920 to the end of October 


amounts to $232,739,386, of which $151,- 
348,902 were on farms, $78,875,359 in 
cities and $2,500,000 not separated in 
the figures furnished to us by the com- 
panies. Thus today the companies have 
the enormous sum of $2,082,836,848 in- 
vested on bond and mortgage, about 
equally divided between farms and 
cities, and have made commitments for 
many millions more—one company alone 
having promised nearly $50,000,000 in 
loans not yet closed.” 


Corn Lands Going Cheap 


Where did the interior’s war profits 
go? Fortunately, a good deal of it was 
spent in raising the standard of farm 
life. Unfortunately, as much disap- 
peared in land speculation and blue sky 
promotions. How extensive rural liqui- 
dation has been is indicated by recent 
sales of choicest Iowa corn land at $250 
an acre, or $150 less than last spring. 


Resentment naturally impinges on the 
grain trade’s hedging system, and the 
grain exchanges are on their guard 
against restrictive legislation. They 
need an educational campaign conducted 
along two lines, one explaining the or- 
ganic interdependence of the cash grain 
market and futures and the other point- 
ing to the progress of liquidation, with 
certainty of equalization of its burdens 
and distresses in due time. Labor is 
liquidating faster than farmers suspect. 


Boost Capital to $40,000,000 

The Guaranty Trust Company of New 
York is planning to increase its capital 
early in 1921. The present capital of 
the bank is $25,000,000 and present plans 
call for new capital of $40,000,000. 

The capital, surplus and undivided 
profits of the Guaranty Trust are $61,- 
114,842, according to the statement as 
of November 15. Should the Guaranty 
decide to increase its capital to $40,000,- 
000 the institution will have a capital 
and surplus of about $76,000,000. 

The matter of increasing the capital- 
ization of this company has been under 
consideration throughout the past year. 

A few months ago the National City 
Bank increased its capital from $25,000,- 
000 to $40,000,000, and it is understood 
that the Guaranty Trust Co. is “meeting” 
this raise. There has been keen competi- 
tion in the banking world for some 
years between the Guaranty and the 
National City. 
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Two views of the installation 
of Invincible Safe Deposit 
Boxes in the Dime Savings 
Bank, Detroit, Michigan. 


Security—Flexibility—Earning Power 


Security and earning power are the vital points for consideration in safe 
deposit box equipment. 


Invincible Safe Deposit Boxes are the highest development of these funda- 
mental principles available to bankers today. 


The patented ‘‘Lock Behind the Lock”’ (an exclusive feature of Invincible 
Boxes) guarantees the integrity of the individual box. This is accom- 
plished by a steel bar (an actual barricade) which backs up the outer lock 
and stops the intruder, regardless of his methods. 


Sectional construction permits enlarging the original installation in the 
least time, with less labor, and lowest cost. 


An installation of 30 Invincible Safe Deposit Boxes will yield an average 


annual cash return of 43%. At this rate, the installation will pay for itself in 
a little more than two years. 


A copy of The Invincible Catalog is ‘ready for you. Write for it today. 
You will be interested in it, if only from the standpoint of knowing about 
the latest development in safe deposit box equipment. 


INVINCIBLE METAL FURNITURE CO. 


MANITOWOC,’ WISCONSIN 


THE LOCK BEHIND THE LOCK 
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OUR FOREIGN TRADE 


Great financing corporation to help all 
lines of business is organized at meeting of 
country’s leading business men in Chicago 


HE Foreign Trade Financing Cor- 
poration with $100,000,000 capital 
and $1,000,000,000 capacity was organ- 
ized in Chicago on December 11 at a 
conference of business men representing 
finance, industry, farming and business. 
The committee on permanent organ- 
ization, which represents all prime lines 
of business, commerce, finance, and pro- 
duction, is as follows: 


John McHugh, chairman, New York; 
Herbert Hoover, Palo Alto, Cal.; Paul 
M. Warburg, New York; John S. Drum, 
San Francisco; James B. Forgan, Chi- 
cago; F. O. Watts, St. Louis; Lewis 
EK. Pierson, New York; Charles H. 
Sabin, New York; Arthur Reynolds, 
Chicago; J. R. Howard, Clinton, Ia; 
Thomas E. Wilson, Chicago; Fred I. 
Kent, New York; J. G. Culbertson, 
Wichita Falls, Tex.; Levi L. Rue, Phil- 
adelphia; Philip Stockton, Boston; Os- 
car Wells, Birmingham, Ala; Julius H. 
Barnes, Duluth; A. C. Bedford, New 
York; Herbert Myrick, Springfield, 
Mass.; Alexander Legge, Chicago; 
Joseph H. Defrees, Chicago; John S. 
Lawrence, Boston; E. M. Herr, Pitts- 
burgh; Roy D. Chapm, Detroit; John 
J. Raskob, Wilmington, Del.; Charles 
A. Hinsch, Cincinnati; Peter W. Goebel, 
Kansas City; Thomas B. McAdams, 
Richmond, Va.; John Sherwin, Cleve- 
_ land; George Ed Smith, New York. 


The personnel of this creative body 
was reported by the committee on plan 
and scope, John H. Fahey of Boston, 
chairman.. It is invested with full au- 
thority to add to its numbers and “to 
take all steps deemed by it necessary 
or appropriate to organize and bring 
into operation a corporation under the 
provisions of the Edge act, with a capi- 
tal of $100,000,000 for financing Amer- 
ican foreign trade.” 

Resolutions adopted by the confer- 
ence set down two guiding principles: 

“Extension of credit by the corpora- 
tion should be confined to countries 
where there is a stable government 
and where there is an assurance of in- 
tegrity of purpose. 

“Operations of the corporation should 
be confined to financing for the benefit 
of future foreign trade.” 

The latter principle emanated from 
the agricultural interests. Its purpose 
was to prevent the unloading of some 
of the “floating debt” of $3,500,000,000 
to $4,000,000,000 owed America by Eu- 
rope upon the new company. In other 
words, new foreign business instead of 
liquidation of old credits, piled up in 





seaboard banks, is what the new cor- 
poration is established for. 

The tone of the conference through- 
out was one of harmony and co-opera- 
tion among the groups from agricul- 
ture, banking, industry, commerce and 
ordinary business. It marked the first 
time farmers, bankers, and manufac- 
turers have pulled together on the 
problem of foreign markets. Union 
labor will be urged to participate in 
the subscriptions to get it in closer touch 
with the financing of industry. 

John McHugh of the Mechanics and 
Metals National Bank of New. York is 
to be head of the board of directors, 
without compensation. 

The argument hammered home dur- 
ing two days’ addresses by leading fi- 
nanciers and producers was set forth 
by Fred I. Kent of the Bankers’ Trust 
Company of New York. 

“The fact that the United States dol- 
lar is at a premium throughout the 
world,” he said, “or, to be more explicit, 
the underlying cause for this fact, is at 
the bottom of our trouble. ; 

“The principal and most disastrous 
effect lies in the brake put upon the 
distribution of the world’s products, as 
it is this stagnation in distribution which 
throws commodities on markets which can- 
not absorb them, resulting in the falling 
of prices at a dangerous speed, with the 
consequent enforced idleness of labor. 

“We are therefore brought face to face 
with the question as to how we can best 
extend: long time credits to Europe on a 
basis that enables her to reconstruct her 
industries and to other countries of the 
world, to enable them in turn to make 
advances to Europe for goods which they 
ean furnish.” 


WHY WE MUST KEEP 
UP OUR EXPORTS 


It should hardly be necessary at a 
time like the present, when domestic de- 
mand for goods has fallen off so sharply, 
to dwell upon the need for maintaining 
our export trade insofar as it is pos- 
sible to maintain it by extensions of 
credit. Even if domestic demand had 
not fallen, the necessity of preventing 
a sudden shrinkage in our exports would 
remain, because the country’s most im- 
portant staples are produced in quanti- 
ties to meet not simply our own demands, 
but the demands of the world. In 1919 
we exported more than a billion dollars 
worth of raw cotton, more than a billion 
dollars of meat products, nearly a bil- 
lion dollars of iron and steel, and nearly 
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a billion dollars of wheat and other 


breadstuffs. If our export outlet for 
these four items were suddenly cut off, 
the surplus would have to be sold in 
America, at disastrously low prices. 

It is with the aim of maintaining our 
export trade that the American Bankers 
Association has unanimously approved 
the report of its Commerce and Marine 
Committee, rendered after two years 
study of the importance of foreign trade 
to our domestic prosperity, advocating 
a $100,000,000 corporation under the 
Edge Act. Edge corporations are em- 
powered to extend long-term credit 
abroad, and to issue debentures to ten 
times their capital stock. This would 
give the proposed corporation a maxi- 
mum financial ability of $1,100,000,000. 

Since the Government ceased extend- 
ing loans to Europe, we have been com- 
pelled to finance our excess of exports 
with bank credit. This volume of short- 
term credit has now reached almost 
$4,000,000,000, and the banks of the 
country some time ago approached the 
bounds of conservatism and safety in 
supplying it. The credit which we ex- 
tend to Europe to buy our goods at this 
time cannot, by the very nature of the 
case, be repaid for several years. Con- 
sequently, this volume of short-term 
credit is cumulative and must be con- 
stantly renewed. The liberal extension 
of banking funds to finance a relatively 
permanent one-sided balance of trade has 
been one of the leading causes of the 
credit stringency, which in turn has been 
in large part responsible for the recent 
violent decline in commodity prices. All 
questions of banking theory aside, the 
country is now confronted with a fact, 
and that fact is that the banks are not 
in a position to continue such loans. 
Either our export trade must precipi- 
tately fall to meet our import trade, or 
the task of financing our export excess 
must be taken up by investors. 

It is because it will make this possible 
that the proposed $100,000,000 corpora- 
tion is needed. Owing to the foreign 
exchange rates, American investors can 
today purchase British-held securities at 
70 cents on the dollar, French-held secur- 
ities at 33 cents on the dollar, and 
Italian-held securities at 20 cents on the 
dollar. But the securities are not being 
bought; and the reason is largely that 
American investors are not educated to 
foreign investment; they have not, like 
British investors, acquired the habit of 
it. They feel themselves too uninformed 
on conditions abroad to judge the risk. 
A corporation such as that proposed 
would not only diversify the inventor’s 
risk, by enabling him to buy a single 
debenture of an American company se- 
cured by scores of different foreign se- 
curities, but it would assure him that 
each one of these securities had been 
taken only after thorough appraisemeni 
by experts sent to Europe to give their 
entire time to credit investigation.— 
Mechanics & Metals Nat’l Bank, N. Y. 
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WILLIAMS DEACON’S BANK 


LIMITED 


EsraBLisuep 1836 
MEMBERS OF THE LONDON BANKERS CLEARING HOUSE. 











$5 = £1 
Capital Subscribed yin a an 0,625,000 
Capital Paid Up es he oe 000 


Reserve Fund oe 4,500,000 


Deposits at 30th June, 1920... 189,000,000 


LONDON OFFICE : ~ 20, BIRCHIN LANE, E. 

MAMCRESTER OFFICE - - = - MOSLEY STREET 

a FIELD BOL a ee ROCH oe 

d 142 other Offices c manufacturing Districts of 

LANCASHIRE, YORKSHIRE CHESHIRE DERBYSHIRE 
and STAFFORDSHIRE. 


The Bank is prepared to act as Agents for American Banks on usual Terms. 
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THE NATIONAL PROVINCIAL AND 
UNION BANK OF ENGLAND, LTD. 


ESTABLISHED IN 1833. 


Head Office: 15, BISHOPSGATE, LONDON, E.C. 2. 


PRINCES ST. OFFICE: (UNION) 2, PRINCES ST., E.C. 2. 
LOMBARD ST. OFFICE: (SMITHS) 1, LOMBARD ST., E.C. 3. 
CORNHILL OFFICE: (PRESCOTT’S) 50, CORNHILL, E.C. 3 


The Bank has branches or Agents throughout the United Kingdom 
and Correspondents in all parts of the world. Undertakes the Agency 
of Country and Foreign Banks. Issues Circular Notes and Letters of 
Credit for all parts of the Continent of Europe, America and elsewhere; 
effects purchases and sales in all British and Foreign Stocks and Shares; 
collects dividends on Stocks and Shares; and the half-pay of Officers, 
Pensions, Annuities, &c. Trusteeships and Executorships undertaken. 


BRITISH, COLONIAL AND FOREIGN BANKING AND 
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LONDON JOINT CITY & MIDLAND 
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CHAIRMAN : 
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JOINT MANAGING DIRECTORS: 
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PEOPLES TRUST IN FINE 
NEW HOME 


The Peoples Trust and Savings Bank 
of Chicago will celebrate the New Year 
by moving into its spacious new quar- 
ters at the corner of Michigan Boulevard 
and Washington Street of that city. This 
expansion is further evidence of the re- 
markable process of this institution es- 
tablished in December, 1910. 

The bank’s new home was formerly 
known as the Michigan Boulevard build- 
ing, but its name has now been changed 
to that of the bank. The first and second 
floors and the basement will be occupied 
as banking quarters. The first floor 
will be used for the savings depart- 
ment and the commercial department. 
One of the best equipped women’s de- 
partments in Chicago will occupy the 
entire second floor. Safety deposit 
vaults will be installed in the basement, 
although it will be several months be- 
fore these are completed. 

The bank interior is finished entirely 
in white. The savings department is of 
white marble and the commercial de- 
partment of white enamel with ma- 
hogany trim and bronze grills. 

In order to provide further service 
to its patrons, the capital stock of the 
bank will be increased on January 1 
from $500,000 to $1,000,000. 

The Peoples Trust and Savings has 
enjoyed steady growth since its organi- 
zation ten years ago. During the past 
two years, the development of its savings 
department has been unusually rapid. 
Savings deposits have increased from 
$1,700,000 to $3,030,091 since December 
1, 1918. Total deposits are now ap- 
proximately $14,000,000, of which eleven 
million dollars. are in commercial ac- 
counts. 

Special efforts have been made in the 
past three years to develop the women’s 
department of the bank. Its new loca- 
tion on .Chicago’s famous Michigan 
Boulevard, adjoining the leading depart- 
ment store district will increase the 
importance of this service. 

The advertising department of the 
Peoples Trust and Savings furnishes a 
unique advertising service to banks in 
other cities, and the increased facilities 
will enable it to extend this. Portfolios 
of the bank’s advertisements are fur- 
nished to other banks requesting them, 
and reprints of each series, both of 
newspaper and magazine advertisements, 
are mailed at regular intervals. This 
service has been extended until more 
than five hundred banks outside of Chi- 
cago are receiving the advertisements. 

Earl Reynolds is president of the 
bank. Mr. Reynolds is the son of 
George M. Reynolds, president of the 
Continental and Commercial National 






























































































AFFILIATED BANKS: 


OVER 110 OFFICES IN IRELAND OVER 150 OFFICES IN SCOTLAND 












BELFAST BANKING CO. LTD. THE CLYDESDALE BANK LTD. 
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Bank of Chicago. The other officers are 
as follows: R. B. Upham, vice-presi- 
dent; H. T. Griswold, cashier; J. C. 
Armstrong, secretary; E. A. Hintz, 
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A. M. Speer, R. R. Olson, C. L. Pennell, | AT 


and J. Herbert Moon, assistant cashiers ; ‘ 
H. L. Schmitz, assistant cashier and L on d on C ounty W e stmin st er 
and Parr’s Bank Limited 


manager of the real estate department ; 
and C. A. O’Donnell, manager of the 
safe deposit vaults. 
ESTABLISHED IN 1836 





Chairman: WALTER LEAF, Esq. 
Deputy-Chairmen: SIR MONTAGU TURNER, R. HUGH TENNANT, Esq. 


($5 =£1) 
AUTHORISED CAPITAL - - - - $165,000,000 
PAID-UP CAPITAL - ~ - - ~ - ~ - 42,518,590 
RESERVE - - = ~ ~ ~ - - “ 43,750,000 
(30th June, 1920) 

Current, Deposit and other Accounts - - - - $1,613,231,500 


Head Office: 41, LOTHBURY, E.C. 2. 
Chief General Managers: F. J. BARTHORPE, JOHN RAE 
Foreign Branch Office: 82, CORNHILL, E.C.3 ~ 


BELGIAN BRANCHES 
ANTWERP: 41, Place de Meir BRUSSELS: 114 and 116, Rue Royale 
SPANISH BRANCHES 
BARCELONA: Paseo deGracia 8 & 10 BILBAO: Gran Via 9 
MADRID: Avenida del Conde de Penalver 21 and 23. 
VALENCIA (Alfredo Calder6én 13 & Pascual y Genis 6) 
AFFILIATED IN FRANCE 
London County Westminster and Parr’s Foreign Bank Limited 


PARIS: 22, Place Vendome BORDEAUX: 22 & 24, Cours de I’Intendance 
LYONS: 37, Rue dela Repubblinee os MARSEILLES: 29 Rue Cannebiere 
N : 6, Rue Lafayette. 


AFFILIATED IN IRELAND: Ulster Bank Limited 


All cheques on the Ulster Bank will be collected 
for Customers of this Bank, free of Commission 
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FREDERICK J. TEICH 


Frederick J. Teich has achieved a 
wide reputation in Chicago and the 
Central States as a bank architect and 
engineer. He has designed several at- 
tractive bank buildings, among which are 
the following: 

Rogers Park National Bank, Chicago, 
Ill.; Curtis Trust Co. Bank Building, 
Grant Park, Ill.; Farmers State Bank, 


Annawan, Ill.; American Trust & Sav- 
ings Bank, Hammond, Ind.; State & 
Savings Bank, Lawler, Iowa. : 
Pe ET Head Office : 71, LOMBARD ST., LONDON, E.C. 3. 


American Bank Note Co. is expected ($5 = £1) 
to earn approximately 35 per cent on CAPITAL SUBSCRIBED- $353,396,900 


its common stock for 1920. This is CAPITAL PAID UP_ - 70,679,380 
equal to $17.50 a share on its 89,914 a 
shares of common stock, $50 par value, / RESERVE FUND - . 49,886,410 
nearly six times the $3 dividend being ‘ DEPOSITS, &c. - - 1,621,541,195 
paid on that issue. . . s 

Earnings in the second half of the ADVANCES, &c. 821,977,505 
year are keeping pace with those re- 
A le ge RR THIS BANK HAS ABOUT 1,500 OFFICES IN ENGLAND & WALES. 
earnings of $717,722 were shown for the Colonial and Foreign Department : 17, CORNHILL, LONDON, E.C. 3. 
junior issue, equal to $8.97 a share. 

Profits equivalent to $17.50 a share 
on the common stock would be the largest 
yet reported by the company in any one THE NATIONAL BANK OF SCOTLANDLTD. THE LONDON AND RIVER PLATE BANK LTD. 
year and would compare with $10.22 a : i _Auziliary: 
share earned in 1919, the best showing LLOYDS AND NATIONAL PROVINCIAL FOREIGN BANK LIMITED 
up to that time. v 


The Bank is represented by Branches or Agents in all the Principal Cities and 
Towns of the United Kingdom and has Correspondents throughout the World 


EXECUTOR AND TRUSTEE DUTIES UNDERTAKEN 
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Everybody’s Friend 


“Aren’t you afraid America will be- 
come isolated?” 


“Not if us farmers keep raisin’ things Hotel METROPOLE RIVIERA 
the world needs,’ answered Farmer 


Corntossel. “The feller that rings the New. All Latest Comforts eR AN CE 
dinner-bell never runs much risk of bein’ 3 minutes from Sea Front and Casinos. 
lonesome.”— Washington Star. 
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Roosevelt Joins Fidelity 

At a meeting of the Board of Di- 
rectors of the Fidelity and Deposit 
Company of Maryland, held this af- 
ternoon, Franklin D. Roosevelt, formerly 
Assistant Secretary of the Navy and 
Democratic candidate for the Vice-Pres- 
idency, was elected a vice-president of 
the company. Mr. Roosevelt will assume 
charge on January 1 of the company’s 
activities in New York at 120 Broadway. 

The directors also declared the reg- 
ular quarterly dividend of four per cent. 

Mr. Roosevelt returned recently from 
a vacation in Louisiana to confer with 
officers of the surety company with which 
he is now affiliated. 

Mr. Roosevelt, who is not yet 38 years 
old, distinguished himself in the Navy 
Department, both before and during the 
war, by his capacity for organization, 
and his work in this connection is ap- 
preciated by all parties. He also was 
in charge of naval demobilization on the 
other side in January and February of 
1918. 

Franklin Delano Roosevelt was born 
in Hyde Park, Dutchess County, N. Y., 
and is a cousin of the late Theodore 
Roosevelt. His wife is a daughter of the 
late President Roosevelt’s brother Elliott. 
He is a graduate of Harvard (1904) and 
of the Columbia University Law School 
(1907). He was admitted to the New 
York bar in 1907, and was associated 
with Carter, Ledyard and Milburn. 
In 1911 he became a member of 
the firm of Marvin, Hooker and Roose- 
velt. Like his cousin Theodore Roose- 
velt the elder, he made his entrance to 
public life by way of the Legisla ure 
of New York State, having been elected 
to the Senate in 1910. He was re- 
elected, and on March 17, 1913, resigned 
to become Assistant Secretary of the 
Navy. 


The Sinews of Travel 







Money gives strength for the journey and 
comfort by the way. If you use and recom- 
mend to your customers 
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Association eques 
you can rest assured as to the safety of your 
money, and theirs. 

Upon arrival abroad — because of arrangements 
made by the Bankers Trust Company’s Foreign 
Service—you may exchange the “A-B-A” Cheques 
you take with you for other “A-B-A” Cheques 
payable in pounds sterling, francs, lire, etc., at the 
rate current on the day of exchange. 


































**See the World on ‘A-B-A’ Cheques” 


Issued in denominations of $10, $20, $50 and $100 
in convenient wallets. Full particulars from 


BANKERS TRUST COMPANY 


NEW YORK CITY 
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10,000,000 Tires Unsold 


While the same factors have operated 
to affect the tire business as affected the 
the automobile business, it was the activ- 
ities of the dealers in “seconds” which 
probably precipitated the worst diffi- 
culties of the tire makers. Had the 
dealers in tires shown the same aggres- 
siveness in forcing the sales of their 
wares as was shown by the handlers of 
“seconds,” tire manufacturers say there 
would not have been the same large 
stocks of tires undistributed throughout 
the country as exist at the present day. 

According to an official of one of the 
leading companies there are probably 
10,000,000 to 11,000,000 automobile tires 
unsold in the United States. Distribu- 
tion of hundreds of thousands of these 
tires has been delayed by the sale to car 
owners of seconds by dealers in that 
class of shoe who were quick to see the 
opportunity presented by the threat of 
depression indicated by the cessation of 
free selling of motor cars. 



















N May 1874 the first Time 

Lock ever used was attached 
to a vault door of The First 
Nat’l Bank, Morrison, Ill. It 


was a Sargent. 






















Established in 1865 we are still 
the leaders in the manufacture 
of Bank Locks furnishing the 
highest types of security. 


















Time Combination srs: Locks 


SARGENT & GREENLEAF, INC. 
ROCHESTER, N. Y. 
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ANNOUNCING 
A NEW 
Selective Advertising Service 


EDWIN BIRD WILSON 


INCORPORATED 
NEW YORK CHICAGO 


An organization that has won its position in financial 
advertising solely on the quality of its work for many 
prominent banks and trust companies in the large 
centers, from coast to coast, 


NOW OFFERS 


its services under a new plan to one banking institution 
in each of the smaller cities and towns, at a cost com- 
mensurate with its appropriation. 


This NEW Selective Service for Banks and Trust 
Companies is a complete advertising plan for one year, 
full of new ideas, with all the materials necessary to 
carry it out. 


A QUALITY SERVICE 
FOR QUALITY BANKS 


- 
a 


e 
USE THE COUPON as EDWIN BIRD WILSON, 
. on? Incorporated 
The prompt return of the attached at 81 East Madison St., Chicago 
. . . es 
coupon will give you an opportunity ¢° Weare interested and, without obligation 


‘ A 8 on our part, we wish to see the NE 
to see this unique expert service. , Sontivn Matsa: 


¢ 
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A DAY IN 

“THE HADES NATIONAL” 
(Continued from page 21) 

window Jones saw the man make a flying 
jump aboard a white mule from the’ 
stern end, and the twain dashed away 
in a cloud of white dust. Hector grabbed 
Jones by the arm and hurried him up to 
the tower, where the bank official snatched 
up a telescope and trained it far ahead 
of the flying white mule. Suddenly he 
handed it to Jones. 

Far away Jones caught sight of an- 
other mounted man whose animal was 
making long leaps in an effort to shake 
off the white mule. 

Hector shook his head and looked at 
Jones. “He’s got too much lead, but the 
guard and the white mule may run him 
all night.” 

“Murderer?” inquired Jones. 

“Worse,” snapped Hector, “he’s the 
only man that ever got an overdraft on 
us—overdrew $4 and claimed as they 
always do that he’d made a mistake in 
figuring.” 

“IT hope the guard gets him before 
sundown.” sympathized Jones in a whis- 
per as he took his eye from the tele- 
scope. 

“T look forward to the day I get that 
overdraft feller’s pelt, Mr. Jones; in 
this mild climate our ledger covers wear 
out fast. We need a new skin cover 
right now.” 

Jones nodded. 

At three o’clock the guard returned 
on the white mule, came in and threw 
a disgusted eye on Hector before going 
up to the tower. 

“Better luck next time, Tom,” Hector 
ealled after him, and reflectively knocked 
the ashes from his cigar. 

Fickle fate had ordered that Jones 
was to see the tower guard in action 
twice that day, an uncommon event as 
Hector told him from a spot remote 
from the bank that evening. 

Business had been light in the after- 
noon and Jones and Hector were -swap- 
ping stories of the old days in the States 
when a sound like the long roll of a 
snare drum came suddenly to their ears. 
On the end of it the guard slid into the 
room. He had made the descent of the 
stairs on his pistol pocket, and Hector 
hopped to his feet at sight of him. 

“Tnjuns or a tornader?” yelped Hector 
in a high voice, snatching a six-gun from 
under the counter with one hand and 
reaching for the key to the cyclone cellar 
with the other. 

“Bank Examiner!” stated the tower 

ard. > 

“Everybody help sling the cash and 
books into the vault!” ordered Hector. 
“Everything’s as straight as a fiddle 
string but I don’t aim to sit up with 
that wart on society till ten o’clock to- 
night.” 

“Then they’re just the same down 
here?” Jones took time to gasp .as he 
struggled with the three ledgers. 


























Banks— 


that “measure up” 
























In times of unusual economic con- 
ditions it is the unusual Bank 
which ‘‘measures up’’ to every 
requirement. 
















In Minneapolis, The First National 
Bank, with its vast resources of 
over One Hundred Million Dollars, 
stands as a tower of financial 
strength, serving with ability and 
keen intelligence the business of 
the Northwest. 




















Distinctly this is a Bank 
which “measures up” 


FIRST NATIONAL BANK 


MINNEAPOLIS 
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7% First Farm Mortgages and Bonds 
Investing Is a Science 


The making of profitable investments which are thoroughly safe is 
ascience. Like other sciences it can be reduced to a few funda- 
mentals. This we have done in our booklet, “The Science of Safe 
and Profitable Investing.’’? You should possess a copy of this booklet. 
























Write for current offerings netting 7% 
made upon income-producing farm lands. 


PETTERS AND COMPANY 


Bonds and Farm Mortgages 


938 McKnight Building MINNEAPOLIS, MINNESOTA 
NEVER A LOSS TO ANY CUSTOMER ‘ 
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“Huh!” snapped Hector in disgust. 
“He’s three mile off yit,’ mentioned 
the tower guard extracting a sliver from 
his rear person. 

“Take it easy, boys, and do it 
thorough; we can get to the cyclone 
cellar all right ’cause it’s on the other 
side of the building from the way he’s 
coming, and it ain’t so dry down in there 
as you’d expect, Mr. Jones. 


“That so?” chuckled Jones as he ab- 
sently carried a chair into the vault in al AT IO NAL 

The American National Bank of Mt. Oa Bele C Oe OF N EW : ORK 
Carmel, Illinois, goes on record for set- Established 1851 
zanine floor of its new building, where “ , ~ 
young couples may be married—with- E d al | | i j { } 7 q () ole 
out expense, and by a minister of their iv sar eA 
the bank employees stand ready at any 
time to assist in preparations for the 

My) fen ee 

entertain their friends at a wedding oe ics 
dinner, the bridal room is also equipped 

J. M. Mitchell, president of the bank, ee 
voiced the following explanation re- ite! bah palette 
the young people who are married in iii aieaieal ert!) SE 
public places, often having no suitable Bed tee 
be a good idea to provide a respectable 
room with the proper privacy.” CHARLES H. HAMPTON 


the confusion. . nN N K 
Latest in Bank Service 
ting aside a special room on the mez- 
choice. And, what is more astonishing, s y il iy 1 ( ( { ae) 
SurplusessProfits 000. 
wedding. If the newlyweds wish to 
for such functions | WILLIAM WOODWARD 
cently: “I’ve seen so much comment on 
place at home, that I thought it would JOSEPH BYRNE WILLIAM 
As further evidence of the bank’s stad 


DONALD 


GEORGE E. LEWIS 


efforts to promote the welfare of the HENRY P 
town’s future citizens, it promises to 
open an account and make the first de- 
posit as a gift to the “first born” of 
the couples married in this room. 


TURNBULL JAMES P. GARDNER 


WILLIAM E. CABLE R FRED A THOMAS 


The Profit of a Loss 

One reason why Henry Ford can make ROBERT 
low priced motor cars lies in his ability 
to capitalize his company’s reputation. 
A striking instance is his contract with 
the Champion Spark Plug Co., which has 
supplied his cars with plugs since 1911. 
Up to date, this privilege has cost the 
Champion Co. half million dollars. Be- 
sides this voluntary donation, it has in 
the same time spent another half million 
for advertising. And the replacement 
business it does among Ford owners 


justifies the whole expenditure. So real | ECONOMICAL FILING 






















NEILLE y 


CorNassau§ Pine Stret ts 


strained a competitor from imitating 
Champion’s Red X trademarked box and 
styling its product a “Standard Ford 
Plug.”—Wall Street Journal. 
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Corrugated Fibre Board — 
Box-office Man—I forgot to collect Folding Boxes for Storing PATENDS PENDING Clean Up Your 
7 = tax when you bought Deposit Slips Vaults 
. Cance! ts * 7 . 
Patron—Well, I’m not amused; I’m Cashier’s Checks Easily erage (tenga oy in order 
bored. General Tickets 








Pass Books, Etc. Write for our booklet “Economical Filing’’ giving prices and list of users 
Bankers Box Company. Inc., 536-538 S. Clark St., CHICAGO, U.S. A. 


Box-office Man—Oh, I beg your par- 
don! Dissatisfaction tax is three cents, 
sir.—Film Fun. 


Readers will ‘confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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BOOSTING THE COMMUNITY AS WELL AS THE BANK 


HE Barnett National has been do- 

ing a lot of excellent newspaper 
advertising to promote the interests of 
its community, a policy in line with that 
of other progressive banks. The Bar- 
nett National recently carried a news- 
paper display, a skyline 
of Jacksonville as the 
heading with an ocean 
liner in the foreground. 
Underneath is the com- 
mand “Tell the World of 
Jacksonville.’ Then are 
set forth the advantages 
to be gained from the 
united efforts of Jackson- 
ville banks and citizens 
to boost their city. Some 
of the important and re- 
cent commercial transac- 
tions in Jacksonville are 
named, followed by three 
rules for conduct for the 
loyal resident: 

Know your city. 

Encourage your 

neighbors to know it. 
Make it a part of = 
your conversation. 

At the bottom of the 
ad in one corner is the 
official weather record of 
the city showing its 
equable climate. In the 
other corner the bank 
states its willingness to 
supply miniature photo- 
graphic copies of the ad- 
vertisement for use as 
enclosures in letters go- 
ing out from Jackson- 
ville, Florida, to other 
parts of the country. 


N advertising cam- 

paign “to sell Rich- 
mond to Richmonders, Virginians and 
others” is in swing under the auspices 
of the American National Bank of Rich- 
mond, Virginia. 

A full page advertisement in the 
newspapers, setting forth the financial, 
commercial, industrial, geographical and 
historical value and interest of Rich- 
mond, Virginia, proved a good opening 
gun. This was followed by the bank’s 
monthly thrift letter, stressing the same 
points, which was not only spread 
broadcast by the bank, but enclosed in 
the letters of a number of firms con- 
nected with the bank. 

The advertisements then took a more 
personal form. Addressed to the 
officers and employees of big industries 
in the city, and showing the value of 
each industry to the community and to 


ty, the encouragement of civ pride and the general 
oellase of ty comatsewacy, heres southeastern depot. 
a a cty progresses to do) buumens sterests 
advance. Ie wo place ix the growing prowperity of & 
cy reflected move lamgbly that ae basis 
Se bor venta mastuaty advantages af lor wt 
hab remem. d yon wil 6 bak abonde advertne ts 


Jochen 4 ity of unlamited advantages but 
ene Jachaceriie prope real these ahvactages the 
tee corm very well capital pe As eppertunaties 


‘Let we all co-operate to tell the world why Jack 


This copy occupied full page newspa 


the State, and of course suggesting the 
value of the American National Bank 
to each industry, these advertisements 
appeared in the daily papers three 
times a week for twelve weeks. The 
campaign is not yet over, and its de- 


TELL THE WORLD OF JACKSONVILLE 


‘Dhan writing’ to friends tm other cities let's tell 
them that the Ford Mitor Company has purchased © 
hall city block meas our watertromt aad wil entabheh 


Let's tell chem that Childs, with one restaarant 
here, has recently bought (something wmumal for We eteng tees 
hades) property cut dewetown dst! upon whech 
0 evtablinh « second 


Let's tel them that the Wechester Repeating 
‘Arma Company has beased praperty on Fornyth street 
aod wil shorthy have 4 Jactsonrie house, 


Let's tall them that the Crane Company. gant of 
all pants m heavy pape and hitmes. have already ew 
greed olfces the mew Hall busking preparatory te 
ettabhahang @ Jechscevile & yuembo beaech hose 


Let's tell them that Leonard Faxpairich Mueller, 
Lec. department store magnates operating LF M. 


FARE pert aod sts growing emportamce among the baer 


ness centers of 


OUR BANK IS TRYING EARNESTLY TO DO ITS SHARE 


THE BARNETT NATIONAL BANK 


message of optimism and conviction 


velopment is being watched with interest 
by other banks. 


HE First State Bank of North Jud- 

son, Indiana, worked out an at- 
tractive method to advertise the bank 
and at the same time to provide catchy 
informative service to the community 
and to the traveling public. The bank 
erected a signboard 12 x 30 feet and on 
it painted a map which shows all of the 
main improved highways leading into 
North Judson. The map emphasizes 
the importance of the town as a railway 
center and the four railways that enter 
through it are shown. Along the im- 
proved highways the bank has erected 
substantial road guards as a protection 
against ditches. These guards carry the 
name of the bank. 


Lats tel them thar Leggett has purchased two 
dreg stores oo Jac hsomvile an! uagaibed & widkngnens 
te bey others, 


Let's tell them that S.A. Lymch. moving pictore 
menace, nd weurpemed m bumem jedgeent, 
has vecenthy purchased eutright for cash ase of our 


Bi we have space ie the letter let's tel them. by 


You need not tah hike an Arlanta mas io « sok 
ing room. But set to i that those about you gain « 
lasing mpression of Jacksonville's varied attractaons. 


space and carried a 


HE Fort Dearborn National Bank 

of Chicago, has been running a 
series of attractive ads proclaiming the 
industrial advantages of Chicago. The 
copy has appeared in newspapers and 
magazines and has gained wide-spread at- 
tention because of the ex- 
ceptional treatment of the 
civic appeal. This general 
method of advertising the 
city and at the same time 
gaining recognition for 
the bank is being used 
more extensively than 
ever by big and little 
banks. The Northwestern 
National Bank of Minne- 
apolis, for example, 
worked out an excellent 
series of ads on the de- 
velopment of Minneapolis 
and the great Northwest. 
The Bank of Manhattan 
Company, of New York, 
reveals its splendid his- 
tory in an admirable way. 
This bank has exerted an 
extraordinary influence in 
the up-building of East- 
ern industries. Not long 
ago the First Hamilton 
National Bank of Ft. 
Wayne, Indiana, ran a se- 
ries on the rapid indus- 
trial and mercantile 
growth of the community. 

Since a bank is among 
the principal factors in 
the welfare of its neigh- 
borhood, there are count- 
less ways of adapting 
this community appeal 
both in newspaper and 
magazine advertising and 
in direct-by-mail adver- 
tising as well. 

The Marine Trust Company, at Buf- 
falo, issued a handsome brochure not long 
ago, containing a series of ads that de- 
picted the remarkable industrial resources 
of western New York and the Niagara 
frontier—a territory that is admirably 
served by this banking institution. 

Now, what these large banks are doing 
to bring their communities before the 
public eye, so also the smaller banks will 
find it profitable to analyze the industrial 
and mercantile activities of the town and 
to embody this information in the 
printed appeal. Advertising of this 
character never fails to attract and 
stimulate individual interest in the com- 
munity welfare. And as the bank can 
upbuild the business activity of its com- 
munity it is contributing in a corre- 
sponding degree to increased deposits. 
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Good light is as necessary as fresh air. 


The poorly-lighted room, like the 


illy-ventilated room, undermines health, impairs individual efficiency, creates 


restiveness and discontent. 


The latest contribution made to the increasingly-important cause of proper 
artificial lighting is THE REFLECTOLYTE, because this superb lighting fixture - 


provides maximum returns at minimum cost. 


WHY EVERY BANK NEEDS 
REFLECTOLYTES 


For the Banker 
REFLECTOLYTES deliver a large volume 


of soft light at minimum current expense, and, 
because of their dustless construction will al- 
ways be found ready to deliver maximum 
illumination regardless of the length of inter- 
vening periods of non-use. 


For the Employee 
REFLECTOLYTES improve working con- 


ditions and aid efficiency by diffusing uniform, 
soft, clear light, restful to the eyes and nerves, 
—to desk and table levels. 






A BIG BUILDING’S EQUIPMENT 


For the Customer 

REFLECTOLYTES contribute ‘to the 
cheeriness of the bank lobby, eliminate gloom 
from the atmosphere, and offer a cordial wel- 
come to every depositor. 

REFLECTOLYTES add vastly to prompt 
and efficient service, and promote Customer- 
Good-Will. 

REFLECTOLYTES dispel that air of mys- 
tery and cold formality which so frequently 
pervades the interior of dimly lighted Bank- 
ing Rooms, and reflects a cordial and courteous 
Bank Personnel. 


“Supreme” REFLECTOLYTES were installed in the magnificent new ten-story home of the 
United States National Bank, at Denver, Colorado, because of their demonstrated superiority for 
consistent service and remarkable economy of operation. 


“Supreme” REFLECTOLYTE EQUIPMENT can be furnished for any bank, large or 


small. Ask for Catalog. 


THE REFLECTOLYTE COMPANY 


914-C Pine Street 


Readers will confer a@ favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


ST. LOUIS, MISSOURI 
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HELPFUL POINTERS FOR 
THE AD WRITER 


HE Irving National Bank, of New 

York, has adopted a list of “Four- 
teen Don’ts” as a guide for the copy 
writers in its advertising and publicity 
department. These happily expressed 
bits of advice condense the experience 
of the bank in preparing copy. They 
will be found useful by all copy writers. 
Here they are: 

Don’t shoot wildly in advertising or 
publicity effort. There should be an 
objective just as in other departments of 
business endeavor. 


Don’t forget that a bank has something 
to sell. Find out what that something is 
and use advertising and publicity as 
definite details in a sales campaign. 

Don’t turn out anything but the high- 
est quality of copy reasonably possible. 
This is worth while, even though it limits 
the field of effort somewhat. 

Don’t overstate your case. If you do, 
the result may be to suggest comparisons 
with other competing institutions which 
will not be favorable to your institution, 
and the final effect of which may be the 
advertising of your competitor. 

Don’t forget that the individual you 
aim at is not obliged to read your stuff. 
The problem is to make him read it and 
like it. 

-Don’t advertise as accomplishments 
things which in reality are only pros- 
pects. There comes a day of accounting 
in advertising as in other things. 

Don’t advertise in a field in which you 
are not prepared to conduct a selling 
campaign. Synchronize your sales ef- 
forts. 

Don’t forget that it is the selected 
tone of your institution which should be 
the predominant characteristic in adver- 
tising effort of all kinds. Try to make 
yourself believe that the other fellow 
has assigned to you a desirable part, then 
play up to it. 

Don’t underestimate the intelligence 
of the man who is supposed to read your 
copy. Naming your institution in every 
other paragraph is not quite so raw as 
“trading horses in church,” but it gets 
into that general class. 

Don’t “kid” yourself into the belief 
that copy which looks good to-you will 
be effective. Whether it looks good to 
the reader is the test and should be your 
guide. 
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Don’t be a “copy-cat.” Banking and 
business are being revolutionized now- 
adays. Intelligent advertising should 
strive for a place fairly well up in the 
procession. 

Don’t always try to beat the other 
fellow at his own game. Frequently a 
study of what he is doing is the best 
guide as to what you should not do. 

Don’t make the mistake of believing 
that any intelligent business man can 
write copy. It is a specialty. 

Don’t mix things up too much. The 
copy put out by your institution should 
be generally uniform, but this should not 


-be carried to the extent of monotony. 


BANKER’S SUGGESTIONS 
TO PROMOTE THRIFT 


The following interesting letter on 
“The Bankers’ Relation to the Public” 
was written recently by A. S. Helquist, 
vice-president of the Liberty Trust and 
Savings Bank, Chicago, to Fred W. 
Ellsworth, vice-president of the Hibernia 
Bank and Trust Company, New Orleans: 

“Your address at the Washington con- 
vention of the A. B. A. has been read 
with interest, and it occurred to me that 
the big work for the American Bankers’ 
Association is to collectively and ac- 
cumulatively advertise to arouse a na- 
tional interest in the wisdom of thrift. 


One hundred millions of individuals | 


must have education, advice and en- 
couragement on the subject of thrift, 
and a start on the road to success seems 
to be a bankbook. 


“Tf the American Bankers’ Association 
could get behind one slogan and use this 
throughout the year, I believe that we 
would, each and everyone of us, receive 
the benefit of this collective and accu- 
mulative advertising. May I suggest the 
following slogan: 

‘A Bankbook for Every Member of the 

Family in every American Home.’ 


“If the members of our association 
would use this on their letterheads and 
in all their publicity and advertising, I 
believe that this would be a great force 
behind this slogan, and if it is properly 
advertised by our association, this would 
soon become a byword with the nation, 
and if we designated a certain day as 
Inventory Day for the people of Amer- 
ica to take inventory of their bankbook, 
I am sure that the dividends would be 


sy 
). \\ Wig 


very large. Even the great trust com- 
panies of America could carry on these 
slogans, because the small saver of to- 
day is the investor of tomorrow. 

“You know that everywhere and al- 
ways, it is the men behind the guns who 
win or lose a battle. Their courage, skill, 
enthusiasm and efficiency fix the outcome. 
I feel confident that if you got behind 
this movement as outlined in this letter, 
together with a slogan to be picked up 
by every banker in America, you will 
have done something toward making 
thrift a nation-wide movement. 


“My idea of the banker who does not 
advertise the functions of his bank to 
the people of his community, is one who 
is not keeping pace with the times, and 
could not be considered progressive. 

“T am sure that you agree with me that 
the banker of today is the man who 
concerns himself about community af- 
fairs, believes in community co-opera- 
tion, and has a department in his bank 
sometimes called ‘Special Service De- 
partment’ that does whatever comes 
next.” 


TRUST COMPANY ISSUES 
EXCELLENT BOOKLET 


“Phe Old Fashioned Executor,” an 
attractive booklet published by the Na- 
tional Trust Company, Limited, of 
Toronto, includes a series of twelve ad- 
vertisements on trust management that 
is a worthy contribution to the develop- 
ment of this important branch of bank- 
ing. 

The appeal was made in each case by 
contrasting the personal executor of 
colonial days with the trust company of 
today. Each message is set in a panel 
having an appropriate illustration as a 
background. 

The first advertisement entitled, 
“When Personal Executorship Flour- 
ished,” conveys the following message : 

“Business in the days of old Up- 
per Canada. was not so complex as 
it is nowadays in the federated 
Provinces. Then cities were small 
and isolated. Communications were 
different. Interests were more 
purely local. 

“Tt was possible then for a man 
to attend to his own business and 
still to have some time left to give to 
business for his friends. 
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“Yet even then personal executor- 
ship had its disadvantages; and now 
the disadvantages of person admin- 
istration are even greater. Have 
you considered them? We are glad 
to mail anywhere our booklets de- 
scribing how the modern trust com- 
pany has overcome them.” 

The advertisements recall certain dis- 
advantages of personal executorship, 
such as: “When the Old Fashioned 
Executor Travelled;” “He Cannot be 
Seen—He’s Ill;” “Confusion,” which 
which follows his death; “An Executor 
Should be Financially Responsible;” 
“Was He Incompetent?;” “His Busi- 
ness Facilities were Limited;” “When 


' the Heir was Twenty-One;” “A Friend 


of the Family?;” “Why Burden Your 
Friend?;” “The Lost Will;” and the 
last of the series, which reads: 
“The Old-Fashioned Executor was 
Conscientious 
“But he was often busy with other 
matters, often away when needed, 
sometimes ill. Frequently he was 
not financially responsible. Disas- 
trously often he died before the 
estates in his care were distributed. 
Above all, he was likely to lack 
training. 


‘ “Tn anyone managing property as 


trustee, honesty is taken for granted. 
But it has come to be accepted that 
honesty alone is not sufficient. Per- 
manence, facilities, organization and 
experience are all necessary. The 





yo the grounds for refusal are justified or not, your 
export customer is placed in a difficult position when a 
documentary draft on a foreign buyer is dishonored. It is in such 
emergencies that the Irving Foreign Service Departments demon- 
strate their capacity and initiative. 





trust company has these advantages ; 
and in addition it offers a degree of 
responsibility unattainable by all 
but exceptional individuals.” 

This series ef advertisements deserves 
the consideration of every American 
trust executive. 


ILLINOIS: BANKERS URGE 
CHECK STANDARDIZATION 


Another step toward standardization 
of banks’ forms was taken recently when 
H. R. Aisthorpe, chairman of a com- 
mittee assigned to that work in the Illi- 
nois Bankers Association, addressed a 
letter to all member banks in that state 
announcing that the committee had ap- 
proved the following as standard sizes of 
checks, and recommended that in future 
purchases the following sizes be con- 
formed to: 


“Bank drafts, cashiers checks, cer- 
tificates of deposit, and special cus- 
tomer’s checks—83g x 314 inches. 
“Customer’s checks—8%4 x 3 1-16 
inches. 

“Pocket checks—6 x 25% inches.” 


Samples of the checks “as they will 
pass through the banks and not as the 
lithographer would make the book com- 
plete” are enclosed with each letter. 
Sizes of check stubs have been left to 


each banker, but recommendations were 


made by the committee for each check. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


Not only is the refusal reported 
at once, but immediate provision is made through a resident cor- 
respondent for clearing, warehousing and insuring the merchandise. 
Then the Irving, advising with the shipper and acting under his 
instructions, arranges for the sale or other disposal of the goods. 
A collection anywhere over-seas is expedited by direct transmission _ 
of the draft and accompanying documents to a carefully selected 
and well established correspondent bank on the spot. 


IRVING NATIONAL BANK 


WOOLWORTH BUILDING, NEW YORK 


The letter closes with the following 
comment, “. . . .if the reeommenda- 
tions of the committee are uniformly 
adopted by the banks, much economy in ~ 
the cost of supplies and more efficiency - 
by transit department will be accom- 
plished.” 


Bank Loans on U. 8S. Collateral 

The Comptroller of the Currency’ has 
notified all national banks that the reg- 
ulations whereby national banks may 
lend upon government obligations in 
an amount in excess of ten per cent 
of the aggregate amount of the capital 
stock and surplus, until December 21, 
1920, have been amended so as to permit 
this privilege until June 30, 1921. 


The Gary State Bank of Gary, Ind., 
has increased its capital stock from 
$100,000 to $200,000, preliminary to the 
erection of a new bank building. 

Permission was issued by the state 
auditor to issue the additional $100,000 
of capital stock by the bank. 


The Citizens State Bank, Genoa June- 
tion, Wisconsin, will build a new banking 
home next spring. The structure will 
be of brick, fireproof, one story high, 25 
x 64, and will cost $25,000. Plans have 
been drawn. 


' . 
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Graphic Power of Compound Interest 


The Washington Mutual Savings Bank 
of Seattle, Washington, has issued an 
attractive four-page folder designed to 


show the power of compound interest. 


S.T.KIDDOO - President A w. AXTELL, Assistant It is entitled, “Have YOU a Sleeping 
. . 9 ashier ° 99 a . . 
G. F. EMERY, Vice-Pres. L. L. HOBBS, Asst. Cashier Giant? The following story serves 
J. _L. DRISCOLL, Asst. to 


; H. E. HERRICK, Assistant the double purpose of maintaining the 
President Cashi ° aan cs ee 
— reader’s interest and also explaining the 
D. R. KENDALL, Cashier es Cc. L. WISTRAND, Assist- 


ant Cashier advantage of savings deposits: 


The man who allows his money to re- 
Resources over main idle has a sleeping giant as COM- 


$2,250,000 $25,000,000 |} 1 te wut atow tnis lant to work fo 


him he will soon find himself on the road 


Capital and Surplus 


to success and wealth. 


Greetings HOW THE GIANT WORKS 


A young man twenty-five years of age 
Looking forward to the New Year as one of promise for had accumulated two thousand dollars by 
better business and marketing conditions and of in- 


2 : ns and of hard work and saving: He thought that 
creased confidence in our government and its institutions, he had saved a sum large enough to have 
we extend to our friends and customers our best wishes a good time so he seriously considered 
for a full measure of happiness and prosperity. discontinuing work and saving until he 

had his ‘‘fill’’ of spending. One of his 


TH E LIVE STOCK EXCHANGE BAN K friends in a Bank, however, showed him 
NATIONAL that his money would double in 14 years 
and thirteen days if he left it in a Mutual 
OF CHICAGO Savings Bank and allowed it to accumu- 
late at five per cent compounded semi- 
annually. (We have never paid less than 
this rate of interest.) His friend also 
showed him that if he allowed it to re- 
main undisturbed at this rate, it would 
amount to $5,370.12 when he reached 45; 
A Proved $8,799.58 at 55, and $18,457.72 at 70, so 
And Tested he finally decided that it was worth while 
Aid in to continue to work and save. 


; ; Additional examples follow, also “Fine 
Securing Savings Reasons for Our Success.” This cir- 
cular will undoubtedly be a profitable 
wry Gl your ledgers addition to the Thrift campaign of the 
with a lot of inactive Washington Mutual. 
one dollar novelty savings ae 
an ene nn te Ruling on Tax Deductions 
my Satie’ bane ‘ieee The Revenue Department has ruled 
your bank and the depositor, that no distinction may be drawn be- 
is the measure of their worth. tween national banks and state banks 
a) 2a or _ . PP «sg ar ngaat features paying taxes upon the value of the 
= the right size to slip into the pocket or handbag. Has pivot swing capital sock and that wiewe 2: teak i 


ttom, no hunting around for parts when in a hurry. Your bank’s required by law to pay taxes assessed 
name is in full view on the side rather than the top. Coin slot takes 
paper money without mutilation. 


The present demand for these banks is greater than ever before. 
find them profitable in your savings department. 


ie 


upon the value of its shares of capital 

stock and the state statute requiring such 

payment makes no provision for re- 

covery from the several share holders of 

core oe sation ond their proportional part of the amount 

so paid for them, notwithstanding such 

° : omission, the tax paid under such act 

The Banking & Trust Associates cannot be deducted from the gross in- 

come shown by the bank upon its income 
tax return. 


You will 


Marshall Building ; Cleveland, Ohio 


The Cosmopolitan State Bank, Chi- 
cago, opened its new building for 
business on Saturday, December 18. The 


| eae, in: located at Werth Clack Steest 
Income Tax PBEFORE paying an || sd chica tvenoe 
Matters 


additional assess- KU 
ment, consult me. I Joseph MeCurrach, New York agent of , 
the Banco Nacional Ultramarino, an- 
JOHN E. TAYLOR have helped others, and nounces that this institution has opened 
ATTORNEY AT LAW 


may help you. offices in Chaves and Regoa, Portugal, 
231 Woodward Bldg., Washington, D. C. making a total of 30 offices in that 


country. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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One thing often overlooked in 
creating personality for a bank 


HY is it that the exteriors and 
interiors of American banks are , 


known the world over for their 
elaborateness and beauty? It is because 
the American banker understands the 
importance of external impressions in 
creating confidence and prestige. 


Yet in many a business transaction, 
these impressions may be momentarily 
forgotten while a few sheets of paper 
are under discussion. At such a time a 
bank’s stationery, ratherthan the building, 
conveys the idea of stability and success. 


Hurlbut Bank Bond has been de- 


signed by the scientists of the American 


Writing Paper Company’s research 


laboratory to convey this air of prestige 
and distinction. 


“We consider it the most impressive 


stationery we have ever seen,” says the 
manager of one large bank. 


Hurlbut Bank Bond,as wellas Coupon 
Bond, is.made for bank use. 


Hurlbut Bank Bond isan Eagle A 
paper—made by the largest manu- 
facturer of fine papers in the world— 
all materials scientifically tested before 
use, every “run” standardized and 
inspected at every stage of manu- 
facture. 


Hurlbut Bank Bond is carried in 
stock in white only, glazed and 
unglazed finishes; sizes 17x22 and 
22x34, substance weights 13, 16, 20 
and 24. 


American Writinc Paper Company 
Holyoke, Mass. 


AMERICAN WRITING PAPER COMPANY 


EAGLE-A BONDS 


List of 
Eagle-A 
Bond Papers 


Coupon 
Hurlbut Bank Bond 
1822 
Archive 
Agawam 
Government 
Old Hempstead . 
Persian 
Roman 
Hickory 
Contract 
Rival 
Japan 
Spartan 
Wisconsin 
Bankers 
Indenture 
Standard 
Vendome 
Debenture 
Security Trust 
Assurance 
Victory 
Airpost 
Chevron 
Gloria 
Quality 
Revenue 
Derby 
Acceptance 
Norman 
Vigilant 
Option 
Freedom 


Bond D’Aigle 
Shado-craft Papers 


Watermark 
of Excellence 
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FINANCIAL advertising exhibit 

was held in Chicago on December 10 
under the auspices of the financial de- 
partment of the advertising council of 
the Chicago Association of Commerce. 
It was strictly “Chicago’s Own” as only 
the banks and bond houses of Chicago 
were represented—with the exception 
of the first honor exhibits of the adver- 
tising convention in Indianapolis last 
June. 

This exhibit included ninety-eight dis- 
play boards, showing specimen advertis- 
ing of the publicity campaigns of twen- 
ty-six Chicago banks. 

An interesting program was arranged 
for visitors, including both officials and 
employees. Two hundred bank execu- 
tives attended the noon luncheon after 
which an address was given by William 
Ganson Rose, of Cleveland. His sub- 
ject was “Advertising and its Relation 
to Financial Business.” He also spoke 
on “Enthusiasm and Co-operation” to 
more than five hundred bank employees 
at the dinner meeting later in the day. 

The exhibit was one of the largest 
financial advertising displays ever as- 
sembled and, in the opinion of F. D. 
Conner of the Illinois Trust & Savings 
Bank, chairman of the Financial De- 
partment, it will lead the way for similar 
movements among bankers in other cities. 

Quoting from recent comments by Gaty 
Pallen of the Mercantile Trust Com- 
pany, St. Louis, “The importance of the 
Financial Advertisers Association has 
been evidenced in the council chambers 
of the Advertising Clubs of the World, 
but failed to receive due consideration 
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CHICAGO BANKS SHOW 
HOW TO ADVERTISE 


in the past in the conventions of the 
American Bankers Association.” 

“The curtain of welcome, however, 
was lifted at the recent convention of the 
American Bankers Association held in 
Washington, D. C. At this gathering 
of financiers due ‘credit’ was tendered the 
men who promote the publicity of the 
banks and trust companies of this 
country. In all future conclaves of the 
American Bankers Association the prob- 
lems of efficient advertising will be 
heard by the banker with as much in- 
terest as the most intricate problems of 
finance.” 

Efforts of bankers in other cities along 
lines of the exhibit held in Chicago will 
tend to create a greater interest in this 
important phase of bank ‘work. 


IMMENSE VAULT IN NEW 
RESERVE BANK 


The new building for the Federal Re- 
serve Bank of Chicago occupies a lot 
165 x 160 feet at the head of La Salle 
Street. The important role assumed by 
the Federal Reserve System has led to 
the development in Chicago of a very 
large institution requiring the services 
of a large force of persons for whom 
the best possible working conditions, as 
to light, space and air, are a necessity. 
In order to house comfortably this in- 
stitution, the new building, while includ- 
ing fourteen stories above the sidewalk, 
will rise to a height equivalent to that 
of a sixteen story building. In anticipa- 
tion of possible further growth, the 
building is reinforced so that it could 
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be extended four additional stories, thus 
reaching the present limit of building 
height, 260 feet above the sidewalk. 

Seen from the outside, the most notice- 
able characteristic of the building will 
be an order of architecture approxi- 
mately 65 feet in height, consisting of a 
Corinthian colonnade, surmounted by an 
attic. The main entrance is expressed 
and emphasized by a projecting entrance 
porch formed by free-standing columns 
crowned by a triangular pediment. 

Above the fifth story level, the exterior 
will be an expression of the work going 
on within and will resemble in a general 
way a structure of office building type. 
The architectural motives have been in- 
spired from the best period of Greek and 
Roman civilization and may be described 
as classic in style, freely interpreted to 
harmonize with modern conditions. The 
building is simple in outline and severely 
plain in its general effect, the aim of the 
design being to produce an impression 
of dignity and strength in harmony with 
the power and purpose of this institu- 
tion. 

On entering the building, one finds a 
large ground floor lobby, devoted to the 
various purposes which require the most 
convenient access on the part of the 
public. An ample open staircase leads 
up to the second floor, which may be 
described as the main banking room of 
the institution, and arranged for the 
convenience of persons having occasion 
to do business with the principal officers 
of the bank. The plan is that of a central 
lobby surrounded by cages and offices. 
The principal offices of the institution, 
namely, those of the chairman of the 
board and the governor, and their prin- 
cipal assistants, are arranged across the 
La Salle street front, with provisions 
for extension by adding additional offices 
if required along the Jackson and Quincy 
street fronts. This main banking room, 
which, at the center, is the equivalent 
of three stories in height, has been given 
the character of Greek Doric in its 
architectural details. 


One of the most important features 
of the building will naturally be the 
vaults. In view of the relatively enor- 
mous expansion of the Federal Reserve 
banks since their inception a few years 
back, the vault requirements are corre- 
spondingly large. A great deal of study 
has been put upon the matter of pro- 
viding adequately for. the same. It is 
safe to say that this vault will be the 
largest thus far constructed and that no 
precaution has been neglected that would 
contribute to the convenience of the 
money-handling force or to the ability 
of the vault to resist attack. It will 
doubtless be the most complete installa- 
tion of the kind thus far constructed. 

In line with modern ideas, very com- 
prehensive arrangements have been in- 
cluded for the welfare of the entire 
working staff including dining and rest 
rooms and an assembly room. 
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BEAUTIFYING THE EXTERIOR 
AND INTERIOR OF 
THE BUILDING 
(Continued from page 22) 
a building to fit a plaster mold, yet a 
little care in the design will accomplish 
wonders in the price. 

After the freshly pressed piece is 
taken from the mold, it is carefully 
placed on a platen where it remains un- 
til dry enough to be moved without 
danger to the next department, which is 
the drying room. In the old days, and, 
in fact, in many plants today, this dry- 
ing department was merely a hot room. 
But the proper drying of the fresh ware 
presents so many difficulties which the 
old “hot room” could never solve, that 
it is gradually giving way to the more 
scientific “humidity dryer.” The most 
obvious difficulty was that the ware 
would dry on the outside rapidly, caus- 
ing cracking of the ware, and the ulti- 
mate weakening, or in some cases, the 
spoiling of the piece. In addition to 
that danger the old system of drying 
took too long. The time which elapses 
from the start to the completion of a 
piece of terra cotta is so great that 
anything which can be done to shorten 
it is of great advantage economically. 
In the humidity dryer, the hot air, laden 
with just the proper degree of moisture, 
circulates around the piece in such a 
way that it dries evenly throughout in 
about one-third of the time necessary 
under the old system. 

When the piece is properly dried, it 
is taken to the slipping and glazing de- 
partment where the finish is applied. 
The enamel finishes are usually applied 
in a liquid form with a modified form 
of the air-brush; although special fin- 
ishes demand special treatment. The 
piece is now ready for the burn, and it 
is handed .over to the kiln department. 
Terra cotta is usually burned in a cir- 
cular muffled kiln; that is to say, in a 
kiln in which the flame is not permitted 
to*touch the ware. The ware is stacked 
in tiers, each tier being formed by a 
platform of fire-clay slabs, so that, dur- 
ing the burn, each piece supports only 
its own weight. Then the door is sealed 
with masonry and the fire started. 


Some firms burn with coal, others with 
gas, and some with oil. In the old days, 
when the kiln door was sealed and the 
fire started, the material was consigned 
into the hands of fate, and the terra 
cotta man could do little but hope for 
the best. Today, science has given us 
the needed control. Pyrometers measure 
the heat automatically and accurately; 
tests have been devised as a further 
guide and check; and curves have been 
plotted showing the proper application 
of heat required for different bodies 
and glazes. 

After the ware is burned to the proper 
degree of temperature for a sufficient 
time, the fires are drawn, and the ware 
is permitted to cool. It is then as- 





sembled on the floor of the fitting room, 
the joints are ground, and the pieces 
numbered so that they may find their 
proper place in the building. It is then 
packed in box cars, protected from in- 
jury by hay and braced thoroughly to 
insure no movement of the ware in 
transit. This, in brief, is the story of 
terra cotta, and how it is made. 

In choosing the gnaterial for the fac- 
ing of a building there are many points 
to take into consideration, among 
which are: strength, weight, durabil- 
ity, weathering properties, reliability, 
eolor, texture, general appearance, 
cleanliness, suitability, and price. The 
choice must lie broadly between two 
classes—the material furnished by na- 
ture, and finished by man—stones, mar- 
bles, granites and artificial stones (for 
artificial stones in the last analysis are 
but crushed natural products held to- 
gether with a binder), and manufactured 
clay products, brick and terra cotta. 


The strength required of the building 
material to be used is only that which, 
with a generous factor of safety, will 
carry the load required. There is little 
to choose between any of the materials. 
All have the required strength to carry 
any load a reputable engineer would 
assign. The Royal Institute of British 
Architects gives the crushing weight of 
a block of terra cotta, properly filled, as 
523 tons per cubic foot, which is amply 
sufficient. In the matter of durability 
there is more variation. The best of the 
granites and stones are sufficiently dur- 
able, the softer and laminated ones are 
not. How terra cotta compares we will 
permit the report of the Committee of 
the Paris Exhibition to state: “It is 
more durable than ordinary granite, as 
may be seen on the Lodge in Merion 
Square, Dublin, which was built about 
1786. The granite mouldings are cut 
from the granite from the Wicklow 
Mountains, and they are all worn away 
and rounded from the action of the 
weather, while Coade’s terra cottas, 
dated 1788, are as sharp as when first 
placed on the lodge.” This is sufficient 
for us because few of our buildings will 
last the one hundred and thirty years 
required of Coade’s ‘terra cotta. 


In weight terra cotta has a distinct 
advantage. The natural materials weigh 
approximately 160 to 170 pounds per 
eubic foot, while terra cotta weighs on 
the average 68 pounds. This difference 
in weight has a great influence in the 
choice of materials, especially in a build- 
ing where the steel must carry the weight. 
It has been asserted that the American 
skyscraper would never have reached its 
development, were it not for the low 
weight of terra cotta combined with its 
great strength and durability. 

In weather qualities, except from one 
point ef view there is little to choose. 
While it is a fact that terra cotta, as 
shown by the report quoted above will 
outwear the granites without crumbling, 
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yet the better grade of stones wear well 
enough. The exception to be noted is 
this. When the natural stones are sub- 
jected ‘to the weather they change in 
color and texture, sometimes for the 
better, often for the worse. We have 
ourselves often admired the beautiful 
result of weathering on stones, but we 
have more often deprecated the smudgy, 
dirty, depressing effect produced under 
other conditions. Terra cotta remains 
as it first was made. Weather has no 
effect on its appearance except perhaps 
to dirty it, a result which can quickly be 
nullified with a little soap and water. As 
for reliability, terra cotta is the equal 
of any material. There have been 
failures, true, but no more in propor- 
tion than those experienced by any other 
material. Notice, for example, the huge 
granite lintels in the Auditorium Build- 
ing, Chicago, cracked clear through, and 
granite is one of the most reliable of 
materials. In large buildings settling 
is bound to occur, and no material can 
stand up under the stresses and strains 
which this settling necessitates. The 
action of freezing water inside the walls 
will wreck the strongest material, and 
on the whole, terra cotta compares favor- 
ably in this respect with the best of 
granites and is superior to most of the 
softer stones. 


In color, texture, and general appear- 
ance, terra cotta has a marked advantage. 
Natural products are limited to the color 
nature afforded. If the builder desires 
a red color he is restricted in choice to 
the red stones, all of which may not pos- 
sess the required durability. But terra 
cotta is made in any color and almost 
any shade within the bounds of reason. 
In natural products, one is limited in 
texture by the natural grain or con- 
struction, and the only choice afforded 
is the various tooled finishes which may 
slightly vary the texture. Terra cotta 
may easily be given all of these tooled 
finishes and in addition may, by the 
skill of the ceramist, afford a delightful 
range of textures. Inasmuch as the 
general appearance of the building is 
dependent to a large extent upon the 
color, texture and finish, if terra cotta 
has the advantage in each of the separate 
items, it must have it in the sum of the 
whole. 

In cleanliness terra cotta, as previ- 
ously pointed out, has no equal. It can 
be easily washed with soap and water, 
just as your bathtub is washed. While 
the natural materials may possibly be 
cleaned at intervals, it is an expensive 


job and the material never looks the’ 


same afterward. At each successive 
cleansing the situation becomes more 
difficult. The suitability of the material 
for the purpose depends so much upon 
the designer of the buildings. Terra 
cotta in a stone or granite design does 
not fit as well as stone or granite. Stone 
or granite in a terra cotta design would 
look very bad. 
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Now let us consider the subject of 
price. This is a relative matter. Terra 
cotta is more expensive than the cheaper 
natural products and cheaper than the 
best of marbles and granites. Much 
depends upon the design. If the build- 
ing is highly ornamented with fair rep- 
etition, terra cotta is far cheaper than 
good natural material. If the building 
is plain with little repeat, it may prove 
more expensive at first cost. In the 
long run it usually will be found more 
profitable to use, because the upkeep is 
less, aS soap and water give a new build- 
ing, and if undue stresses and strains 
give trouble it is more easily replaced 
than the natural materials. 

The large field of artistic design and 
the adaptability of terra cotta will be 
considered in future issues. 
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THE CITY NATIONAL BANK, GALVESTON, TEXAS 
(Occupied October Ist, 1920) 


We look back upon the year 1920 with satis- 
faction, because it has brought us a large 
volume of new business and has returned to 
us many of the clients we have served in 
former years. 


WEARY & ALFORD COMPANY 


BANK AND OFFICE. BUILDINGS 
1732 SOUTH MICHIGAN BOULEVARD, CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





BANKERS MONTHLY for JANUARY, 1921 


Pe Bae 


iH 
: 





MAIN BANKING ROOM 
THE CITY NATIONAL BANK, GALVESTON, TEXAS 


We place at your disposal through our 
Statistical and Estimating Department a 
country-wide knowledge of labor conditions 
and material markets. Preliminary esti- 
mates involve no obligation on the part of 
the prospective builder and we urge bankers 
to avail themselves of the services of this 
Department. 
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THRIFTOGRAMS TO 
STIMULATE SAVINGS 


Seattle bank an excellent example of 
the power of the persistent advertising 
appeal that is backed up by service 


By WARREN E. CRANE 


HE best advertising in the worla 

will not bring the maximum re- 
sults unless it is backed by efficient 
service. What are the qualities that 
will make an advertisement successful? 
First, it must be neat in appearance in 
order to attract attention. An attractive 
typographical effect is secured by using 
as few styles and sizes of type as pos- 
sible. For example, many printers con- 
sider it a sign of versatility if they use 
a sample of every style of type in their 
shop in setting up one advertisement. 
The conservative announcement, how- 
ever, uses one style for display purposes. 
It does not use varying styles because 
under these circumstances, no feature 
stands out prominently. The most at- 
tractive type faces for financial adver- 
tising are: Cheltenham, which combines 
beauty with strength; Caslon, which is 
of a lighter body and more conservative 
in appearance; and finally the Century 
type, which has a light, airy aspect. 

When the style of type is decided upon 
the next question that confronts the ad- 
vertising man is that of border. A very 
popular one is the six-point rule com- 
bined with a hairline rule. This border 
should be used in conjunction with a 
liberal amount of white space. 

The body of the advertisement appears 
best, as a rule, in Roman six or eight- 
point type. If the space which one has 
at his disposal is fair in size he can use 
ten-point type with good effect. 

A financial advertisement should avoid 
unnecessary words and have as its pri- 
mary maxim the word “brevity.” In 
style of diction it should be simple and 
straightforward without involved sen- 
tences. 

The savings bank advertisement should 
preach the gospel of thrift and urge the 
wage earner to save a certain portion 
of his weekly earnings. Many financial 
institutions are establishing advisory de- 
partments to help show the depositor 
the ways and means of greater economy 
in the home management. An interest- 
ing example of this is the work done 
by Samuel Marsh of the Northern Trust 
Company of Chicago, who is running a 
Thrift Bureau in which he advises the 
young married couple how to save and 
how to arrange their family budget so 
that the maximum of efficiency may be 
secured. 

The savings bank announcement 
should also emphasize the importance of 
placing one’s funds in an institution 
where safety is the first consideration. 


The man who places his funds in a sav- 
ings institution is usually a man of 
moderate means who cannot afford to 
run any risk of losing his money through 
speculation. One of the important ar- 
guments which the savings institution 
must bring forward is the fact that they 
are safe. It is known from long exper- 
ience that the average small investor 
loses his money because he places it in 
promotion schemes of doubtful value. 
The man who attains a position of 
affluence usually places part or all of 
his money in a reliable savings bank. 

The rapid growth of the Washington 
Mutual Savings Bank of Seattle from an 
institution of $300,000 in deposits in 
1907 to nearly twelve and a half million 
dollars at the present time is one of the 
examples of the power of consistent ad- 
vertising backed by service. As a part 
of this program we have prepared a 
series of thriftograms designed to edu- 
cate the public upon the subject of 
Thrift. These short, pithy epigrams 
have attracted new readers to our ad- 
vertising and we feel that they are 
valuable sermonettes that preach the 
gospel of consistent saving. Among the 
more recent thriftograms which I have 
written for our newspaper advertise- 
ments are the following: 


‘*Thrift is the Key to the Home 
of Prosperity.’’ 

‘*Every Man’s House is his Castle 
—and his Savings Account is the 
Moat that Protects him from Pov- 
erty.’’ 

‘*Thrift is the Leaven that will 
Raise a Bank Account.’’ 

**In Life’s Melting Pot, Thrift 
should be the principal Ingredient.’’ 

** Answer the Thrift Question with 
a Savings Account in this Bank.’’ 

**Thrift will Help you up the Lad- 
der to Success. Extravagance will 
Help you down.’’ 

‘*Thrift is GOOD SENSE applied 

to the care of your Cents.’’ 
** ‘Keeping up with the Joneses’ is 
an extravagant habit. Keeping up 
with the precepts of the Franklin 
family is an excellent habit.’’ 


When I speak of service I mean the 
education of the depositor along lines of 
thrift, as well as courteous treatment 
when he enters the doors of the bank. 

The men who meet the public should 
back the advertising with a pleasant 
smile and a cordial interest in the wel- 
fare of the depositor. For that reason 









the men who handle the new business 


departments, the new accounts depart- 
ments, as well as the tellers, should 
school themselves to be kindly in their 
attitude toward the small saver. One 
of the reasons why many small savers 
have stayed away from savings banks is 


that they felt that they were not welcome, 


It is the mission of the properly written 
savings bank announcement to make the 
reader feel that his little deposit of a 
dollar is just as welcome as the big ac- 
count of several thousand dollars. 

It should be the mission of the adver- 
tising man for a financial institution 
to be a preacher of thrift and a public 
servant who works for the advancement 
of enterprises which will be of benefit 
to his city. It should be his duty to take 
part in thrift campaigns and other pro- 
gressive activities which will result in 
greater prosperity in the community. 


DROVERS NATIONAL NEAR 
ITS 40TH BIRTHDAY 


HE Drovers National Bank of 
Chicago was organized in 1882, and 
was formed primarily to finance the 
shipment of live stock to the Chicago 
market. During the years of its de- 
velopment this has been its main fune- 
tion. It has grown with the live stock 
industry and the stock yards community. 
The service furnished by the Drovers 
National includes every facility of a 
fully equipped national bank, and em- 
braces commercial banking, corporate 
financing, foreign exchange, travelers’ 
checks, letters of credit, foreign trade 
promotion, bill of lading service, collec- 
tions, credit information, security pur- 
chases and sales, commercial paper. 

A department of banks and bankers 
is devoted to the service of the 1,100 
correspondents of the bank. The co- 
operation of this group of banks affords 
‘unusual facilities for transmission of 
credits and payments of currency. 

From the day its charter was issued, 
the most important phase of the opera- 
tions of the Drovers National Bank has 
been the financing of live stock ship- 
ments. It has specialized in this busi- 
ness for nearly forty years and improved 
its facilities for the handling of it as 
the live stock business has grown in 
importance. Its location at the stock 
yards enables the bank to give credit 
and allow interest to begin on the day 
stock is sold, if the sale is completed 
during banking hours.’ The saving of 
one to three days’ interest on such re- 
mittances is of importance to corre- 
spondents. The Drovers National Bank 
is a member of the Chicago Clearing 
House Association and allows interest on 
deposits in conformity with clearing 
house rules. 

The bank is peculiarly well equipped 
for the collection of out-of-town checks 
and banking documents. It has direct 
correspondent connections with more 
than 1,100 banks as previously stated, 
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and these include every banking center of 
importance in the Country. This enables 
the bank to give its customers and cor- 
respondents a direct service of excep- 
tional worth. It specializes in the hand- 
ling of drafts with bills-of-lading at- 
tached and aids in the tracing of cars. 

The foreign department has adequate 
connections with all parts of the world 
and ample facilities for transacting all 
kinds of business having to do with 
foreign trade or settlements. 

The department executes commercial 
letters of credit covering the importa- 
tion and exportation of merchandise, and 
issues travelers’ letters of credit either 
in foreign currency payable in the prin- 
cipal cities and resorts of the world or 
in United States dollars, payable in this 
country and its dependencies. It buys 
and sells foreign exchange and makes 
collections on bills and drafts. 

Tle department has connections with 
strong and conservative banking corpo- 
rations abroad and assists its clients in 
establishing foreign connections or fi- 
nancing foreign trade. The foreign de- 
partment is prepared to furnish accurate 
information as to foreign trade, customs 
duties requirements, port and shipping 
regulations, and all technical questions 
regarding foreign trade and finance. 

The credit department has accumu- 
lated a store of accurate and valuable 
information as a guide to the officers 
of the bank in extending credit and pur- 
chasing commercial paper and securi- 
ties. The department has satisfactory 
connections with many and_ varied 
sources of credit information. 

The service department provides cor- 
respondents and clients of the bank with 
all of the information at the disposal of 
the credit department. It goes further 
in making detailed statistical analysis 
of specific business projects and of gen- 
eral business conditions. 

The employees of the Drovers, from 
the president down, are always alert to 
give special service to clients. Corre- 
spondents are made to understand that 
they have in each of the officials of this 
bank a personal friend. Any accommo- 
dation that the correspondent might 
be willing to ask of a friend may 
be asked with assurance that his needs 
will be served quickly. It is a daily oc- 
currence for the bank to arrange for 
railroad or theatre tickets and hotel ac- 
ecommodations for correspondents. 

The Drovers Trust and Savings Bank 
is a component part of the banking 
group which controls and manages the 
Drovers National Bank. The policies of 
the two institutions are identical and the 
resources, experience and personnel of 
the one makes for the success of the 
other. The trust company is at the 
Same time an independent corporation. 

Modern safe deposit vaults afford safe 
keeping for valuable documents at a 
nominal cost and provide storage with- 
out fee for the securities of corres- 
pondent banks. 


Special inquiries 
will receive 
careful attention. - 


Twelve million 


spindles whirling fibre into yarn! 


HE textile arts have held pre- 

mier position in New England 
since the days of the Pilgrims. To- 
day, in this section of the country 
alone, a quarter million throbbing 
looms weave one-half of the coun- 
try’s fabrics—nearly ten miles of 
cloth each minute of the day. 


Twelve million spindles whirling 
fibre into yarn! Hundreds of mil- 
lions of pounds of raw cotton, wool, 
silk and jute must feed the mills every 
month. The major portion of this 
inbound commerce, and the great 
shipments of finished textiles as well, 


are financed through THE NATIONAL 
SHAWMUT BANK. 


The influence of a number of lead- 
ing mill owners in the Shawmut 
directorate is reflected in our well 
organized special facilities for serv- 
ing textile manufacturers. Merchants 
and growers having dealings with 

‘textile firms employ the services of 
this bank as an economical link with 
the industry. Direct connections in 
every important port and market in 
the world increase our efficiency. 


THE NATIONAL SHAWMUT BANK of BOSTON 


Resources far exceed $200,000,000 


Readere will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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An Event in the Architectural World 


One architect has written: 
“Seated as it is, among its bald, ce- 
mented, and white-painted neighbors, 
it looks like a gorgeous butterfly, wafted 
out of a cool wood, resting on a hot 
and stony road.” 


R 


dl 
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MONEY CONDITIONS IN 1921 






WILL BE IMPROVED 


President Alexander of National Bank of Commerce, 
New York, believes that banking will serve the needs 


ETTER money conditions in 1921 
should result from the progressive 
improvements now operative in certain 
adverse factors of the country’s bank 
credit situation, according to James §S. 
Alexander, president of the National 
Bank of Commerce in New York. He 
expresses the opinion that banking may 
expect to serve the needs of legitimate 
business with a lesser degree of credit 
strain than during the past year. The 
chief cause of betterment, he says, was 
a reduction in the volume of war paper 
and frozen and speculative commercial 
credits in bank resources impairing their 
liquidity. 

“Business men are justified in feeling 
confident that the money situation in 
the United States will be a very different 
matter from what it has been during 
1920,” Mr. Alexander’s statement. says. 
“Certain specific factors are clearly rec- 
ognizable as the chief adverse forces 
affecting bank credit during the past 
year and there is every reason for be- 
lieving they will not be so powerfully 
operative in the year to come.” 

To illustrate improvement of unfavor- 
able factors in the situation, Mr. Alex- 
ander cites figures of 800 banking insti- 
tutions, reporting weekly to the Federal 
Reserve Board, with resources estimated 
at about 40 per cent of the resources of 
all banks. From January to mid-Octo- 
ber, he points out, these banks showed a 
decrease of $500,000,000 in the amount 
of United States securities owned by 
them and of $380,000,000 in loans se- 
cured .by government securities, which 
for all banks would indicate a reduction 
in war paper holdings of about two bil- 
lion dollars. There also was a drop of 
$200,000,000 in loans secured by stocks and 
bonds, this item representing in consid- 
erable part speculative operations. At 
the same time loans chiefly for manu- 
facturing, commercial and agricultural 
purposes showed an increase of $1,510,- 
000,000. 

“These figures indicate that while there 
has been marked contraction in the non- 
liquid and speculative elements of bank 
credits, there has been a continued ex- 
pansion in the accommodation extended 
to meet business needs. This explains 
why, although to mid-October contrac- 
tion was not operative in the total vol- 
ume of credit, better conditions were in 
sight in the banking situation. It was 
because there had been this marked im- 
provement in the quality of credit. 

“A contraction in commercial credits 
set in during October. In this month 





of legitimate business with lesser credit 


the reduction of the non-liquid elements 
also maintained a rapid pace. Thus 
two elements of betterment were opera- 
tive, improved liquidity and contraction 
of the total. 

“Tf the foregoing facts and deduc- 
tions are of value, it is not because of 
the light they throw on past events, but 
because of the promise they hold for 
the future. They carry the conviction 
that credit conditions should be more 
satisfactory during 1921 than they have 
been during 1920. These figures justify 
business men in expecting our credit 
resources to function more efficiently in 
the future than they have in the im- 
mediate past to facilitate their business 
operations, because the four great causes 
of impaired credit in 1920 should not 
exert the same influence in the year that 
lies ahead. 

“We may assume that war paper, in 
passing from the hands of the banks, 
will rest permanently in the hands of 
the ultimate investor, where it belongs, 
and that it will not again seriously im- 
pair the liquidity of commercial bank 
resources. We may also hope that we 
shall not in 1921 see a national trans- 
portation breakdown which added a large 
portion to the impairment of credit. 
Again we may expect that there will not 
be the same violent changes and that, 
therefore, commercial credit will not be 
employed for purposes of commodity 
speculation to the same extent. Finally, 
we may expect that prices and the pro- 
duction of goods will be co-ordinated 
more closely to normal public demands 
and the emergency should not arise to 
earry such large unliquidated stocks over 
a period of stagnation. 

“With these factors absent or reduced 
in degree it should be possible for busi- 
ness men to find ample means for fi- 
nancing their operations and to make 
their calculations with the definite as- 
surance that the cost of credit will not 
be prohibitive while the supply may be 
relied upon to meet all legitimate de- 
mands. 

“The situation is yet far from normal. 
The continued lack of public buying has 
made it impossible for many commodi- 
ties and for many lines of merchandise 
to become reasonably liquidated, and the 
process cannot be completed until buy- 
ing once more becomes active and pro- 
duction is again demanded. But the 
banks have stood by business, and busi- 
ness may feel confident that it is within 
the power and the inclination of the 
banks to continue to co-operate. 





strain 





“There has been a tendency in some 
quarters to lay the blame for business 
conditions in 1920 upon credit inflation. 
The fundamental fault was not in the 
mere extent to which credit was ex- 
panded. There was no credit inflation 
in the sense that it was lavishly increased 
without regard to actual demands. It 
is undeniable that our credit expansion 
during the year was unprecedented. It 
is true also that it would not have been 
necessary to expand credit to the extent 
that it was expanded, had it not been for 
the impairment of its efficiency as a re- 
sult of the various elements pointed out 
in the foregoing; a smaller volume of 
eredit would undoubtedly have sufficed 
to accomplish the work that was actually 
accomplished during the year if credit 
had functioned with its maximum effi- 
ciency of complete liquidity. However, 
conditions and needs considered, credit 
was not over-expanded. 

“But by saying that credit in 1920 
was not over-expanded it is not meant 
to imply that the time is not at hand for 
contraction. With our credit regaining 
its full efficiency, with prices going down, 
with liquidation in process and with the 
volume of business running on lower 
levels, there is not the economic demand 
for the present volume of credit, and 
therefore its contraction to a true parity 
with current conditions is to be desired.” 


After the Blue Laws 


St. Peter responded to a knocking on 
the Golden Gate. 

“What is it?” he asked as he beheld 
a stranger from whose _ shoulders 
sprouted so many wings he looked like 
a feather duster. 

“Is this heaven?” inquired the 
stranger, rolling his eyes upward. 

“Yes,” returned St. Peter. 

“Yd like to get in,” returned the 
stranger, adding, “and as far front as 
possible.” 

“Where from?” demanded St. Peter. 

“The United States of America,” re- 
turned the applicant. 

“Oh,” said St. Peter, “you’re at the 
wrong place. The place you want is up 
forty flights higher, turn to your right.” 
—N. Y. Globe. 


Plans will be completed in a short 
time for the new bank and office build- 
ing to be constructed for the First Na- 
tional Bank of Massillon, Ohio. It will 
be of brick with sandstone trim, and re- 
inforced concrete flooring. 
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Criticizes Reserve System 


Responsibility for the present indus- 
trial stagnation and financial stringency 
was placed upon the Federal Reserve 
System by Edward C. Stokes, President 
of the Mechanics National Bank of Tren- 
ton and former Governor of New Jersey, 
who, in eriticizing the Reserve System 
as an autocratic system, also charged it 
with being the cause of business failures. 

He further derided the present policy 
which refused credit to American indus- 
try and business houses, yet extended 
practically unlimited credit to foreign 
countries and cities. 

Before the establishment of the Fed- 
eral Reserve, he said, each bank had its 
own reserve and could eall upon it to 
meet the needs of the local community. 
That power over the reserve was taken 
from the hands of the people and given 
to those who took the bankers’ point of 
view. Credit should be given when credit 
is needed and not when a bank happens 
to have it. 

A local bank today is punished for try- 
ing to keep its community staple and its 
businessesimmunefrombankruptcy. The 
Federal system is illogical, absurd and, 
in its action regarding the Liberty bonds, 
absolutely immoral. People invested as 
a patriotic duty. They were told the 
bonds were as good as cash. Then, when 
they need to borrow, they found the 
discount rate has been boosted from 
434 to 6 per cent. As a result the bonds 
were forced on the market at a bargain 
price and their value dropped. 

The Government some time ago started 
the slogan, “Help build your own home.” 
Then the Federal Reserve Bank raised 
the discount rate, and since then building 
has ceased. We need 5,000,000 homes 
in this country, and how are we to get 
them without credit on which to work? 

There are two possible remedies that 
come to my mind. First, if the Gov- 
ernment would allow those banks that 
have invested largely in Government 
bonds to issue notes against them, it 
would restore credit. Second, let the 
Federal Reserve Bank discount notes at 
4 or 4% per cent. This would restore 
confidence, and even at that rate the 
Federal Reserve would be making 80 
per cent on its invested capital. 


Slow Workers 


Church: “This paper says that at the 
present rate the excavations at Pompeii 
will not be completed until the year 
1970.” 

Gotham: “The fellows working there 
must be working by the day.”—Yonkers 
Statesman. ~ 


The First National Bank of Penning- 
ton Gap, Virginia, is planning to erect 
a bank, picture theatre and Masonic 
building. It will be of brick and stone, 
two stories and basement, 27 x 75, and 
will cost $35,000. 


Build Up Your Safe Deposit Banking 


78 
Box Unit 






48 
Box Unit 


Box Unit 





Business with 
BARSHAL Safe 
Deposit Boxes 


Built in Unit Con- 
struction to Enable 
You to Add the 
Proper Size and 
Quantity of Boxes 
as Your Rentals 
Demand. 


Five standard units, uni- 
form in width, height 
and depth, build up ver- 
tically and horizontally 
in perfect alignment. 


Heavy Bessemer steel 
plate doors, Yale & 
Towne cast bronze guard- 
key locks and strong case 
construction manifest un- 
usual quality. At lowest 
cost per box an installa- 
tion of Barshal ‘“‘Securi- 
ty” Safe Deposit Boxes 
is a quick paying in- 
vestment. Shipment 
guaranteed within ~ 30 
days after order is 
received. 


There is a Barshal Rep- 
resentative in your locality 
who will call immediate- 
ly on request. 


The Barshal Line Includes 


Built-to-Order Metal Furniture 
Steel Filing Equipment 
Ornamental Iron and Bronze Work 


"BARSHAL 


STEEL EQUIPMENT 
CLEVELAND O 





PANDICOLATES HE ATI 


BE WELL ae A 
OUNG ; 
STRONG = 





Fifteen glorious minutes on Pandiculator better 
than two hoursin gymnasium. Refreshes, rejuvenates. 
Helps retain youth, energy, vigor, vim. Wonderful 
results. Doctors recommend it. No electricity, no 
discomfort ; delightfully restful. Write today. 


PANDICULATOR CO., 1560 Advance Bldg., Cleveland, O. 


Letter Folders 
Dictating Machines 
Envelope Sealers 


Addressing Machines 
Multigraphs 
Duplicators 


Buy a rebuilt and guaranteed machine 
and save half 


O. E. PRUITT COMPANY 


112 North La Salle Street CHICAGO 














Business from non-resident attorneys and 
son ae a, y solicited. Highest refer- 
—_ 7 —- Attorneys = —_ 
ee an te invited to for full 
particulars and terms. 
TSON E. COLEMAN, Patent Lawyer 
Wane Street, N. W., WASHINGTON, D. C. 








Marion Institute 


The ARMY and NAVY COLLEGE 


ted “Hi wae School 1920’ by War Dept. Superb 
equipment - mpus. Complete equipment oe mili- 
tary t Coaching courses for examinations West 
Point and Annapolis; © oe eee most diffi. 
ult parts o' year’s wo! 
cult parte of Stu, 7esarsed by U8 Adjutant General, Hates 
moderate. For catalog and information, address Box F. 


COL. W. L. MURFEE, Pres. MARION, ALA. 
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Civilization 
Like an Army 
Moves on Its 
Stomach 


HE year 1919 was still under the 

influence of the boom created by the 
Great War, while the present year 
marked a reaction. This reaction set in 
during the Spring and it has not run 
its course even now and is not likely to 
do so for a few more months to- come. 
On the whole, it was to be expected, but 
in prosperous times business men rarely 
regard the warnings of those who point 
out the weakness of the existing situ- 
ation but act as if there never could be 
a change for the worse. It is a well- 
known fact that with a rising market 
buying increases and decreases with a 
falling market. The result of all this 
has been that business failures, which, 
as I stated last year, had been few and 
unimportant for some years, have in- 
creased and are likely to continue to 
increase. Those undertakings which 
owed their existence merely to the arti- 
ficial stimulus of the War and intrinsic- 
ally lacked those qualities and attributes 
necessary for sound and conservative 
progress are now paying the penalty for 
their deficiencies. The failures so far 
have been those of the weaker concerns 
whose absence the business world need 
not regret. 

The immediate cause of the decline in 
prices which has brought on the present 
sharp business depression was undoubt- 
edly due to the action of the Federal 
Reserve Banks in increasing their dis- 
count rates, but it must always be noted 
that without such action we should have 
had continued inflation, which unques- 
tionably would have finally brought on 
not a business depression such as we are 
now facing and which in many respects 
resembles the one following 1907, but in 
all probability we should have had a 
catastrophe such as followed the years 
1873 and 1893. The danger at present 
is due chiefly to the international sit- 
uation. Europe, it is estimated, owes 
this country on open book account 
roughly four billions of dollars, as a 
result of which farmers, manufacturers, 
merchants, and bankers are finding it 
difficult to liquidate in a manner such as 
ought to take place at the present time. 

The demoralization of the foreign ex- 
change market which I noted last year 
is continuing, and there does not appear 
any immediate prospect of relief. 

An important conference was held in 
Chicago on December tenth and eleventh 
in order to establish a corporation with 
a capital of $100,000,000 to operate un- 
der the so-called Edge Act and thus aid 
in relieving the situation. While this 
conference was on the whole a successful 
one and there was left no doubt that the 


ROSPERIT Y— 

civilization itself— 
depends upon an ade- 
quate supply of food. 
With sufficient food 
come contentment, 
development, progress 
and success; without 
it, hardships, panicky 
conditions, serious loss. 




































If sufficient man- 
power and capital were 
brought to bear upon 
the fertile farms of 
Canada the spectre of 
food shortage would 
speedily disappear. 
















Civilization’s first duty 
to itself is to bring 
these great, productive 
areas under cultiva- 
tion. No undertaking 
will pay greater divi- 
dends in Cash, Con- 
tentment and CON- 
FIDENCE. 




































If personally inter- 
ested in. a farm oppor- 
tunity in Canada write 
Depariment of Immi- 
gration and Coloniza- 
tion, Ottawa, Canada. 
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MR. FORGAN’S FORECAST 
OF THE NEW YEAR 
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best opinion of the financial community 
believed that aid should be extended to 
the rest of the world in order to re- 
habilitate international trade, still it is 
necessary to warn against undue opti- 
mism. In the first place, no financial 
corporation organized in this country 
will be a panacea for all the evils now 
afflicting Europe and some other parts 
of the world. There can be no complete 
return to normal conditions until many 
of the manifestations of the social unrest 
now existing disappear, and the world 
as a whole learns that the only final cure 
for its present ailments is work. Fur- 
thermore, a corporation with a capital of 
$100,000,000 is not to be organized over 
night. Careful plans must be drawn up 
as regards many details, and a manage- 
ment which will inspire confidence must 
be found. Otherwise neither banks nor 
other business enterprises will intrust 
their funds to such a corporation. It 
need hardly be pointed out that men 
capable of directing an enterprise as 
huge as the one planned are not easily 
found; they are not likely to be idle 
at the present time and among those 
seeking new positions. 

In our own country crops of nearly all 
kinds have been unusually large and 
good in quality. In fact, the crops have 
been so large and the rest of the world 
has had such difficulty in paying us for 
what they require of our surplus that 
the prices of agricultural products have 
been unduly depressed and the farmers 
and cattlemen of the country have been 
complaining bitterly and appealing to 
the banks for aid and assistance. It 
is to be noted that on the whole the 
banks have done all that could be ex- 
pected of them to aid this most impor- 
tant section of the community, but, after 
all, the mercantile part of the industrial 
world has had to take losses, and where 
the management has been a safe and 
sound one proper reserves were set up 
during the prosperous years, out of 
which the present losses are being paid. 
Fundamentally, the farmers are in no 
different position than manufacturers 
and merchants, and where they have 
been wise and have saved something out 
of their large earnings of recent years 
they are not now in difficulty. In regard 
to one of the branches of agricultural 
production, special efforts have been 
made to save the situation. I refer to 
the cattle industry. Breeders of cattle, 
especially those of our Northwest, have 
suffered very greatly in recent years 
owing to long continued drought, so 
that if relief were not extended there 
would be real danger that the herds 
(Continued on page 88) 
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THIRTY-TWO BANKS 
Recently Saved by Anakin Burglar Proof Locks 


Are you ready 
if the yeggs 
come tonight? 


The listed banks 
were ready and the 
yeggs did come, but 
went away without 
any loot because 
Anakin Locks 
made their vault 
doors burglar 
proof. 


You can make your 
vault doors proof 
against burglars, m 
the same way. 


Backed by a re- 
sponsible Com- 
pany, guaranteed 
with a $500.00 
bond. 


Insurance 
Reduction 
Ten Per Cent 


Telegram 


ANAKIN LOCK 
WORKS 


21 North LaSalle St. 
CHICAGO, ILL. 


The association 
at its last meet- 
ing passed a 
resolution per- 
mitting discount 
of ten per cent 
from premium 
rates in connec- 
tion with Bank 
Burglary Insur- 
ance and Mercan- 
tile Safe Insur- 
ance for locks ap- 
proved by the as-__ 
sociation operat- 
ing similar to 
the latest Double 
System Anakin 
Lock now being 
installed by you. 
We have no ob- 
jection to your 
announcing this 
to your sales 
force. 


H. W. ee 
Secretary Bur, 
Insurance Un wed 
writer Association 


OUR RECENT RECORD—32 BANKS SAVED 


— Burglaries Prevented by Anakin Burglar Proof Locks 


Lanyon, Iowa 

Wyanet, Ill 

e ease : Merchants Bank. Leland, Il Nov. 
Franklin Grove Bank Franklin Groree Til. ‘Nov. 

McClure & Jacobs Bank i 1 

Arrowsmith Bank 

Buffalo Bank 


Peenegeeye 


. B 
. Nichols Savings Bank 
. Farmers Savings Bank 
15. Cherry Valley State Bank... 
16. Edgerton State Bank 


Calamus, lowa 
.Cherry Valley, Ill... 
Edgerton, Ohio 


- 26, 1919 
t. 


. Sublette Exchan 
. Arlington State 
. Farmers State Bank 
5 a State Bank 


Sublette, Ill........ 


.June 28, 1920 
Arlington, 


k of Em 
. Peoples Bank 
- Val 


28. W ruff National Bank 


Dunkirk, Ohio 
29. Arcadia Bank and Savings Co.Arcadia, Ohio 
. Somonauk State Bank Somonauk Til 
. First State Bank olia, ill. 


32. Imbler State Bank ps ler, Oregon. . 


At all of the above banks the burglars sinstatadle failed to accomplish their purpose, and the only reason 


that entrance to the vaults was not accomplished was because of the Anakin Locks with which the doors were 
equipped. — 


3000 Bank Vaults are equipped with Anakin Locks 
Write or wire us to have representative call 


ANAKIN LOCK WORKS, 21 N. La Salle Street, Chicago 


JOHN H. TAFT, General Manager 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 











THE 
HUMAN 
EQUATION 
BANKING 


Ts Philadelphia National 


Bank is more than a unit 
of financial strength. 


It believes that successful 
banking requires character, 
leadership and an understand- 
ing of men as well as a knowl- 
edge of finance and business, 
and it looks carefully after 
that factor in its service to its 


customers and 


community. 


the 


business 


THE 


PHILADELPHIA 
NATILO 


NAL 


BANK 


PHILADELPHIA, PA. 


Page, Beck & White, Inc. 


MECHANICAL AUTOMOTIVE 
and INDUSTRIAL ENGINEERS 


Investigations and Reports for Bankers 


and Manufacturers; Designing, Drafting, 


Specifications, Standardization, Testing, 
Inspection, Plant Layout, Tooling, Cost 
Keeping, Organization, Management. 


431 S. Dearborn St. CHICAGO 


The new Farmers National Bank 
Building in Pella, Iowa, is rapidly near- 
ing completion. 











Charles J. Rhoads has resigned as 
president of the Central National Bank 
of Philadelphia to become a partner 
in the banking house of Brown Brothers 
& Co., of Philadelphia, New York and 
Boston, from which George H. Frazier 
will retire at the end of the year. Charles 
E. Ingersoll was unanimously elected 
president of the Central National Bank. 

Mr. Ingersoll takes the presidency of 
one of the oldest and strongest national 
banks, which has held to commercial 
business much more closely than most 
others. Its recent statement showed re- 
sources of $30,625,000 and $21,300,000 
deposits, with a working capital of 
$5,395,000. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to owr advertisers. 
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GOV. McDOUGAL ASKS 
FARM LIQUIDATION 


HE Federal Reserve Bank of Chi- 

cago has called upon member banks 
in the seventh federal reserve district to 
start the ball of deflation rolling by urg- 
ing their farmer customers to release 
the large volume of “frozen credits” now 
tied up in the banks. 

In a letter addressed to presidents of 
member banks, Governor James B. Me- 
Dougal asks them to take the farmer 
into their confidence and ask him to help 
in the liquidation of loans. The letter 
says: 

“The Seventh Federal Reserve Dis- 
trict is largely agricultural; and while 
Iowa is at the moment under a greater 
strain than other states, basic condi- 
tions are largely the same in all sec- 
tions, and the present seems an oppor- 
tune time to emphasize a few cardinal 
principles which control the operation 
of the Federal Reserve Banks, from the 
standpoint of sound business as well as 
of legal requirement. 

“The reserve of a bank consists of a 
certain proportion of its deposits, the 
minimum amount of which is usually 
fixed by law, and which must be in 
actual cash or in the form of balances 
in other banks convertible into cash on 
demand. 

“The member bank must carry the en- 
tire legal reserve required under the 
Federal Reserve Act as a deposit with 
the Federal Reserve Bank in which it 
is a stockholder. The Reserve Bank 
must keep such reserves constantly 
available, as its ability to rediscount 
for members depends upon the main- 
tenance of required reserve deposits. 

“Rediscounts carried by the Reserve 
Bank for member banks must be re- 
paid promptly, in order that the Reserve 
Bank may be in a position to provide 
for the requirements of other member 
banks. The law entitles each member 
bank to reasonable rediscount privi- 
leges, but it obligates the Federal Re- 
serve Bank to be prepared to grant re- 
discounts equitably, to each and every 
member bank, even though all apply for 
such accommodations at the same time. 
The Federal Reserve Bank may grant 
and has willingly granted more than 
ordinary. lines to some institutions in 
certain localities, but no institution or 
locality so favored should assume that, 
once granted, these extraordinary ac- 
commodations may be carried indefinite- 
ly, dependent for their liquidation solely 
upon the pleasure of the original bor- 
rower. 

“The payment of deposits, and the 
granting of seasonal demands yet to 

come, is dependent primarily upon the 
liquidation or reduction of loans now 
held by banks. To urge complete liqui- 
dation immediately is as unwise as it is 
impossible, but a beginning of the pro- 
cess at once is imperative, and upon 





its gradual and orderly continuance is 
dependent the future welfare of the 
banker, the depositor, the merchant and 
farmer alike. 


“At the Farmer-Banker conference, 
the opinion was frequently expressed 
that the farmer alone is feeling the 
force of the after-war adjustment now 
in progress. Conditions in other lines 
of business indicate that this opinion is 
not well founded. It must by this time 
be evident to all fair observers that 
the readjustment process is in evidence 
in practically all lines of commerce and 
industry, and the balance sheets of 
January first next will undoubtedly be 
convincing proof of this fact. 


“We believe the American farmer is 
a good citizen, and that when he can be 
shown the inter-dependence of his in- 
dustry and all others, and the need of 
team-work all along the line to bring 
order out of uncertainty, he will do his 
full share. 


“Banks in the Seventh Federal Re- 
serve District, members and non-mem- 
bers alike, are under an enormous bur- 
den of credit at this time. Relief will 
come, if the banker will take his cus- 
tomer into his confidence and ask him 
to help. 


“A beginning of liquidation, and a 
gradual and orderly continuance, will 


a 


Ww sna 
10,000 miles of private 
wites help make our 
National Investment 
Service to bankers un- 
usually prompt. 
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hasten the time when the basic law of 
supply and demand will again begin to 
operate normally and values reach their 
natural and proper level.” 


The following changes were made re- 
cently at a meeting of the directors of 
the Wisconsin National Bank of Mil- 
waukee: , 


August W. Bogk, cashier, was elected 
a vice-president; A. G. Casper, now an 
assistant cashier, was elected cashier; 
F. R. Sidler, George C. Dreher and F. 
K. McPherson, assistant cashiers were 
appointed assistant vice-presidents. 
Herbert G. Zahn was appointed an as- 
sistant cashier. 


At a, meeting of the directors of the 
First Wisconsin Trust Company, Charles 
M. Morris, trust officer, was elected a 
vice-president; Clyde H. Fuller, treas- 
urer, was appointed secretary to fill the 
vacancy created by the resignation of D. 
F. McKey; W. I. Barth, assistant sec- 
retary, was appointed treasurer; George 
B. Luhman, now associated with the 
firm of Miller, Mack and Fairchild was 
appointed trust officer. 


Work has started on the new branch 
bank building of the Peninsular State 
Bank, Detroit, Michigan, which is being 
erected at Kercheval and Hurlbut 
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avenues. The new building will include 
branch banking quarters and_ three 
stores. 

















One of the Longest 
Dividend Records 


of any corporation in the United 
States has been established by 


























The Cincinnati Gas and 
Electric Company 


Dividends have been paid con- 
tinuously for over sixty-six years. 






































We recommend this Company’s 
6% at bo Notes Due 
December |, 1922. 


Large earnings, ample security. 




















Price to yield 7% 








Ask for Circular No. AH-88 


A.B. Leach & Co., Ine. 


Investment Securities 


62 Cedar St., New York 
105 S. La Salle St., Chicago 


Boston Philadelphia + Buffalo__ 
Baltimore Minneapolis Cleveland 















































































Protection 


‘It is easy to alter 
this check.’’ 

Can anyone say that 
about your checks? 

Not if they're on 
National Safety Paper. 
This paper protects 
every part of a check. 
An alteration with 
acid, eraser or knife 
is instantly exposed by 
a glaring white stain. 
























Ask your printer 
George La Monte & Son 
Founded 1871 
61 Broadway New York 
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One’s first impression never 
fades. Give the public some 
thing concrete around which to 
build its conception of ‘your insti- 
tution. Make your bank building 
a monument, a landmark in.your 


community, incidentally one of 
your institution’s most effective 
advertisements. 


“MIDLAND” architectural 


terra cotta affords exceptional 


MIDLAND TERRO 


1014 Chamif © 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers, 
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" ange Seren a 


opportunities for unusual and 
striking treatments, combining 
with the qualities of permanence 
and cleanliness, an unlimited 


range in color and adaptability 
of form. 


“QUALITY and SERVICE” 


our motto 


nal SEND FOR OUR BOOKLET 


RRIOTTA COMPANY 


§ Commerce, Chicago 


am 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Profit-Sharing 
That Makes Bank Buildings 
Yield Greater Profits 


Loyalty is good as 
doesn’t go far enough. 


far as it goes, but it 


Link up loyalty, however, with a personal 
interest, prompted by the interest it will yield 
in dollars and cents in a man’s check, and you 


have loyalty, plus. 


This loyalty, p/us, among our profit-sharing 
employees, cuts down building costs on every 
bank we build. It cuts corners, without cutting 


quality. 


It is but one phase of the Underwood Plan 
of the shortest distance between two points— 


a straight line. 
The “pay-as-you-go” 


is another feature; the 


practical enocomy of which you will promptly 


appreciate. 


Send for figure facts. 


Canal Bank Building 
_New Asian La. 


The Mississippi Valley Trust Com- 
pany of St. Louis announces the ap- 
pointment in its bond department of 
Samuel Glover Ray and Martin Marti, 
Jr. 

Ray, who is a lawyer, has made the 
legality of municipal bond issues a spe- 
cial study. After graduating from the 
University of Virginia he took his law 
degree at Washington University and 
practiced for five years. He was then 
retained by the Dalton Adding Machine 
Company for two years, after which he 
was connected with William R. Compton 
& Co. and Pape, Potter & Kauffman. 








Marti comes to the Trust Company 
after six years in the local investment 
field, with the Mercantile and American 
Trust Companies. 


Bids have been called for by the 
Kirkland State Bank of Kirkland, 
Washington, a suburb of Seattle, for the 
construction of a two-story brick and 
concrete building to be erected on Lake 
Avenue, adjoining the bank. The lot 
is 60 by 100 and the building is to con- 
tain three stories. The need of addi- 
tional store facilities in Kirkland is said 
to have been felt for some time. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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CLEVELAND BANK OPENS 
NEW BRANCH BUIDING 


The Garfield Savings Bank of Cleve- 
land opened the new building of its 
Superior branch on Saturday, December 
4. It is located in the Superior E, 
105th Street business district of that 
city. 

The building is two stories high and 
the monumental effect of the exterior is 
gained by the use of granite and gray 
Indiana limestone in the large scale 
Dorie style of architecture. 

A unique feature is the public con- 
ference room on the mezzanine floor. 
This was included in the banking ar- 
rangement for the benefit of customers 
and business men in the community, all 
of whom have been invited to use it for 
meeting purposes. 

Provision has been made for further 
increase in banking space by arranging 
the basement so that fourteen additional 
cages can be added, making a total of 
twenty-six in the building. When in- 
creased business demands this further 
expansion, marble stairs will be opened 
from the vestibule, in this way affording 
a public entrance to the basement quar- 
ters. Future bookkeeping requirements 
will be provided by adding a third floor 
over the rear mezzanine. 

On the opening day a full page an- 
nouncement appeared in a Cleveland 
newspaper opposite the editorial write- 
up and illustrations of the new building. 

The page carried a heading extending 
the full width of the page. Below this, 
and occupying the center position, was 
a large advertisement of the bank 
headed, “The Community and Its Bank.” 
This was surrounded by thirteen smaller 
advertisements of the equipment used in 
the new building, and of several busi- 
ness houses in the Superior district. 


Eighteen years ago the original Su- 
perior branch was opened with a force 
consisting of two employees—a cashier 
and a teller. Since that time, deposits 
have steadily increased until they now 
exceed $2,500,000. The surrounding 
district has developed into a prosperous 
section of the city:and the branch in- 
stitution has kept apace with this 
growth. 

It is one of six branches operated by 
the Garfield Savings Bank. The main 
office and four branches now occupy 
their own buildings, and plans are be- 
ing made for the construction of new 
homes for the others. 


The First National Bank of Auburn, 
Washington, recently opened the doors 
of its beautiful new building to the 
public. The new structure is provided 
with the latest equipment and is a 
splendid addition to buisness interests 
in that city. Officers of the bank are: 
H. G. Bills, president; W. T. Behne, 
cashier; James McE. Reilley, assistant 
cashier. 
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Absolute security 


to your loose leaves 


A YALE lock, which is a part of the binder, holds every leaf 
as securely as though they were in a bound book. 


Only the man who holds the Yale key can insert or extract a leaf. 


These Loose Leaf Ledgers are all you would expect of a Mann 


product—made of steel, 100%. expansion; of finest quality paper; 
with durable binding. 


Further information and illustrations sent on request. 


Blank Books—Bound and Loose Leaf—Lith phing, Printing, Engraving 
The Pennsylvania Com- Office Stationery and Sapp 


pony for Insurances on 
ives and Granting An- 
nuities, Philadelphia, has 


been using Mann Yale WILLIAM MANN COMPANY 
Lock Loose Leaf Ledgers, 
oso asere, Or PHILADELPHIA 

FOUNDED IN 1848 


New York Offices: 261 Broadway 








America’s 


Leading 
Banking 


Magazine 


Asa bank executive, you 
really cannot afford not 
to have the BAN K- 
ERS MONTHLY 
come to your — 
every month when aN “ist 
toouloe’ is sosmall. Our 


This magazine is the a4 yi eek. Claims 
only bankers’ maga- 


zine dealing exclu- Be. ; f A ei j Are Backed by What 
aiaames Oa 9 Ff FE: u ‘/ Our Readers Say 
banking success. f Worth $25 A Year 
This maga- i Sy ; # W. C. Johnson, National Bank, 
aoe ae te bs ~ ‘ 4 y “This bank ‘eormenee subscriber 
oe ae se j and advertiser in your Blue Book. 
guess, it is > ] Does this entitle us to a subscription 
a ne to the BANKERS MONTHLY? if not, 
ideas _fabri- ou may enter our order for the 
cated out ss for’one year from the present eubseription 
E I would not be without the BANKERS 
of somebody’s , date. 
brilli 4 47 MONTHLY for $25a year. _ It carries more good 
cilient brain 4/ -ense and practical banking ideas than any period- 
who was per- iy, ical that ever cameintoour bank. I enclose herewith 
haps never inside a bank; y/ january statement. You will note that we had a good 
on the contrary it is the ¥/ growth in deposits in spite of the Liberty Loans.’ 
eur on n ke: ro , he / Send for Sample Copy. $5.00 a Year 


magazine contains 


TRIE D-OUT plans, ‘PROVED policies, é Rand McNally & Co. 


D banking ideas that have 


worked for others and that will work for you. J’ CHICAGO and NEW YORK a 
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Put Your Faith 
in Wells Brothers. 


Wells 





Brothers Construction Co., Builders 





UTTING up a new building is not unlike 

investing in a fine watch. You can’t take 
it apart for critical examination. The safe 
way is to buy one of known reputation and 





Skill, Integrity ‘ s 
and Responsibility pin your faith on the name of the maker. 


His reputation, buit on a quality product, 
must be maintained. 


Wells Brothers Construction Co. has built an 
efficient, trustworthy organization for just one 
kind of service. It does not know how to do 
slip-shod work. Its success is based on giving 
all-round satisfaction to owners. Speed, qual- 
ity and cost must be right, for that is the 
foundation of continued service, of repeat 
orders. 





When you engage Wells Brothers to build for 


“yer id you—whether bank, office building, hotel, 
building theater, church, factory or warehouse — their 
“Wells Built’? reputation is pledged. Your demand upon 


their skill, integrity and responsibility must 
be met. Your building will be right. 


Wells Brothers Construction Co. 


MONADNOCK BLOCK, CHICAGO 


Readers will confer @ favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Interior view of the 
FIRST OLD STATE BANK, Elkhart, Ind. 


BANK 


SPECIALISTS — 


FIRST OLD STATE BANK 
Elkhart, Ind. 


ENGINEERS 
ARCHITECTS DESIGNERS 


BANK BUILDINGS 
COMPLETE EQUIPMENT 


INTERIORS 
VAULTS 





WRITE FOR OUR BEAUTIFULLY ILLUSTRATED 
PORTFOLIO ON BANK ART SHOWING OUR WORK 


fe = Vitzthum—Scheitler—Burns 


FIRST NATIONAL BANK 


Michigan City, Ind. 21 EAST VAN BUREN STREET 
CHICAGO, ILL. 
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STOCKS SELLING 
BELOW VALUE 


Fall in securities is remarkably free 
from failures and the important indus- 
trial concerns are in a strong position 


ANKERS, brokers, manufacturers, 
statisticians and financial students 
all seem to agree that most stocks are 
selling far below their intrinsic values. 
Many common stocks with book values 
in excess of $150 a share are selling not 
far from $60 a share. In some cases 
they are down 50 to 100 points or more 
from the record high levels. 

Certain stocks with book values of 
of more than $200 a share are selling 
for 25 per cent of their respective book 
valuations. Even in the current year 
many industrial corporations will be 
able to show 50 per cent available for 
their respective common stocks, based 
upon market values. But the good 
stocks have been going down with the 
bad. Wall Street has been disregarding 
values. 

It has been a slow panic and a rich 
man’s panic. Stocks started to decline 
in November of last year, and on top of 
this decline comes the sharp break of the 
last several weeks. The fortunes of 
many multi-millionaires have shrunk 50 
per cent. In some cases the shrinkage 
has been even greater. Hundreds of in- 
dividuals who made fortunes running 
from a quarter of a million to a million 
dollars over the last five or six years are 
back to where they started, and the 
market continued to go down. The very 
rich have been buying securities in order 
to establish lower averages but without 
stemming ‘the drift downward. 

The fall in securities has been free 
from failures. A few small concerns 
have gone to the wall, but the important 
industrial companies are in a stronger 
position from the standpoint of cash 
assets than at any time in history. Steels 
and equipments and many other branches 
of industry have been lenders of money 
on the Street. 

To show the unusually strong position 
of the industrial companies it is only 
necessary to say that in five years 139 
companies increased their total working 
capital by nearly $2,500,000,000. These 
same companies on the first of the cur- 
rent year reported combined inventories 
of approximately $3,000,000,000, or only 
$500,000,000 more than the addition to 
working capital in the five years’ period. 
On January 1, of this year they had a 
total of nearly $2,000,000,000 cash and 
' investment securities on hand. 

“Tt is evident from these figures,” ob- 
serves the Wall Street Journal, “that the 
decline in the stocks of many corpora- 


tions has not been to any weakness se~ 


far as liquid assets are concerned. The 


branches of industry that are suffering 
from inflated inventories and lack of 
cash are well known. Traders, however, 
have not been inclined to sift the good 
from the bad. The downward move- 
ment has been general.” 

The decline in the market has been 
due to a multitude of causes, among 
them : 

1—High rates and a scarcity of funds 
for legitimate business purposes. Dis- 
inclination of. farmers to liquidate 
produce. 

2—Government extravagance and 
crude methods employed to reduce the 
high cost of living. 

3—Flotation of companies at inflated 
valuations, particularly petroleum com- 
panies without established merit. 

4—Too many securities for the public 
to properly digest. As an example, over 
400 issues were recently traded in on the 
New York Stock Exchange in a single 
five-hour session. Close to one-third 
of the issues were stocks listed over the 
last year or two. In three years there 
has been an increase in total of public 
and private bonds and stocks listed on 
the New York Stock Exchange of some- 
thing like $30,000,000,000, or at the rate 
of $300 per capita. Add new stocks not 
listed, and the total will reach a much 
larger figure. 

5—Strained financial conditions 
abroad and low rates of exchange. Fail- 
ure to fix German indemnity. 

6—Sales of stocks to pay federal in- 
come: tax and registering of losses 
against the 1920 tax. 

7—Billions in new financing, includ- 
ing flotation of hundreds of millions of 
dollars of foreign securities in this mar- 
ket. 

8—Inflated inventories by certain 
branches of industry that looked for a 
prolonged period of prosperity. Slow 
collections. 

9—The climax has been a general de- 
pression in business which has closed 
mills and factories and thrown hundreds 
of thousands out of work. Frozen credit 
in general. 

10—Political and class disturbances 


sabroad and the collapse of the financial 


structures of certain countries, notably 
Cuba and some South American repub- 
lies. 

Other cases can be cited, but the 
people care little for the causes that 
brought about the collapse of business 
and depression in securities. They are 
concerned over the future. They would 
like to know when a revival can be ex- 


pected and how far the stock market 
is from bottom. Answers to such ques- 
tions would be pure guesses. However, 
the opinions of certain bankers and man- 
ufacturers can be summarized ag 
follows: 

“Business, generally, should start to 
improve about the second quarter of next 
year. If this improvement is to materi- 
alize the stock market will discount it 
some time in advance. 

“Depressions in business as well as 
securities are due to loss of confidence, 
A restoration of confidence is all that 
is necessary to restore conditions to 
normal. There can be no revival in 
business as long as stocks are going 
down in Wall Street. A rise of ten 
points in the averages would do more 
to help business than anything else. 
Note that business boomed last year 
when the stock market was strong. 

“Wall Street needs a leader, a real 
leader like J. P. Morgan. There has 
been too much talk and too little action. 
There are too many men in the Wall 
Street district who think they are 
leaders, but they fall far below the 
Morgan, Stillman, Hill standards. 

“There is more wealth in the country 
than ever before. It is increasing at the 
rate of billions annually. There must 
be a readjustment of the excess profits 
tax. There will be no great development 
of the country’s resources as long as 
the real wealthy with millions and hun- 
dreds of millions canot see a reasonable 
return on their investments. This is 
impossible under existing tax laws. 
There will be no new railroads built, 
no new mines opened, no new factories 
erected as long as great wealth is forced 
to pay over three-quarters of its profits 
to the Government. The rich are on 
strike. 

“It is believed the incoming Adminis- 
tration is constructive and will do what 
it can to prevent the destruction of fi- 
nancial and industrial initiative. The 
man of wealth must be given an oppor- 
tunity to invest his money for the 
country’s development, increase produc- 
tion and employ labor. 

“Bankers should discourage a repeti- 
tion of inventory inflation practiced by 
certain branches of industry this year. 
At the same time bankers should make 
every effort to bring down the high cost 
of doing business. Industry cannot con- 
tinue to pay 8 and 10 per cent for bor- 
rowed money. 

“Bankers and brokers should encour- 
age the purchase by investors of good 
bonds and stocks, and discourage selling 
by frightened holders of securities quoted 
below intrinsic values. 

“For the last six or eight months in- 
dustrial companies have been working 
off high-priced inventories. This and 
reduced industrial operations should in- 
crease the available supply of money 
and bring about lower rates. A ma- 


(Continued on page 88) 
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Write us for the interest- 
ing booklet in which The 
Bankers Magazine tells 
what the Collins Service 
is doing for clients. 


They Will Come to the Bank 


when they know what the’ bank the banker whose position in the com- 
can do for them. munity invites consultation. 


Many a man whose hard earned dollars §_ These profitable accounts can be yours. 

have swelled the pockets of the “invest- . = 

et wineel” ee be a happier man Use Collins methods to establish your 

today if he had first consulted a banker. bank in the confidence of your a 
nity and show the people what it can 

And many profitable accounts result for mean to them. 


“ik” ~~ DENNSYLVANIA | 


We have constantly on hand a carefully selected list of bonds in denomi- 


nations of 
$100 $500 $1,000 


All of these bond issues have been carefully investigated by us, and we believe they 
offer the investor a very high degree of security, both as to principal and interest. 


We shall also be pleased to suggest an assortment of stocks for investment which are 


TAX EXEMPT IN ILLINOIS 


We invite your correspondence, and assure you that whether your requirements 
are large or small, your orders will receive our best attention. 


Edward P. Russell Walter S. Brewster C. L. Peniston 


RUSSELL, BREWSTER & CO. 
STOCKS and BONDS 


116 W. Adams St CHICAGO 


NEW YORK OFFICE Members New York Stock Exchange 
111 Broadway Chicago Stock Exchange 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers, 
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COPY WITHOUT ERROR IS WHAT EVERY BANK WANTS 


The PHOTOSTAT 


(Reg. U. 8. Pat. Off.) 


Makes Facsimile copies 
Directly upon sensitized paper 


At a possible speed of one copy per minute 
From any colored subject 

At original size, enlarged or reduced 

That are absolutely permanent 

That are legal evidence in court 

That are water proof 

That are erasure proof 

That are smut proof 

That do not need to be checked 


Manufactured by the Eastman Kodak Co. 
exclusively for the 


THE PHOTOSTAT CORPORATION, ROCHESTER, N. Y. 


Chicago, New York City, Philadelphia, Providence, San Francisco, Washington. 


* 


WI IDAAAAAAAAAAAAAIAAAAK IK 


MAKE US YOUR 
BANK IN THIS 
SECTION 


ESTABLISHED 1853 


We not only are prepared and 
equipped to care for your 
Western Michigan banking 
needs, but we also 


WANT TO DO IT 


in a way which will meet with 
your unqualified approval 


CLAY H. HOLLISTER 
PRESIDENT 


CARROLL F. SWEET 
VICE-PRESIDENT 


GEORGE F. MACKENZIE 
V.-PRES. AND CASHIER 
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Directors of the Greenebaum Sons , 
Bank and Trust Company of Chicago 
have promoted a number of employees. 
Joseph G. Straus was elected vice-presi- 
dent. He remains trust officer as before. 
The following were elected assistant 
cashiers: George M. Elworth, Rudolph 
G. Mueller, B. B. McKay and Lee W. 
Liberman. It was decided that a gradu- 
ated bonus be paid to employees ranging 
from 5 to 10 per cent. 


MR. FORGAN’S FORECAST 
OF THE NEW YEAR 


(Continued from page 76) 


would be depleted to such an extent that 
the loss might never be made good, cer- 
tainly not within any reasonable time. 
A corporation was therefore formed with 
headquarters in Chicago which is now 
extending credit to cattlemen where 
needed and deserved. 


As last year, the demand for bank 
eredit has remained steady and strong 
and discount rates have ruled high. As 
a result, banks have had an opportunity 
to make large profits, but these have been 
somewhat offset by the business failures 
to which I have referred. Banks will 
serve their own interest best, and that 
of the country and of the world, if they 
continue to watch the situation closely 
and wherever posible urge their cus- 
tomers to liquidate so that credit again 
may become fluid and be made available 
to serve the necessary expansion of 
productions here and abroad. 


There is no reason whatsoever to 
despair at the present time. The world 
has received a severe shock but not. one 
from which there can be no recovery. 
Fundamentally, surface appearances to 
the contrary nowithstanding, conditions 
all over the world have shown progress 
and are likely to continue to do so. The 
year 1921 promises to be a year of 
steady though possibly very slow im- 
provement. 


Max L. Holmes, paying teller of 
the Bankers’ Trust Company of Des 
Moines, Iowa, has been elected assistant 
cashier. 


The Bankers’ Trust Company has 
moved into its new quarters at Sixth 
and Locust. 


STOCKS SELLING 
BELOW VALUE 


(Continued from page 86) 


jority of the industrial companies in 
need of money have been financed by 
the banks. Stocks of goods in mer- 
chants’ hands are lower than they have 
been in months. They have been selling 
and doing very little buying. The con- 
sumer is also on strike for lower prices, 
The length of time a consumer can 
wear his old clothes is limited. 


“Selling of stocks to raise tax money 
to be paid on December 15 is over. Sell- 
ing to register losses against next year’s 
tax is spending its course. 


“There is still a shortage of govds 
all over the world, but the trouble is 
lack of money and credit. The world 
is in need of steel, locomotives, railroads, 
textiles, food products, shoes, raw mate- 
rial and other products. In the face of 
this there has been a drastic falling off 
in production over the last several 
months. The slogan up to the latter 
part of last Summer was work. Every 
man must produce in order to pull the 
world out of its difficulties. Within 
the last few weeks millions of men in 
this coutry and Europe, in South Amer- 
ica and the Far East have been thrown 
out of employment, the principal reason 
being lack of or exhaustion of credit. 
The millions out of work are not in- 
terested in a League of Nations. 


“An improvement in the money and 
credit situation will quickly dissipate 
pessimism, restore confidence and reopen 
mills, factories and mines. If the fi- 
nancial powers of this country and Eu- 
rope can bring this about, predictions 
that business will begin to show improve- 
ment in the spring may be realized.” 


James B. Greenfield, cashier of the 
National Bank of Manitowoc has re- 
signed. Mr. Grenfield has not been in 
the best of health the past year and will 
spend as much of his time out of doors 
during the next year as possible, probably 
returning to his old home in Michigan 
where he has business holdings. 


F. T. Zentner, who has been identified 
with the bank for years, having formerly 
been cashier and at present vice-presi- 
dent will succeed Mr. Greenfield as 
cashier. 


The American Foreign Banking Cor. 
poration, Broadway, announces that it 
will open a branch in Mexico City, Mex- 
ico on January 17. This will be the 
first American bank under the super- 
vision of the Federal Reserve Board 
to open in Mexico, and it will be pre- 
pared to handle all collections on that 
country, and give information on credits 
and other matters of financial interest 
to Americans. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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ON January third, we will occupy our new quarters 
in the Peoples Trust & Savings Bank Building, 
Michigan Boulevard at Washington Street. 


With increased capital, a commanding position on Chi- 
cago s Lake front and the most modern, commodious 
banking facilities, we invite out-of-town banks and 
bankers to let us demonstrate our capacity and will- 
ingness to serve their interests. 


The capital stock of this bank has been 
increased from $500,000 to $1,000,000 


The PEOPLES 3wxt BANK 


Chicago’s Lake Front Bank 
EARLE H. REYNOLDS, President _ : Resources $15,000,000 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to owr advertisers. 
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A Commercial Bank 


Ever since The Merchants Loan and Trust Company 
Bank of Chicago was founded, more than sixty 
years ago, the big end of its business has been com- 
mercial banking. 


From time to time, new departments have been 
added, extending and widening the Bank’s service, 
but it has always remained first of all a commercial 
bank, and commercial banking its principal activity. 


Today this Bank stands foremost among all the 
state banks and trust companies of the entire West 
in volume of commercial business and holdings of 
bank deposits. 


BOARD OF DIRECTORS 


CLARENCE A. BURLEY ‘ : ‘ é ‘ . Attorney and Capitalist 
R. T. CRANE, JR. ? ‘ ; “ F ‘ President, Crane Company 
MARSHALL FIELD ‘ ‘ . _ 7 . Trustee, Marshall Field Estate 
ERNEST A. HAMILL . ‘ ‘ . Chairman, Corn Exchange National Bank 
HALE HOLDEN . . President, Chicago, Burlington & Quincy R. R. Company 
MARVIN HUGHITT. Chairman, Chicago & North Western Railway Company 
EDMUND D. HULBERT ‘a ‘ 3 2 ‘ ‘i ‘ President 
CHAUNCEY KEEP ° : ; . P Trustee, Marshall Field Estate 
CYRUS H. McCORMICK . 4 Chairman, International Harvester Company 
JOHN J. MITCHELL . ; : : ‘ . a Chairman of Board 
SEYMOUR MORRIS . ; . “ . i Trustee, L. Z. Leiter Estate 
JOHN S. RUNNELLS . 5 ; - President, Pullman Company 
EDWARD L. RYERSON 4 5 4 . Chairman, Joseph T. Ryerson & Son 
JOHN G. SHEDD. : ‘ President, Marshall Field & Company 
ORSON SMITH . * ‘ . ; . Chairman of Advisory Committee 
JAMES P. SOPER j ‘ 5 ‘ . President, Soper Lumber Company 
ALBERT A. SPRAGUE. : ‘ : Chairman, Sprague Warner & Company 


OFFICERS 


JOHN J. MITCHELL, Chairman of Board 
EDMUND D. HULBERT . President 


FRANK G. NELSON . Vice-President F. E. LOOMIS. ._ Assistant Cashier 
JOHN E. BLUNT, Jr.. Vice-President A. F.PITHER . ._ Assistant Cashier 
C.E. ESTES . . . Vice-President LEON L. LOEHR, Sec’y and Tr. Officer 
F. W. THOMPSON ~__.._ Vice-President A. LEONARD JOHNSON, Asst. Secretary 
H.G. P. DEANS . . Vice-President G. F. HARDIE. . Mgr. Bond Dept. 
P.C. PETERSON .. . . Cashier CUTHBERT C. ADAMS 

JOHN J. GEDDES. Assistant Cashier & a Asst. Mgr. Bond Dept. 


Being a member of the Federal Reserve System, 
this Bank offers facilities equal to those offered by 
National banks and in addition the special services 
of a State institution. 


DEPARTMENTS 


COMMERCIAL—SAVINGS—TRUST—BOND 
** Indentified with — FARM LOAN— FOREIGN EXCHANGE— 


Chicago’s Progress 
Since 1857” CAPITAL AND SURPLUS—FIFTEEN MILLION DOLLARS 


ce 
Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to-our advertisers. 
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WHERE progress is 


the watchword — where 
bustling banking institutions 
are extending their every 
effort to stamp indelibly the 


value of their services upon the 
minds of the people—there you 
will invariably find their dominant 
outward means of self-expression 


serving ceaselessly and in keeping 


with the dignified atmosphere of their 
bank. 
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It is the Federal Electric Silveray Sign 
and is pictured in the photograph above. 


END coupon today 

for free sketch and 
full information. No 
obligation. 


Tear off and Mail Coupon Now 


FEDERAL ELECTRIC COMPANY 
Representing Federal Sign System (Electric), 8700 South State Street, Chicago, III. 


Please send me full information, price and free sketch of a Federal Silveray Sign for our bank. 


I a a ii aad ea ee ied 


Store Frontage. No. of Floors... 


seen ereceseecereeerecescorerecesenceteresesereeeeeeeerenee. 


Readers will confer a favor by mentioning THE BANKERS: MONTHLY when writing to our advertiserr. 











A unique series of Thrift 
Films now available to one 
banker in your city. 


America’s greatest edu- 
cators are co-operating in 
the creation of the highest 
class films to be used in the 
schools and industries for 
educational purposes. 


One phase of this work 
which vitally interests the 


banker is the “Thrift Cam- 


paign.” 


These thrift films, each a 
complete, clever little stori- 
ette, will be made at the 
expense of thousands of dol- 
lars, and under the super- 
vision and direction of the 
same men who are produc- 













ing the films for our best 
schools and colleges. 

This is not primarily a 
money making proposition - 
on the part of the Society 
For Visual Education, but 
a sincere effort to be of 
service, and to place all 
the unique facilities of the 
Society at work for the 
people. 


The coupon below will 
bring you full information 
regarding “Thrift Films” 
and the men making them. 
You take no risk in sending 
this coupon, but you reap 
a real advantage by doing 
so, as we will reserve your 
city for you until you have 
time to form your decision. 
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Movies That Teach Them 
How to Save 





The Society For Visual Education, Inc. 


SUMTER CALVERT H. L. CLARKE 
Director Thrift Film Division Vice-President and General Manager 











327 SOUTH LA SALLE ST., CHICAGO 






Thrift Filrn Division 
SOCIETY FOR VISUAL EDUCATION 
327 So. La Salle St., Chicago 


Tell us all about your Thrift Campaign. It is understood that this inquiry does not obligate us in any way, but that you 
will reserve your service for our bank exclusively until we have a chance to make our decision. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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THE CRAWFORDSVILLE STATE BANK 


Crawfordsville, Indiana 


THE HOME NATIONAL BANK 


Arkansas City, Kansas 


THE FIRST NATIONAL BANK 


Escanaba, Michigan 


FAYETTE BANK AND TRUST COMPANY 


Connersville, Indiana 






























are examples of the 
progressive banks 






which have adopted our plan for secur- 
ing and holding the good will of the 
teachers in their banking territory. 


This plan is open to one bank in your 
city. If you are willing to invest 50 
cents per teacher to build good will for 
your bank among the teachers over a 
period of a year, our plan will inter- 
est you. .- 


The coupon below will bring you full 
details without obligation. You will 
not be solicited by a salesman. » 


Society For Visual Education 


WEBSTER BUILDING, CHICAGO 


SOCIETY FOR VISUAL EDUCATION 
Webster Building, Chicago, IIl. 


Send us full particulars regarding your plan for building good will and accounts among the teachers in our banking territory. 
a a 


Readers will confer a favor by mentioning THa BANKERS MONTHLY when writing to our advertisers. 
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HOW ARCHITECTS PROVIDE 
BANK WINDOW DISPLAYS 
(Continued from page 18) 


was to allow those on the inside of the 
bank to look out, but to keep those on 
the outside from looking in. This screen 
is often used to advertise the bank by 
printing certain information thereon.” 
Here another step, which leads to the 
third and most elaborate window display, 
was mentioned: “We have gone one step 
further and have set this vision sereen 
about six to eight inches back of the 
plate-glass window, and in this pocket 
ean be placed various savings banks 
which many institutions use in their 
savings department, together with any 
other matter they may desire used for 
window display.” 

This brings us to the more elaborate 
window displays. As one banker com- 
mented, “I think it is a great mistake 
that more banks don’t use their windows 
to the fullest extent, because I don’t 
know of any business institution that 
has the opportunities to prepare a win- 
dow with such strong pulling power.” 

Some banks in farming communities 
have stimulated business largely through 
farmers’ exhibits. These have taken 
various forms—from posts in front of 
the bank for hitching live stock, to ex- 
hibits in a special display room adjoin- 
ing the corridor. In one ease an archi- 
tect was requested to design an elevator 
in the floor of the lobby on which ani- 
mals could be displayed. So, if exhibits 
of this kind have been effective producers 
of business—and without injury to the 
dignified character of those banks—a 
well-prepared window display facing a 
busy thoroughfare will be in accordance 
with the dignity of the building design 
and expressive of the friendly atmo- 
sphere within, both of which are essen- 
tial factors in getting new business. 

The First Wisconsin Trust Company 
of Milwaukee, offers an interesting ex- 
amplé of how to dress the bank windows. 
It has inaugurated a series of elaborate 
window displays to supplement its cam- 
paign among the industrial workers of 


the city. The plan is to carry weekly 


exhibits of “Made in Milwaukee” prod- 
ucts, and the series will be continued for 
a year. Each display, as shown in the 
accompanying illustration, carries beau- 
tiful designs, paintings, ete—the orig- 
inals of those used in the different ad- 
vertising campaigns. Each window ex- 
hibit is arranged to conform with the 
atmosphere of the bank. Samples of 
the products are also displayed in the 
window. Each display has the trust 
company’s message in the center of the 
window—so located and so simply stated 
that it makes a strong appeal and yet 
is not large enough to detract materially 
from the industrial exhibit. In the Palm 
Olive window, for example, several small 
savings banks were grouped in the center 
of the Palm Olive samples and a placard 





bore this message: “ ‘Made in Mil- 
waukee.’ Palmolive Company Exhibit. 
255 Palmolive employees now have ac- 
counts in our savings department. First 
Wisconsin Trust Company.” 

A campaign of this kind not only in- 
terests the workers in the various plants 
included in the series, but it educates 
the public to a realization of the manu- 
facturing interests in their home town. 
It draws attention from every class and, 
in doing so, emphasizes the importance 
of the bank. 

Reverting to the Metropolitan Bank 
of St. Paul, we find that this institution 
has used a number of interesting dis- 
plays. Several of the most effective in- 
eluded the actual display of cash in the 
window. Mr. Thornton, the vice-presi- 
dent, reminds us that “there is some- 
thing about money—the real cash it- 
self—that makes even the man in a 
hurry stop and look and grow thought- 
ful.” 

In a savings appeal, this bank urged 
the regular saving of three dollars each 
week. Three silver dollars emphasized 
the amount. Beside this were placards 
showing two results—the saving of 
$862.50 in five years and $1,914.00 in 
ten years. The actual cash was displayed 
in each case. Two small savings banks 
found prominent locations in a center 
position. 

Again, the foreign exchange depart- 
ment was advertised by showing the 
value in American money of the standard 
coins of eight different countries. Coins 
were exhibited and a small flag of each 
country was displayed above. This ap- 
peal brought results, especially among 
the foreign population which was at- 
tracted to the window through a re- 
minder of the old country. 

Notes of larger denominations—one 
hundred dollars and one thousand dol- 
lars—are not often handled even by 
men of considerable means. When these 
are displayed, they attract attention 
from all classes alike. And, “it might 
be well to observe that where money is 
used in a window display, it is covered 
by regular bank insurance, as such in- 
surance covers all money within the 
bank enclosure and the window is con- 
sidered part of the bank enclosure.” 

Live animals also add to the public 
interest in a window display. Several 
squirrels in the St. Paul bank’s window 
attracted all ages alike, and the brief 
message on a placard suggested that we 
follow the example of those animals in 
saving and storing away a reserve for 
possible later use. This institution also 
used a hive of bees in another window 
display. 

A few unoceupied safety deposit boxes 
were discovered in this bank sometime 
ago. A window display was arranged, 
and all boxes had been taken by noon 
of the following day. 


In preparing these window exhibits, 
Mr. Thornton follows three rules which 
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apply in all cases. While these are un- 
doubtedly followed by other bankers us- 
ing this form of advertising, they are 
worth quoting: 

“First, keep the window displays ex- 
tremely simple, so that even the busiest 
person, who hesitates but for a second, 
ean take in the story at a glance. 

“Second, each window must tell a 
story. 

“Third, tell one story at a time. It 
is our plan to present one distinct bank- 
ing idea in understandable form, rather 
than to confuse people by playing two 
or three different tunes at one time.” 

Two banks have been cited here for 
the successful use of elaborate window 
displays. Many other bankers have also 
realized the effectiveness of this method 
of advertising. In some communities, 
results may not be as productive. How- 
ever, its success in many cases recently 
marks another step toward popularizing 
banking service and “ carrying the bank 
to the people” by methods that are em- 
ployed in other lines of business. 

So, in planning the construction of a 
new bank building, or in remodeling 
present quarters, it will be well for bank- 
ers to realize the importance of the win- 
dow display and analyze their needs in 
this direction. The appeal that is to 


- be made—whether to a wealthy commu- 


nity, to a population composed chiefly of 
wage earners, to foreign inhabitants, to 
farmers, or to the composite of all these 
classes—must be decided upon. This 
appeal, the size of the new building and 
its style of architecture—all. will be de- 
termining factors. The windows must 
tell a story that will draw increased 
business. 


The directors of the Grand Rapids 
Savings Bank filled two vacancies upon 
its board by the election of Charles M. 
Heald and Tom Thoits. Mr. Heald re- 
cently returned to Grand Rapids after 
an interim of several years spent in 
Buffalo where he was engaged in large 
business affiairs and where also he was 
a member of the “Buffalo City Com- 
mission.” During his former residence 
here Mr. Heald was president of the 
Chicago & West Michigan Railroad, the 
Detroit, Lansing & Northern, and the 
Grand Rapids, Belding & Saginaw Rail- 
roads. 

Mr. Thoits is prominent among the 
younger business men of the city. Upon 
his return from overseas during the war 
he resumed his place as general manager 
of the Welch Manufacturing Company 
with which he is now associated. These 
vacancies on the Grand Rapids Savings 
Bank board were caused by the deaths 
of Roger W. Butterfield and William 
Alden Smith, Jr. 


The Citizens National Bank, Oshkosh, 
Wisconsin, plans a new bank and office 
building. The banking quarters will be 
built at once and office building later. 
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HE First National Bank of 
Chicago and First Trust and 
Savings Bank invite the business 
of banks and bankers, firms and 
corporations, offering complete, 


convenient and satisfactory 
financial service. These affiliated 
institutions are located in the 
First National Bank Building, 
at the northwest corner of 
Dearborn and Monroe Streets, 
Chicago. 


Combined Resources Exceed $375,000,000 


JAMES B. FORGAN FRANK O. WETMORE MELVIN A. TRAYLOR 
Chairman of the Board of Both Banks President, First National Bank of Chicago President, First Trust and Savings Bank 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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ROSS & COMPANY IN 


FINE 


ILLIAM L. ROSS & COM- 
PANY, Chicago investment bank- 
ers, recently took possession of the 
handsome suite of offices shown in the 
illustration. These quarters, represent- 
ing a large part of the fourth floor of 
the building at 108 South La Salle 
Street and in the center of the financial 
district, give further evidence of the 
company’s remarkable growth. 
Organized in April, 1920—less than a 
year ago—it has rapidly advanced to a 
prominent position in Chicago’s financial 
circles. This success has been due 
chiefly to the type of men connected with 
the company—all of whom have long 


NEW OFFICES 


been recognized for their ability and 
sound business judgment. The com- 
pany specializes in high-grade municipal, 
railroad and public utility bonds. 

Mr. Ross, president of the company, 
was for ten years a financial writer and 
editor in New York and other eastern 
cities. He later became identified with 
the Illinois Trust Company in Chicago 
and was the manager of the bond depart- 
ment of that institution when the pres- 
ent company was organized. 

Mr. Ross feels that no other foreign 
securities offer as attractive investments 
to Americans as those of Canada. As 
a special feature to investors, Ross & 


Two views of the attractive new offices of William L. Ross & Co., Chicago, Investment Bankers 


Co. established a connection last April 
with one of the leading bond houses of 
the Canadian West, the Canadian & Gen- 
eral Securities, Limited, of Winnipeg, 
of which Mr. Ross is a director. Through 
their Canadian connections, Ross & Co. 
are active in transactions which include 
Canadian government, provincial, muni- 
cipal and railroad bonds. 


The officers of William L. Ross & Co. 
are as follows: William L. Ross, presi- 
dent; Le Roy Woodland, vice-president 
and treasurer; Kenneth §. Dickinson 
and Robert D. Green, vice-presidents; 
and W. J. Hay, Jr., secretary. 


Thanks to Reserve System 


Enough has happened during this year 
of record credit strain to show that the 
Federal Reserve System is working 
properly and that the Federal Reserve 
Board is one of the country’s greatest 
assets. It has stood as a bulwark of 
strength against the importunities of 
those who are raising heaven and earth 
to continue the price basis of war days. 
This never has been possible and should 
the government grant fresh loans and 
issue more currency for such a purpose, 
this nation would soon face a financial 
crisis of the first magnitude. The 
country is heavily indebted to the Fed- 
eral Reserve Board and to Secretary 


‘Houston for strong leadership at a time 


when the treasury has faced very diffi- 
cult problems.—First National Bank of 
Philadelphia. 


New Brokerage House Organizes 


George E. Barstow, Jr., H. G. Conk- 
ling, and Seth S. Spencer, Jr., have 
formed a co-partnership under the firm 
name of Barstow & Company, at 18 
Exchange Place, New York. Mr. Bar- 
stow is a member of the New York Stock 
Exchange, for nine years was manager 
of the bond department of Potter, Choate 
& Prentice, and for the last five years 
was a partner in Kean Taylor & Com- 
pany. Mr. Conkling was formerly bond 
manager of Kean Taylor & Company 
and Mr. Spencer was resident partner 
in New York of O’Brain, Potter & Com- 
pany. The new firm will deal in bonds 
for investment and transact a general 
brokerage business. 





r 
2 
2 
t 
f 
f 
h 
. 
d 
d 
*y 
1 
e 


_— 


BANKERS MONTHLY for JANUARY, 1921 


Investment Service for the Banker 


For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 
ments have taught it the investment service 
needs of banks in general. 
department a trading department has been 
established which is designed to find markets 
for those who wish to sell, as well as buy. 


In the bond 


Bond Department 


Likewise, a statistical department has been 
established to report on any securities on 
which our clients desire information. In 
our purchases of bonds for our ‘clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 
service valuable to our banking clients. 


ILLINOIS TRUST | 
& SAVINGS BANK 


La Salle a Jackson:-:Chicago 


Investment Houses Combine 

The American Bond & Mortgage Com- 
pany, 127 N. Dearborn Street, Chicago, 
one of the oldest and largest investment 
houses, has taken over the business of 
C. C. Mitchell & Company, formerly of 
69 West Washington Street, Chicago. 

Mitchell & Company, established in 
1894, was one of the largest dealers in 
Chicago real estate investments. Some 
of the most recent financing of this house 
has been the Pantheon Theatre Building 
on Sheridan Road near Leland, the 
Huntington Apartment Hotel, Sheridan 
Road just south of Wilson Avenue, the 
Woodlawn Mansions Apartments on 
Woodlawn Avenue near Forty-Seventh 
Street, the Stratford Building, 63rd 
Street near Halsted Street, the Birch- 
wood Beach Apartments in Rogers Park 
and Boulevard Terrace Apartments in 
Detroit, Michigan. 

The American Bond & Mortgage Com- 
pany recently purchased the Unity 
Building at 127 North Dearborn Street 
which they remodeled at a cost of about 
half a million dollars and a part of 
which they now occupy as their general 
offices. During the past year the com- 
pany has opened branches in other cities. 
It has taken an active part in the financ- 
ing of building in Chicago. Among the 
recent ‘bond issues are the State-Lake 
Theatre Building, Woods Office Building 
and Theatre, U. S. Government Parcel 
Post Station nearing completion at 
Twelfth and Michigan, John R. Thomp- 


Roger K. Ballard 
Manager Bond Department 


son Building, Gallanis Mercantile Build- 
ing, Victory Ice and Ice Cream Com- 
pany’s new plant and the James Theatre 
and Offjce Building, Columbus, Ohio, ete. 


Fluid Funds Are Low 

The importance to the investor and 
buyer of securities receives practical 
illustration in the action of the Treasury 
in offering a new issue of $500,000,000 
of certificates of indebtedness whose 
proceeds are to be used in taking up 
some of the certificates which are matur- 
ing this month. With the proceeds of 
the $500,000,000 and of the receipts 
from excess profits tax and income tax 
the Department will be about able to 
meet its obligations to investors, but 
the market will continue to be thoroughly 
drained of fluid funds. Export figures 
for the month have shown how widely 
divided is our favorable balance of 
trade. In these circumstances it is not 
strange that exchange quotations have 
steadily tended to move downward. The 
unfunded balance in our favor, which 
was estimated at about $3,000,000,000, 
or more at the opening of autumn, is 
verified by the computations of the See- 
retary of the Treasury, now made 
known. Assuming these to be correct, 
the balance must by this time have in- 
creased by fully $600,000,000 or more 
additional. This large overhanging sup- 
ply of exchange effectually precludes 
much improvement in values. The 
turning of the tide in the banking situa- 


M. H. Bent 
Ass’t Manager Bond 


tion, which has been looked for during 
the past few weeks, has been slow ow- 
ing to the persistent withholding of 
farm products from the market, but 
banking authorities continue to express 
courage and optimism regarding the fu- 
ture. 

Liquidation all along the line during 
the last couple of months has been so 
drastic that prices of nearly all issues 
are row at the lowest levels of the year. 
Stocks whose dividends are in doubt 
may in special cases work lower—much 
of course depending upon developments. 
Absorption of the standard shares, how- 
ever, has been persistently but quietly 
going on for a egnsiderable period, with 
the result that the floating supply has 
again been reduced to comparatively 
small proportions. It is conceded that 
many stocks are now selling at bargain 
counter prices, but with the signals of 
distress flying in so many directions, 
which necessitate the dumping over of 
weak holdings, it is hardly to be ex- 
pected that any great recovery can be 
counted on for the time being. Sooner 
or later, of course, liquidation must run 
its course and stocks of undoubted merit 
will then become popular again.—Henry 
Clews & Co., New York. 


Lee Birk was elected president of the 
United States National Bank of Owens- 
boro, Ky., to succeed E. T. Franks, who 
resigned. 
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So far the public has benefited but 
slightly from the decline in prices, and 
because of the slowness of the retailer 
to adjust his selling prices more in 
conformity with the quotations ruling at 
wholesale. In effect the retailer is en- 
gaged in a race to dispose of his stock 
at high prices before the decreased pur- 
chasing power of the public becomes ap- 
parent, and, it might be said, with the 
odds heavily against him. In fact the 
holiday trade is being looked forward to 
with some trepidation due to the loss 
in payrolls occasioned by the many shut- 
downs and curtailments in effect at the 
present time. It is apparent even now 
that the great mass of the public de- 
pendent upon wages has curtailed its 
purchases in view of the uncertainty of 
employment. The responsibility of the 
retailer in helping to maintain the high 








cost of living is emphasized by the fact 
that many employers of labor, unable to 
operate without loss at present prices, 
are obliged to choose between reducing 
wages or going on a part time basis, 
either of which, without a corresponding 
lowering of retail prices, means a dis- 
tinct hardship for the employee and a 
certain amount of discontent.—National 
Bank of the Republic, Chicago. 


Dr. Leonard P. Ayres, director of 
the department of education and statis- 
ties of the Russell Sage foundation, has 
been elected vice-president of the Cleve- 
land Trust Company, in charge of re- 
search and statistics. Dr. Ayres is 
widely known through his scientific con- 
tributions in the fields of educational 
and economic statistics and for his serv- 
ice during the world war. 
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Price Situation Favorable 


A period of liquidation is to the busi- 
ness world similar to a period of con- 
valescence. While the crisis is past, the 
patient for a time may feel weaker than 
at any period during the whole course of 
the sickness. The crisis in our present 
business situation is now definitely 
passed, and conditions are on the mend, 
However painful much of the liquida- 
tion may be, it is only by suffering this 
that the business world can again be re. 
stored to a healthy state. Slowly the 
abnormalities produced by the war 
period are being eliminated in the United 
States, with every indication that we 
will be the first of the great nations to 
be placed on a sound basis, not only rela- 
tively but actually. The period of liqui- 
dation has made remarkable progress, 
with the minimum of inconvenience pos- 
sible for such an extensive and intensive 
a change as that which occurred in a 
period of less than a year. Never before 
in the history of the United States has 
the general price level declined 25 per 
cent in so short a period, and the price 
of certain other commodities 50 per cent, 
60 per cent, and in some eases 75 per 
cent, without producing a severe money 
panic. The fundamental strength of 
our position has been definitely estab- 
lished. The weaknesses are being elim- 
inated without wrecking the whole fabric. 
Our banking system has withstood the 
severest possible test in a manner that 
will forever justify admiration. Many 
who are being compelled to suffer severe 
losses in this readjustment are unduly 
pessimistic. A revival is inevitable. 
There is a very substantial potential 
purchasing power among the people of 
the United States. Perhaps a larger 
quantity of produce is in the possession of 
the producer than ever before. As this 
produce is released—which is another 
way of stating that it will be exchanged 
for other goods—industrial activity will 
be stimulated. There is thus large pro- 
ductive capacity in the United States 
which, in turn, means large consumptive 
capacity, for, in ultimate analysis, goods 
are exchanged for goods and not merely 
for money. There still exists a real 
world shortage of many goods and com- 
modities which will tax the full produe- 
tive power of the nations. The outlook 
for labor is good. While the position of 
labor may undergo some minor read- 
justments, part of the gains made by 
labor in the past few years are certain 
to be retained. Fundamentally the out- 
look today is sounder and more hope- 
ful than it has been at any time during 
the past six years.—The First National 
Bank in St. Louis. 


New bids will be taken on March 1 
for the construction of the new Racine 
City, Wisconsin, bank building. It will 
be of brick and concrete construction, 
two stories and basement, and will cost 
about $80,000. 










se 


ee eh ei ee ee, a il A 


11 
ine 
vill 
on, 
ost 


BANKERS MONTHLY for JANUARY, 


WORLD MUST FIND 
EQUILIBRIUM 


The following is quoted from an 
article by George E. Roberts, vice-pres- 
ident of the National City Bank of New 
York, which was published in a recent 
issue of the Bulletin of the American 
Acceptance Council: 

“General trade and industry is in a 
state of pronounced reaction, which un- 
questionably points toward easier money, 
but the credit situation as a whole has 
not yet been affected. Liquidation is 
under way in some quarters but increased 
demands elsewhere have maintained the 
aggregate demand. The farmers have 
suffered a great mental shock in the 
rapid decline of their products, and are 
withholding them from market. While 
this is the case, and until buying revives 
in general trade, money will remain 
tight. 

“Tt is apparent, that a fundamental 
change in conditions is going on. Trade 
is slackening and prices are falling all 
over the world and there is no gainsay- 
ing that this means a lessened demand 
for credit. While a boom is on and 
prices are rising all influences work to- 
gether to increase the amount of credit 
in use. People anticipate their wants, 
they overbuy, dealers carry more goods 
than usual and manufacturers carry 
more materials than usual. The rail- 
roads have been congested with traffic, 
deliveries have been slow, and this has 
been another reason for carrying heavier 
stocks. Speculation on the part of in- 
termediaries also has been a factor in 
magnifying the demand for goods and 
increasing the use of credit. Working 
capital was absorbed by the higher in- 
ventories and the temptation was strong 
to enlarge business operations, frequently 
by fixed investments. Such times are 
favorable also to all kinds of new pro- 
posals. There is an appearance of 
searcity in everything; all of the old 
facilities and services appear to have 
been outgrown. 

“But when the crest is passed, and the 
public is convinced that the course of 
prices will be downward, it is surprising 
how many goods are found to be in 
stock and how ample all the facilities 
and services appear to be. Nobody wants 
to borrow to buy anything or build any- 
thing. Nobody wants to go into a new 
scheme. There is, for a time, a demand 
for credit from the people who are 
caught with commodities on hand and 
who struggle against the downward 
tendencies. They are not convinced that 
lower prices have come to stay, they hope 
for recovery and refuse to sell. For a 
time there is the appearance of a dead- 
lock; we have been seeing something 
of the kind; but the economic law will 
have its way and prices and wages, 
production and consumption, must find 
a new equilibrium. 

“Reports indicate a light fall trade 
all over the country; consumers are 
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holding back for lower prices and mer- 
chants are doing the same. Liquidation 
cannot begin until stocks move actively 
all along the line. When that occurs 
money will pass down the line, paying 
debts as it goes, and used almost exclus- 
ively for that purpose. Production is 
going to be light until the surplus stocks 
are worked off. 

“Tt must be comnbandl however, that 
it will take many more goods to liqui- 
date a given amount of indebtedness at 
the new prices than it would have taken 


PAUL, MINN 





at the old prices; hence, it must not be 
expected that the enormous accretion 
of bank loans since 1917 is going to be 
speedily worked off.” 


The United States Fidelity and Guar- 
anty Company, Baltimore, Maryland, 
plans to erect four stories immediately 
of the twelve-story building planned. 
It will be located at Calvert and Mercer 
streets, 40 x 115 feet, will be of steel 
and concrete construction and will cost 
$250,000. 
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Trust Companies Banquet 

Edmund D. Hulbert, President Trust 
Company Division, American Bankers 
Association, and President of The Mer- 
chant’s Loan & Trust Company, Chicago, 
has announced Thursday, February 17, 
1921, as the date of the tenth annual 
banquet of the trust companies of the 
United States. The second midwinter 


conference of the trust companies will , 


be held in the morning and afternoon 
of the same day. Both the conference 
and banquet will be held at the Waldorf- 
Astoria Hotel, New York City. 


Standard Oil Debentures 


Blair & Co., Ine., and the Equitable 
Trust of New York have purchased from 


Correspondent 


we will, on request, pur- 
chase Prime Commercial 
Paper and Bank Accept- 
ances and will also handle 
Bill of Lading items. 


The NATIONAL (ITY RANK 
of CHICAGO 


DAVID R. FORGAN, President 


BANKS AND BANKERS DEPARTMENT 


TITTY] | LLL LLCO TO TTC TTT TTT 


BANKERS MONTHLY for JANUARY, 192] 


== UTEP eee 


HENRY MEYER, Asst. Cash. 
R. V. KELLEY, Asst. Cash. 


TU TTTTTT TY | meee LE LOL LE 


ie 


the Standard Oil Co., of New York, a 
new issue of $30,000,000 seven per cent 
serial gold debentures. These debentures 
will constitute the company’s sole funded 
debt and will mature in seven annual 
installments, from January 2, 1925, to 
January 2, 1931, inclusive. The Stan- 
dard Oil Company of New York is well 
known as one of the strongest of the 
Standard Oil group. It carries on an 
extensive distributing business in New 
York State and in the New England 
States and has a very large foreign busi- 
ness throughout the Orient. The com- 
pany has important real estate holdings 
in New York, being the owner of No. 26 
Broadway, and adjoining parcels of 
real estate. 


A DAILY NEWSPAPER OF 
VALUE TO BANKERS 


Bankers of the middle west have 
watched with peculiar interest the de- 
velopment of the Chicago Journal of 
Commerce, the new business daily news- 
paper which published its first edition 
on October 14. While its general cir- 
culation has grown amazingly in the 
past two months, that among bankers 
has developed to the point where the new 
publication has the largest circulation 
among banks of any newspaper in the 
middle west. 

Although the newspaper is unique in 
this field, it is not entirely an experiment, 
since it is quite similar to the Journal 
of Commerce of San Francisco which 
has been published for two years by 
Andrew M. Lawrence, who is also pub- 
lisher of the Chicago paper. 

These newspapers are unique in that 
they combine a specialized financial news 
service as characterizes the Wall Street 


ANDREW M. LAWRENCE 


Journal with a commercial news: serv- 
ice such as is afforded by the Journal 
of Commerce and the New York 
Commercial in New York, and at the 
same time carry enough of general news 
in brief paragraphs to make it a com- 
plete lay newspaper. 

Business men may have been justified 
in showing some measure of skepticism 
when the prospectus of the new paper 
was issued, since it proposed to afford 
a news service that seemed impossible of 
condensation within the confines of a 
twelve page newspaper, but the results 
have dispelled any such doubts. Markets 
of every conceivable sort and located 
throughout the world are covered in 
adequate detail and sufficient space re- 
mains for interesting gossip and dis- 
cussion of a sort that is seldom found in 
a daily newspaper. 

An interesting demonstration of the 
hold which the new paper has on bankers 
is shown by the fact that the First Na- 
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tional Bank of Chicago which originally 
subscribed for two copies of the paper 
has gradually increased its order until 
it now subscribes for twenty-nine copies, 
one of which goes to each executive of 
the bank. The majority of the down- 
town banks of Chicago subscribe for 
six to twenty copies and practically 
every security trader in the La Salle 
Street district uses it for daily refer- 
ence. 

Of greatest interest to bankers is the 
news and detailed statistical information 
of our markets. Three pages are devoted 
to financial news and seven pages to 
commercial news. In the financial news 
section, securities are quoted from every 
import exchange and curb market in the 
United States and Canada and bid and 
asked quotations on hundreds of se- 
curities are quoted where active mar- 
kets are not to be had. Many markets 
which have never been quoted in the 
daily papers have been developed. For 
instance, one to two columns are de- 
voted daily to a report of hides, leathers, 
tallows and associated products. Two 
columns or more are given to building 
news and building material quotations. 
Drug news fills four columns, insurance 
two, shipping three, real estate five and 
a full page is devoted to the Chicago 
Board of Trade and its activities. 

The advertising patronage of the new 
paper is a remarkable testimony of its 
merit. The paper has contracts with 
and is carrying the advertising of prac- 
tically every financial institution of na- 
tional prominence and this includes such 
houses as J. P. Morgan & Company, 
Kuhn, Loeb & Company, the National 
City Company, the Guaranty Trust Com- 
pany, A. B. Leach & Company, Lee, Hig- 
ginson & Company, William A. Read.& 
Company and so forth. Chicago banks 
and bond houses are practically a unit 
in their support of the new paper. 

The Chicago Journal of Commerce has 
a complete plant of its own at 162 W. 
Austin Avenue, with a business office 
at 108 South La Salle Street. Four new 
linotype machines have been installed 
since the paper began publication and 
its mechanical departments are out- 
growing their present quarters. Ar- 
rangements are now being made for the 
construction of a Chicago Journal of 
Commerce Building on the near north 
side of the city to house the entire insti- 
tution. 
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“Who then to frail mortality shall trust 
But limns on water, or but writes in dust.” 
—Bacon. 


STEWARDSHIP 


The dictionary says that Stewardship “is the duty 
of dispensing as an atcountable person.” The 
accountability of the Metropolitan Trust Company 
is absolute. Unlike any individual, it is not sub- 
ject to illness, death or the other human frailties 
inherent in the best of us. 


METROPOLITAN 
TRUST COMPAN Y 


OF THE CITY OF NEW YORK 
60 WALL STREET _ 716 FIFTH AVENUE 


MEMBER FEDERAL RESERVE SYSTEM 










































































































































commercial enterprise of the 
nation this bank has con- 
tributed the best of its bank- 


The Seaboard National Bank in New ing facilities and experience. 
York City has bought the four-story Established 1856 


building at 74 Broad Street. It is un- 


derstood that this building will be used THE 


for storage purposes. It is diagonally Pp 
opposite the new ten-story home of the . AL A R K BANK 
Seaboard National which is under con- NATION 

struction at the northwest corner of OF NEW YORK 

Broad and Beaver streets. Recently the 214 Broadwa 
property at 39 Beaver Street was leased 4 J 
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light of the new building. 
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FARMERS THE LARGEST 
USERS OF TRUCKS 


“Motor transportation now occupies an 
assured place among American systems 
for the carriage of freight and passen- 
gers,” says the National Bank of Com- 
merece in New York. The older trans- 
portation systems will eventually adjust 
their facilities to accommodate the traffic 
for which they are best adapted, so that 
the motor truck must bid for business on 
the basis of efficiency alone. Quoting 
from a statement issued recently by this 
bank: 

“Trucks are still carrying a consider- 
able amount of freight which formerly 
went by rail, and it is probable that they 
will take more of this business in the 
future; but it is no longer to’be feared 
that the railroads will be injured by this 
diversion of traffic. As the railroads 
adapt themselves to the increased post- 
war traffic, the use of motor trucks will 
be confined to the field in which their 
superiority can be demonstrated. Man- 
ufacturers who make deliveries by both 
truck and rail find that beyond a cer- 
tain limit of distance the advantage of 
the railroad is decisive. This limit is 
proportionate to the railway terminal 
costs of the locality. In a region of very 
high terminal costs, it has been esti- 
mated at about 125 miles. With the 
exception of shipments of goods for un- 
usually fast delivery, it does not pay to 
ship by truck beyond this distance, when 
railroad operation is normal. On the 
other hand, for shipments of 50 miles or 
less, the advantage is all with the truck, 
except for the heaviest type of loose 
freight, and the recent railroad rate in- 
creases will accentuate this advantage. 


“Farmers are now the largest users 
of trucks in this country, as they own 
10 per cent more than manufacturers 
and 15 per cent more than retailers. 
The Department of Agriculture reported 
that more than 49,000 farmers were us- 
ing approximately 78,000 motor trucks 
in 1919. The stockyards of St. Joseph, 
‘Sioux City, Indianapolis and Omaha re- 
port enormous increases in receipts of 
live stock by truck. In all, 881,000 head 
of live stock, or 24 per cent of all live 
stock received, were delivered there by 
motor truck in 1919.” 


The development of the industry to 
its maximum efficiency, the bank de- 


clares, depends upon prompt solution 
of two problems which now confront 
it. These are the questions of fuel sup- 
ply and the provision of proper high- 
ways. 


MORE MONEY TO HELP 
LIVESTOCK GROWERS} 


The stockholders of the Portland 
Cattle Loan Co. of North Portland, 
Oregon, have subscribed to an issue of 
$800,000 preferred stock, making $1,- 
000,000 of new capital which has been 
put into the business during the past 
five months and providing $1,400,000 
capital; $200,000 surplus and approx- 
imately $400,000 undivided profits and 
reserves, or approximately $2,000,000, 
as against $10,500,000 outstanding re- 
discounts. 

This action was taken to provide the 
necessary resources to take care of cus- 
tomers’ requirements during the present 
period of credit restriction and price 
depression and enable them to get over 
the winter season and obtain spring 
crops of calves, lambs and wool. 

This company has as its principal 
stockholders Louis F. Swift and Ed- 
ward F. Swift and their associates in 
Chicago, who hold controlling interest; 
and Messrs. A. L. Mills, E. R. Corbett 
and C. C. Colt, President and Vice- 
Presidents, respectively, of the First 
National Bank, Portland; J. C. Ains- 
worth, President of the United States 
National Bank, Portland; W. M. Ladd, 
chairman of the Board, Ladd & Tilton 
Bank, Portland; W. P. Dickey, presi- 
dent of the Live Stock State Bank, 
North Portland and of the Portland 
Cattle Loan Company; and other in- 
fluential bankers and professional men 
of Portland, Billings, Montana and 
Baker, Oregon. 

Physical conditions surrounding the 
livestock industry, with the exception 
of market prices, are excellent as an 
abundant feed crop has been put up 
in the Northwest this year and the 
grass on the ranges is still good in many 
sections and cattle doing well without 
being placed on hay. Feed prices are 
also much lower and other overhead ex- 
penses decreased, and the principal 
thing remaining to assist the stockmen 
in continuing with their business is 
sufficient credit extension to enable them 
to get through the season without hav- 
ing to sacrifice their young and breed- 
ing stock. 


The Bank of Gays Mills, Wisconsin, 
is considering plans for a new one- 
story building. 
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SOME BANKS PAYING 
10% FOR MONEY 


No objection can be made to the with- 
holding of grain from the market or to 
its storage in the hope of a more favor- 
able price if the credit position of the 
farmer warrants it. The credit position 
of many of the agriculturists who ,have 
not cashed in on their crop has not been 
such as to warrant the risk of ownership. 
This condition has come about most no- 
ticeably in communities—speaking of the 
Northwest—where crops for several 
seasons have not been good, where cash 
needed for the transaction of necessary 
business is a scarcity and credit has 
reached a point where business integrity 
says warningly “Thou shalt not pass.” 
This reluctance of farmers to sell and 
pay up their indebtedness has gummed 
up the machinery of business in certain 
primary districts, with the result, in 
extreme cases, of forcing banks to sus- 
pend. There have been throughout the 
country about a score of such banks, 
nearly all small state institutions. It is 
expected that some of them will eventu- 
ally be able to reopen. This inability 
of a number of banks to function would 
in ordinary times come as a distinct 
shock, but the extraordinary credit posi- 
tion which has lasted for over a year, 
first because of transportation difficul- 
ties and latterly because of the price de- 
clines, has served as a shock absorber, 
and has given the incident the effect of 
an anti-climax. The banking position of 
the Northwest is sound, and as soon as 
readjustments of prices for goods bought 
and products sold can be adjusted to 
consistent levels, the slowing up of busi- 
ness will be overcome. 


Conditions in the winter wheat belt 
to the south of this district are quite 
similar to our own. In the Kansas City 
territory, the Federal Reserve progres- 
sive rediscount rate is in force and 
some banks are paying as high as nine 
or ten per cent for money. These auto- 
matically increased rates react in part 
upon farmers and add their bit to the 
high cost of holding wheat and corn.— 
Northwestern Nat’l Bank, Minneapolis. 


Rediscounting Cattle Paper 


Congressman Young of North Dakota, 
has introduced a bill in the House 
authorizing the Secretary of the Treas- 
ury to deposit during 1921-22 $50,000,000 
of net earnings of Federal Reserve banks 
in the Federal Land banks at interest 
equal to current rates on time certificates. 
The Farm Loan banks are to use this 
money in rediscounting cattle loan paper 
and notes secured by livestock. 
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“More Acres Per Hour’ Means 
More Dollars Per Acre 


The farmer who would make a profit must watch 
his labor costs carefully. To make a fair and 
legitimate profit he must reduce the cost of 
farming per acre to a minimum. In doing so the 
tractor is his greatest help—in fact, a necessity. 


We urge the bankers of 
America to investigate care- 
fully the possibilities of the 
modern farm tractor. We 
believe that the future of 
American agriculture rests 
upon the development of 
power farming. The sooner 
the farmer is aided in placing 
his farm on a power basis, 
the sooner will he become 
the prosperous citizen he 
should be. The banker should 
not hesitate to lend financial 


assistance in the purchase of 


a good tractor. 
Wallis—AMERICA’S FORE- 
MOST TRACTOR—has in- 


J. I. Case Plow 
Dept. A821, 


creased yields and cut down 
costs on thousands of farms. 
In an overwhelming majority 
of cases, the Wallis has 
brought greater prosperity 
to the purchaser because of 
its reliable power and willing- 
ness to work. Wallis power 


.means more acres per hour— 


and that means more dollars 
per acre to the farmer. 


We will gladly send liter- 
ature to any banker who 
wishes to study the Wallis 
and its value to the farmer. 
A card will bring immediate 
response. 


Works Company 
Racine, Wisconsin 


ALLI. 


—more acres per hour 


NOTICE: voaet ie pallet 5 to know that the 
made by the J. 1. CASE PLOW WORKS 


CoM MPA. 


Y of Racine, Wisconsin, and is 


wer the Ce of any other company with 
as part of its corporate name 
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FARMERS BLAMED FOR 
PRESENT STRINGENCY 


Real problem exists in crop sections of 
the country in urging early liquidation 
of the necessities of life now being held 


WO factors stand out at present as 

the real reasons for the slowness in 
money rates to recede from present 
levels. 

Bankers admit that this is one time 
that blame for stririgent credit cannot be 
laid at the doors of Wall Street. “Wall 
street has marked down its credit re- 
requirements to a point not seen in many 
years,” says the Wall Street Journal. It 
was the first section of the country to 
heed the request of the Governmental 
financial authorities in the matter of 
curtailing loans. 

It was pointed out by the Federal Re- 
serve authorities some months ago that 
speculation was rife, not alone in secur- 
ities, but in commodities as well. These 
warnings had visible effect on security 
prices, as well as the market prices for 
certain commodities, yet there were some 
sections of the country where such ut- 
terances were not taken kindly nor seri- 
ously. It was explained at the time that 
considerable speculation existed in cot- 
ton, wheat and other essentials. While 
this was true a concerted wail arose 
from the agricultural centers about 
liquidating their products. Even now 
the farming element of the country is 
rigidly opposing measures to force them 
to dispose of their products in a falling 
market. It is just this attitude, say 
bankers, that is proving a thorn in the 
side of credit, to say nothing of the effect 
it is having upon business in general. 
They admit a real problem is to be 
solved in the crop sections of the country 
in the matter of impressing upon the 
farmers and others the necessity and 
urgency for liquidating their holdings of 
the necessities of life. 

Bankers say that while the farmer 
today faces a loss on his crop he must 
share with other businesses the results of 
readjustment. 

Southern and Western bankers queried 
on present-day problems in their vari- 
ous localities, while admitting the situa- 
tion is acute, feel that it will be amicably 
adjusted soon. Farmers, they say, are 
much disheartened in not being able to 
get high prices for cotton and wheat. 
It is true that cotton has cost some 
growers 25 and 30 cents a pound to 
make, owing to the conditions surround- 
ing each farmer, but, as one banker 
puts it, “the unfortunate situation is 
that good times, like good wine, causes 
people to lose a clear insight into con- 
ditions.” 

Bankers emphasize that a general re- 
duction in commodity prices cannot be 





effected without hardship to many ele- 
ments of the business community. The 
farmers, they say, appear to be most 
stubborn, and the hope is entertained 
that they will soon realize the impor- 
tance of disposing of their products 
in the most advantageous manner. 


Agricultural loans held by West- 
ern and Southern banks are enormous. 
The rapid expansion of commercial 
bank loans is attributed to the aid given 
our agricultural centers. It is here, 
they say, that liquidation is sought. 
Sooner or later, bankers agree, some- 
thing tangible will result in the matter 
of liquidating farm loans. 

The other obstacle, frozen export 
loans, presents a problem that should be 
quickly remedied. The banks of the 
whole country have been exceedingly 
liberal in financing exports, and the 
volume of such accommodations glut- 
ting the banks today amount to extra- 
ordinary figures. It was recently esti- 
mated that something like $4,000,000,000 
are tied up in this manner. The con- 
gestion is visible in South America, 
Cuba and certain other sections of the 
globe. In South America the lowering 
of commodity prices and adverse ex- 
change situation have caused consider- 
able hardship and goods shipped from 
America are not being paid for upon re- 
ceipt, owing to the loss involved. This 
means, according to bankers, that such 
loans will remain “frozen” until these 
exports can be worked off to advantage. 

With an adjustment of these two prob- 
lems bankers are unanimous that trade 
relations will improve; that bank re- 
serves will enhance; that money rates 
will work easier, and that there will be 
a general revival of industry. 

It is not thought that there will be 
further reductions in prices of many 
commodities. In fact, the bottom is said 
to have been reached temporarily in 
many products. Bankers base their 
hopes on increased trade due to the hes- 
itancy of many wholesalers and retailers 
to replenish stocks, owing to the down- 
ward price movement. When industry 
feels that prices have touched bottom, 
there will be a healthy iriquiry from mer- 
chants. Retailers have been holding 
aloof recently, buying only their im- 
mediate requirements and the wholesale 
market has likewise been dull. But 
with an increased public demand at 
lower prices, the depleted stocks of mer- 
chants will unquestionably cause vigor- 
ous buying all along the line. 


The Fifth-Third National Bank of 
Cincinnati has opened its new Vine 
treet annex. The annex will house the 
service department, foreign exchange de- 
partment and commercial service depart- 
ment. 

‘One function of the service depart. 
ment. will be to furnish an itinerary 
and obtain tickets and reservations for 
any trip. Freight will be cared for, 
routed, traced and shipped by the traffie 
division. , 

The new steel vault is of the latest 
model. 


An option directly held by the diree- 
tors of the Central National Bank and 
the Liberty Bank of St. Louis has been 
taken on the property adjoining the 
building on the southwest corner of 
Broadway and Olive street, known as 
the Third National Bank Building, and 
as soon as the merger of the Liberty and 
Central National Banks is completed, 
the new site will be razed to make way 
for a new building to be used in con- 
nection with the banking business of 
the newly-merged banks. The site ac- 
quired under the option has a frontage 
on Broadway of 41 feet by a depth of 
127 feet to an alley in the rear. 


The annual report of Director Ray 
Baker of the United States Mint states 
that 809,500,000 coins were executed dur- 
ing the last fiseal year, showing an in- 
crease of 446 per cent in coinage com- 
pared with 1915, the last normal year. 


All in Its Proper Time 

One Saturday evening three Boston 
men arrived at an ancient seaport in 
New England. “What a desolate coun- 
try!” one of them exclaimed as they 
drove to the solitary hotel. “We cer- 
tainly have come to the jumping-off 
place this time. I don’t believe we can 
even get a Sunday paper in this place. 
Can we, driver?” “Wal, not to-night!” 
the driver drawled.—Harper’s. © 


Andrew Dale has been elected presi- 
dent of the Phoenix National Bank of 
Columbia, Tenn., succeeding E. E. Me- 
Lemore who died recently. Mr. Dale 
has been vice-president and is succeeded 
in that position by J. L. Thomas. Mr. 
Dale is president of the Columbia Mill 
and Elevator Company and is well 
known in his section of the state as a 
strong, successful business man. Mr. 
Thomas has been a director of the Phoe- 
nix National Bank for a number of 
years and is well fitted for the more 
active work of vice-president. 


His Complex 

“Was that home brew of Palmer’s very 
potent?” 

“Well, during the evening, Palmer 
tried to get inside his own grandfather’s 
clock with the idea of phoning his wife 
that he wouldn’t be home on time.”— 
Life. 
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est ‘ i E 
By making such deposits each community is made more 
ae prosperous, as the Hart-Parr tractor is a money producer 
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In an investigation made by the Bu- 
reau of Public Roads, United States De- 
partment of Agriculture, of the produc- 
tion of tractors in the United States dur- 
ing 1919, reports from 80 manufacturers 
show that they manufactured a total of 
164,590 tractors during the year. The 
number actually manufactured during 
the year was only a little over one-half 
of the total production estimated in re- 
ports made to the Office of Farm Equip- 
ment Control, United States Department 
of Agriculture,in January and February, 
1919. Labor troubles and shortage of 
material, together with the fact that 
some of the companies discontinued the 
building of tractors, accounts in part at 
least for the decrease in production be- 
low the estimated output. 

The reports also gave the number sold 
in the United States and for export, and 
the number on hand, in transit, in branch 
houses, and in the hands of dealers un- 
sold on December 31, 1919. Five of these 
manufacturers built only tractors of six- 
belt horsepower and less. In all, reports 
were received from 156 companies, but 
only 80 had manufactured machines dur- 
ing the year. It is believed that the total 
number of machines manufactured by 
these 80 firms represents at least 95 per 
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TRACTOR PRODUCTION 
SHORT OF ESTIMATES 


cent of the total tractor production in the 
country during the year. The number of 
tractors of different sizes built by these 
companies during the year 1919 is as 
follows: 


Number 
of tractors 
built 


Makers’ rating belt horsepower 


6 and less 
O, 10, and 12 2.00 ccccccvversse | 


1,991 
16 and 18 
5 


22,012 
94,653 
15,546 
17,597 
2,453 
1,954 
1,624 
3,000 


24, 25, and 26 
| ee. ee ee 
5 and 36 
, 45, and 50 
and over 
Not given 


164,590 


The following is a summary of the re- 
ports received from the manufacturers 
for the years 1916 to 1919, inclusive: 


| 1916 
| 
-| 


1917 1918 1919 
Number man- | | 
ufactured. 29,670| 62,742|132,697|164,590 
Number sold in 
the United 
eee 
Number sold 
for export 14,854 
Number on 
hand Dec. 31 15,525 


27,819| 49,504] 96,470/136,162 
36,351] 19,693 


15,401] 27,740 


SECURITIES SHOULD 


BE ANALYZED OFTEN 


NVESTMENT in securities is, we feel, 
too much an art and too little a sci- 

ence.. Perhaps it would even be fair 
to say that in most cases investment 
is neither an art nor a science but is 
a matter which is given only ocea- 
sional thought at widely separated in- 
tervals, without any well-formulated 
plan. Investors would benefit materi- 
ally by laying out a general plan to 
guide their purchases from time to time, 
and to have their past purchases and 
holdings reviewed and analyzed at regu- 
lar—or at least not too infrequent— 
intervals. 

There are certain broad principles 
which we feel should be used as a guide 
in this matter. These are: 1. Security 
of principal. 2. Marketability. 3. Rate 
and profit. 

Security of principal is generally ree- 
ognized as the most important consider- 
ation. It should be understood, however, 
that security is-a relative, not an absolute 
term. In other words, there are no 
“safe” investments in the absolute 
sense. 


If this is true (as we believe every- 
one having any considerable experience 
in investments will admit), security be- 
comes a question of comparative risks. 
Assuming that by careful purchase and 
selection of securities this risk can be 
minimized, it is nevertheless important to 
distribute the risk to a reasonable extent. 
This distribution can and should be 
done by limiting the investment in any 
one issue and in each class of issues to 
a certain proportion of the total capital 
invested. 

The list of a private investor, when- 
ever the holdings are large enough to 
permit it, should include certain high 
grade municipals which are especially 
desirable due to their recognized 
security, stability, and tax-exemption; 
first mortgage public utility bonds, es- 
pecially gas and electric light and power 
companies for stability and rate; in- 
dustrials for short maturity and high 
yield, foreign governments for their 
broad market, rate and possibility of 
profit; railroad bonds and traction is- 
sues should be considered, although un- 


der present conditions securities of this 
class should be selected with unusual care. 

The next important consideration is 
usually marketability. This is of very 
great importance to an investor who 
may need to realize upon his investment 
quickly or on short notice, and is an 
important consideration even to the in- 
vestor who does not expect to ever have 
to sell. The salability of any particular 
security at any particular time is de- 
pendent very largely upon ever-changing 
conditions. Naturally, the broader the 
market the more certain the investor 
may be of there always being a demand 
for his security somewhere. 

It often happens that certain secur- 
ities or certain classes of securities are 
in unusual demand, due to peculiar con- 
ditions, whereas the market for other 
equally well-secured investments can 
turn this condition to his profit by di- 
versifying his securities with the idea of 
distributing the market risk. Securities 
that are diversified in this way may be 
shifted and traded from time to time 
and a profit realized to changing con- 
ditions. 

The third consideration of importance 
in investments is that of rate and profit. 
A eareful study leads us to the conelu- 
sion that the ultimate profit is usually 
larger on securities which seem to pro- 
duce comparatively low rates, due to the 
fact that most investors buy too largely 
for rate and almost or entirely neglect 
the considerations outlined above under 
the heads of security and marketability. 

The point I am trying to make is 
that it is possible for the investor to real- 
ize a profit by taking advantage of 
changing conditions without seeking to 
buy securities that promise an exorbitant 
rate of return which usually carries with 
it exorbitant risks of security and al- 
most total lack of marketability. In 
other words, buying for rate should be 
distinguished from taking profits. 

Probably the most valuable service 
that a bond house can render its clients 
is to take its clients out of securities at 
the minimum of loss by detecting the 
impairment of security before the mar- 
ket generally realizes this impairment. 
For example, a careful study of Chicago, 
Milwaukee & St. Paul financing in 1913 
or even before that, led a number of 
careful investors to sell their St. Paul 
securities at prices from twenty to thirty 
per cent above the present prices. This 
kind of service is of the utmost value, 
but in the nature of things can only be 
given to intelligent customers and must 
be done in a tactful manner. 

Modern investment banking has grown 
far beyond merely buying and selling 
securities. Its aim in buying securities 
is quality, and in dealing with its clients 
—service of the highest type. 


H. §. Archibald, of .West Liberty, 
Towa, has been chosen as cashier of the 
Wapello, Iowa, State Savings Bank. 
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Building, National Prosperity 


HE progress and prosperity of any 

rural community is largely dependent 
on the initiative, resource and producing 
skill of its farmer members. Wisely foster- 
ed and developed, American agricultural 
energy won a great war, and today the 
same energy is the basis for an infinite 
national prestige. ‘The progress of the 
nation depends today on the profitable 
application of agricultural energy. 


As a banker in daily contact with the require- 
ments of farmers you are keenly aware of the 
vital necessity of practical power farming ma- 
chinery to stabilize farm profits. There is no 
lack of the courageous enterprise of our pioneer 
forerunners—the farmer is as resourceful as ever 
in the face of tremendous difficulties, but to re- 
main profitably in business he must have modern 
equipment. The secret of farm success today is 
dependable power— it is also the foundation of 
your success and of national prosperity. 


Thoughtful bankers will recognize in Case 
Power Farming Machinery, products built in the 
spirit of constructive progress. Purchasers of 
power farming equipment, who give preference 
to Case machinery, generally become a preferred 
credit risk. 


J. I. Case Threshing Machine Company 


NOTICE: We want 
the public to know 
that our plows and 
harrows are NOT 
the Case plows and 
harrows made by 


the J. I. Case Plow 
Works Co. 
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A Bank of 
e es 
Vision 

Because they had 
vision, the pioneers, 
Lewis and Clark, 
were able to see the 
vast unexplored re- 
gion beyond the 
Mississippi alive 
with prosperous 
farms,with teeming 
industry,with grow- 
ing cities. 

The officers and 
directors of the 
First National Bank 
—leading business 
men every one of 
them—have this 
vision, this ability to 
look ahead and 
sense the possibil- 
ities of the future. 




























































































This power to fore- 
see and prepare 
accordingly isa 
most valuable asset | 
to our patrons in 
times like these. 




























Capital and Surplus 
$15,000,000.00 














Total Resources 
$170,000,000.00 




































1000 large Letterhds ONLY 
and 2000 half-Letterhds $43.75 


3000 Total for lot 


rheads - 23.75 

mS te eltomis Taper writs Yor Samples 

e to ornia ‘aper. ‘or Samples. 
KAY-DEE LITHOGRAPHING CO. 

760 Tentonia Ave. Milwaukee. Wis. 









Ninety Iowa counties have adopted the 
new Iowa Bankers Association protective 
plan, Frank Warner, secretary of the 
association, announced recently. The 
plan provides additional police pro- 
tection for banks in these counties. Each 


county was required to raise $1,000 for 
rewards. 
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PROMISING SIGNS 


ANY of the special circumstances 
which added tremendous difficul- 
ties to the conduct of business affairs 
during the past year are in progress of 
betterment, says Roger H. Williams, 
vice-president of the National Bank of 
Commerce of New York. With these 
factors corrected, we may look forward 
to 1921 with a high degree of confidence. 
The progress of improvement is not so 
great and rapid that we can now pre- 
dict a year of unusual business activity 
and prosperity, but it seems safe to ex- 
pect that in 1921 the conduct of business 
enterprise should be far easier than it 
has been this year and that the general 
average of success should be good. 


After the feverish prosperity of 1919 
and the depressive reaction of 1920, what 
could be more welcome to business men 
in general than a period of more com- 
monplace events? A year of that type is 
probably what business needs more than 
anything else. It would give us a chance 
once more to bring business in line with 
normal economic conditions and to draw 
our plans in keeping with more natural 
and reasonably foreseeable human activ- 
ities. 

With a year of this sort to straighten 
out our affairs, which, it must be con- 
fessed, now present a number of unsatis- 
factory aspects, we may feel confident 
of a renewed course of prosperity. By 
many ancient signs and traditions we 
should have had a panic this fall which 
would have administered some drastic 
remedies for these unsatisfactory condi- 
tions. But, thanks to our better credit 
and currency arrangements, the ancient 
signs and traditions failed. We may feel 
sure that they have become obsolete. We 
did not have the panic. But, we have had 
some noteworthy changes in conditions 
through which the necessary corrections 
are being worked out along less violent 
lines. 


Here are a few of the more prom- 
inent changes for the better. First and 
foremost should be mentioned the im- 
provement in the position of the banks 
in respect to the credit resources in which 
they deal. In large measure the liquid- 
ity of our commercial credit is being re- 
stored, making it a more efficient 
business instrumentality. The burden of 
war paper upon our banking resources 
has been materially reduced by absorp- 
tion on the part of investment demands. 
Also the volume of speculative loans has 
decreased, and, to a considerable degree, 
there has been liquidation of commodi- 
ties, whose turnover was impeded by 
transportation difficulties and by the re- 
action in publie buying or by withhbold- 
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FOR THE BETTER 








ing from market for speculative pur- 


poses. The employment of loans for the 
speculative withholding of goods from 
market was the source of a serious 
amount of frozen credit. This liquida- 
tion has resulted in releasing a large 
volume of frozen commercial credits. 
Throughout the year there had been a 
steady expansion of our credit resources, 
but toward the end of the year we see a 
turn of the tide with a gradual retreat 
in the volume of credit. We did not 
have to go through a period of forced 
credit contraction which would have 
characterized a crisis or a panic such as 
we might have had under less elastic 
banking and currency methods than we 
have today under the Federal Reserve 
system. 

In addition to credit improvement, we 
see considerable progress being made in 
the readjustment of inflated values to 
new price levels. We may feel confident 
that in many of our important commodi- 
ties the worst is over in respect to the 
drop in price. Fluctuations in these 
commodities hereafter should be within 
narrower limits and therefore susceptible 
to more accurate business calculations. 
Forces are at work which are tending to 
bring about a similar stabilization in 
other lines. You may feel sure that 
during the present winter this process 
will go far toward creating a general 
level of business stability on which our 
future operations can be more safely and 
sanely conducted. It is a process, 
though, that we must recognize will 
continue well into next year. 


Business Failures Heavier 

Business failures during October 
numbered 893 compared with 667 in 
September and 470 in October a year 
ago. Liabilities of the failed concerns 
were 36 million dollars compared with 
49 million dollars the previous month 
and seven million dollars in October of 
last year. Business failures have, dur- 
ing recent weeks, shown some increase 
both in number and in total liabilities 
but the acute situation will probably 
come during the next three months. 
Failures will be more numerous, especi- 
ally among those concerns which have 
tried to fight back the tide of declining 
commodity prices. Concerns which have 
decreased inventories either at small 
profits or at no profit at all are in a 
stronger position than those which have 
held their goods at unsalable prices and 
now find themselves with staggering in- 
ventories on which a big loss must be 
written off in the year-end statement.— 
The American National Bank, Nashville, 
Tenn. 


re, 





Mr. McCloud with Union Trust 


B. G. McCloud, assistant to governor 
of the Federal Reserve Bank of Chicago, 
will become associated with the Union 
Trust Company on January first as an 
active vice-president. Mr. McCloud, 
has been with the Federal Reserve Bank 
since its organization in 1914, the first 
four years as cashier and during the 
last two years as assistant to governor, 
J. B. MeDougal. Previous to that time 
he was for four years associated with 
the Chicago Clearing House Associa- 
tion, Department of Examination. His 
initial banking experience was gained 
at the First National Bank of Chicago 
where he served in the various depart- 
ments. His knowledge and experience 
with the Federal Reserve System will 
be of considerable benefit to the Union 
Trust Company, one of the first State 
banks in Chicago to join the System. 
The Union Trust Company is largely 
a commercial bank and the need of an 
additional officer to properly care for 
its business, which has grown in volume 
of deposits during the past ten years 
from $14,000,000 to $44,000,000, has 
caused President Rawson to secure the 
services of Mr. McCloud. 

Mr. McCloud, while with the Fed- 
eral Reserve Bank, showed marked ex- 
ecutive ability. As cashier much of the 
work of organization devolved upon him, 
and his banking experience and pleas- 
ant personality were of great assistance 
to the officers of that bank in develop- 
ing an instrumentality that was of the 
greatest help to the government through 
the period of warfinancing. Mr. McCloud 
is a western man-and has a wide ac- 
quaintance among the bankers of this 
section. 

The extension of the Union Trust 
Company’s business, in the trust and 
investment fields as well as in com- 
mercial business, has further necessi- 
tated the rental of additional space in 
the Chicago Tribune Building, and after 
January first the bank will occupy the 
third and fourth floors in addition to 
the second floor space used by the com- 
mercial department and the ground 
floor space on Madison Street used by 
the savings department. 


Value of Bankers’ Acceptances 

In order to further popularize the 
bankers’ acceptance as a_ short-term 
investment, particularly in the South, 
the Hibernia Securities Company, Inc., 
of New Orleans is distributing to banks, 
corporations, and individual investors a 
booklet entitled: “The Investment 
Value of the Bankers’ Acceptance” re- 
cently written by the secretary of the 
Company, G. L. Woolley. Investment 
houses and others who may be interested 
in this subject can secure copies of the 
booklet by application to the Hibernia 
Securities Company, Inc., of New Or- 
leans, or to the New York office of the 
company, 44 Pine Street. 
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Bank of Detroit 


| Detroit, Michigan 
TRANSIT DEPARTMENT 


With our direct connections and satisfactory arrangements 


HI 


I 


JAMES COUZENS, Presiden 
ie WHITEHEAD, Vice-President 
— ND D, FISH ER. Vice-President 
B. JUDSON, Vice-Pres. and Cashier 


Dr. GEORGE R. ANDREWS, Vice-President 
Highland Park State Bank 


JAMES COUZENS, President 
ALONZO P. EWING, Director Detroit City 
Gas Co. 


EDMUND D. FISHER, Vice-President 
7. FORD, President, Henry Ford & 


Cc. H. HABERKORN, Jr., Pres. C. H. Haber- 
korn Co., Inc. and Haberkorn Investment Co. 


~ 


G 


with banks in Michigan, we are in a position to 
; offer quick service at a minimum of cost 


ere 


a one. Assistant Cashier 

Re YER. Assistant Cashier 
+ KIN ae aslotene Cashier 
A. E. LARK, Assistant Cashier 


DIRECTORS 


GEO. W. HERGENROETHER, Dodge 


Brothers, Inc. 

ARTHUR J. LACY, Attorney 

C. HAYWARD MURPHY, Sec. Simon J. 
Murphy Co. 

ANDREW J. PEOPLES, Treas. Detroit Cop- 
per & Brass Rolling Mills 

H. H. RACKHAM, Director Detroit Trust Co. 


J. ‘T. WHITEHEAD, Pres. Whitehead & 
Kales Iron Works. 


NNN 





CHICAGO BANK APPOINTS 
HEINS VICE-PRESIDENT 


The directors of the First National 
Bank of Chicago have appointed H. H. 
Heins vice-president to fill the vacancy 
caused by the death of M. D. Witkowsky. 
Mr. Heins entered the employ of the 
bank on July 15, 1889, as messenger. 
He has seen the First National grow 
from an institution whose total deposits 
barely exceeded twenty million dollars to 
one of ten times that amount, and during 
the past twelve years has been connected 
with Division B of the bank’s official 
organization—serving successively as 
assistant manager, assistant cashier, as- 
sistant vice-president, now being in 
charge as vice-president. Thomas J. 
Nugent, who was recently appointed 
assistant vice-president, has been as- 
signed to Division B, to fill the vacancy 
caused by the promotion of Mr. Heins. 


The Department of Publicity and 
Service of the Fidelity National Bank 
and Trust Company of Kansas City, 
will remove to rooms on the third floor 
of the Fidelity Building about the first 
of the year. This is made necessary by 
the growth of other departments on the 
main banking floor. The Printing De- 
partment of the Fidelity National will 
also move into other quarters on the 
third floor. With this expansion, the 
Fidelity National, including its attorneys’ 
offices, now occupies practically the en- 
tire first three floors of its large building. 


John G. Lonsdale, president of the 
National Bank of Commerce in St. Louis, 
has been elected a Class A director of 
the Federal Reserve Bank of St. Louis. 
Mr. Lonsdale had plenty of competition 
for the honor. A pretty race developed, 
and much interest was manifested in‘ the 
outcome. 
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How Peabody Service 
Increases the Value of 
Coal Property Investments 


‘One of a Series) 


— As Sales Manager 


From experience in distribut- 
ing millions of tons annually, 
we have valuable knowledge 
ot present and future markets; 
can advise as to market Ppos- 
sibilities on contemplated min- 
ing operations, or sell the coal 
from small mines more eco- 
nomically and with greater . 
profit than their own sales 
offices. 


Service based on 37 years’ suc- 
cessful ownership experience 


Our complete service in coat 
property*management includes 
Financing, Operating and Sell- 
ing—every phase the practical 
development of our long ex- 
perience as owners and man- 
agers in virtually all impor- 
tant bituminous fields. 


Write tor Bookiet 


PEABODY 


COAL COMPANY 
Foundea 1883 
352 So. Michigan Ave. - CHICAGO 
Operatng 36 bituminous mines in 11 fields with 


annual capacity of 18,000,000 tons 








Foundation has been completed for 
the Jolietville, Indiana, State Bank’s 
new building. It will be one-story high, 





. 20x50, and will cost $25,000. 


TULSA BANKS IN 
BIG MERGER 


At a meeting of the board of directors 
of the First National and Union National 
banks of Tulsa, Okla., held recently 
an agreement was reached whereby the 
Union National and First National will 
be consolidated under the name of the 
First National Bank of Tulsa. 

This will give Tulsa another million 
dollar bank and makes the First National 
the second largest bank in the state. The 
capital of the new institution will be 
$1,000,000 with a surplus of $500,000. 
The actual consolidation probably takes 
place about January 1. 

The consolidation of the Union Na- 
tional and First National is in line with 
similar consolidations throughout the 
country in the interests of economy of 
operation and better service to the pa- 
trons of the two institutions. Both 
banks are in a healthy condition, and the 
assets of both are fully guaranteed to 
the consolidated institution. The boards 
of directors, after a thorough study of 
local conditions in Tulsa, concluded that 
one large bank would be better able to 
serve its patrons and the community 
than two smaller ones, and this was the 
principal reason for the consolidation. 
The capital stock of each bank is $500,- 
000, which when added to the surplus 
will give the new institution a working 
capital of $1,500,000. 

Definite announcements as to the 
workings of the new institution cannot 
be- made at this time, but it is known 
that G. R. McCullough will be president 
of the new First National Bank. The 
entire personnel of the Union National 
Bank will become affiliated with the First 
National and the giant institution thus 
formed will work in the future as it 
has in the past to make Tulsa the fore- 
most city of the Southwest. 


A. P. Giannini, president of the Bank 
of Italy, San Francisco, has announced 
the following newly elected vice-presi- 
dents of that institution: W. W. Doug- 
las, manager new business department; 
L. M. MacDonald, manager department 
of banks and bankers; James E. Fickett, 
manager credit department; Leo V. 
Belden, manager bond department; W. 
E. Blauer, manager San Jose branch. 


Berton R. Herring, formerly of Lee, 
Higginson & Company, is now associated 
with the sales department of Federal 
Securities Corporation, Chicago. 
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JOHN DE GERALD 


John de Gerald, assistant cashier of 
the Peoples Stock Yards State Bank of 
Chicago, has charge of the bank’s ad- 
vertising in foreign language publica- 
tions in that city. He speaks eight 
languages: fluently, is of foreign birth, 
and has a thorough and sympathetic un- 
derstanding of the foreigner, which is a 
valuable asset in gaining new accounts. 
The Peoples Stock Yards State Bank 
increased $671,753 in savings deposits 
between the calls of September 8 and 
November 15. 


Two More Cleveland Banks Merge 

Announcement was made recently of 
the consolidation, on January 1, 1921, 
of two Cleveland banks, the Central Na- 
tional Bank and the Superior Savings 
and Trust Company. The new institu- 
tion will be known as the. Central Na- 
tional Bank Savings and Trust Com- 
pany. 

It will have $1,800,000 capital, $2,- 
200,000 surplus, and approximately 
$500,000 undivided profits. It will be 
operated under federal charter and 
supervision. 

Officers of the two merging institu- 
tions will become officers in the new 
bank. J. J. Sullivan is president of 
the Central National Bank and his son, 
C. E. Sullivan, is president of the 
Superior Savings and Trust Company. 


The executive council of the American 
Institute of Banking has selected July 
19, 20, 21 and 22, 1921, as the dates of 
its nineteenth annual convention to be 
held in Minneapolis, Minnesota. 


Increase in Bank Deposits 


An increase of 88 per cent in bank de- 
posits in both Great Britain and the 
United States from 1914 to 1919, inclus- 
ive, is disclosed by British Treasury 
statistics, details of which have been 
obtained by the Foreign Information 
Department of the Bankers Trust Com- 
pany, of New York. The statistics, as 
returned by the British Treasury, show 
increases of approximately 19 billion 
dollars in United States bank deposits, 
and £1,400,000,000 in British bank de- 
posits during the period under review. 


Announcement was made recently by 
Adolph Kopp, manager of the New York 
Branch of the Philippine National 
Bank, of the resignation of Senor Ve- 
nanco Concepcion as president of the 
bank, and the appointment of E. W. 
Wilson to succeed him. Senor Con- 
cepcion had been anxious for some time 
to retire, due to failing health. Mr. 
Wilson, who has been vice-president of 
the Anglo and London-Paris National 
of San Francisco, sailed for Manila early 
in December. 


Professor Harold G. Moulton of the 
School of Commerce and Administration 
of the University of Chicago, economist 
and author, whose latest work, “The 
Financial Organization of Society,” is 
attaining wide popularity, has _ been 
elected an honorary member of Chicago 
Chapter of the American Institute of 
Banking in recognition of his services 
to that organization. 


Marvin E. Holderness, vice-president 
of the First National Bank in St. Louis, 
and former president of the most active 
advertising club in America, has been 
elected president of the Kiwanis Club, 
one of the most progressive clubs in St. 
Louis, at the eclub’s luncheon meeting, 
Thursday, December 16. 


The National City Bank of Chicago 
has declared an extra dividend of two 
per cent on its capital stock, in addi- 
tion to the regular quarterly dividend 
of two per cent, both payable December 
31 to stock of record December 31. 


The Tioga Trust Company of Philadel- 
phia, on December 1 paid its employees 
a bonus of 2 per cent of their annual 
salaries. The company intends to make 


these payments semi-annually from now 
on. 
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M. C. Roberts has been elected presi- 
dent of the First National Bank of 
Terrell, Texas, to succeed the late M. 
W. Raley, deceased. 


A. E. Kuolt, former State Bank Com- 
missioner of Wisconsin, who has just 
been succeeded in that position by Mar- 
shall D. Cousins, has accepted a posi- 
tion as cashier of the State Bank of 
New Holstein, Wisconsin. Mr. Kuolt 
served twelve years as Bank Commis- 
sioner in that state and is widely known 
in banking circles. He succeeds Eugene 
Eulff as cashier of that institution, 
January 1, 1921. 


Directors of the International Bank 
at Amherst, Wisconsin, unanimously 
voted to increase the capital stock from 
$30,000 to $50,000. The new issue of 
stock has already been subscribed by 
farmers and business men of that local- 
ity. 


Fred W. Fauteck, for several months 
connected with the Fauteck-Ferris Realty 
Company, has accepted a position as 
cashier of the National Bank of Idaho, 
at Pocatello. Mr. Fauteck, two years 
ago was connected with the Downey 
State Bank, but retired to go into the 
real estate business. He formerly was 
connected with a Kansas City bank for 
several years. 


The superintendent of banks of the 
State of New York, George V. McLaugh- 
lin, recently announced the appointment 
of Norman J. Macdonald as first dep- 
uty superintendent of banks. 


John R. MeVey has resigned as presi- 
dent of the Old South Trust Company 
in Boston. He will be succeeded by 
Andrew J. Casey, who has been with the 
bank for several months. Mr. McVey 
will serve as chairman of the board of 
directors, and intends to resume the 
practice of law. 


Governor Gardner, of Missouri, sold 
his stock in the Central Trust Building 
of Jefferson City to Clarence Hammond 
of that city. The transfer of the stock 
to Mr. Hammond gives him a controlling 
interest in the building. 


B. F. Skidmore, until recently cashier 
of the Franklin National Bank of New- 
ark, has been named cashier of the First 
National Bank at Kingston, Ohio. 

Charles E. Covert, for ten years man- 
ager of the Jamaica branch of the United 
States Title Guaranty Company and 
now president of the institution, was 
given a testimonial dinner recently by 
his associates and companions of other 
banking firms in the Garden City Hotel, 
Garden City, Long Island. About 200 
were present. Park A. Rowley, of Ja- 
maica, vice-president of the Bank of 
Manhattan Company, was toastmaster. 
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ILWAUKEE 


Sets The Industrial Pace 


Like a strong runner in an endurance race 
Milwaukee is among the pacemakers in the 
industrial world. The reserve strength of her 
hundreds of factories enables her to keep her | 
stride and to maintain her lead. 

There are more than 100 distinct lines of 
manufacturing in Milwaukee, nearly all of 
national importance and many reaching into 


foreign fields. 


The First Wisconsin has long 


served the industries of the city and the state 
with broad, efficient banking service. 


FIRST WISCONSIN 


NATIONAL BANK 
Milwaukee 


An Economic Difference 


_A lawyer who had taken a lady client 
to lunch was informed on by a tattling 
busybody who happened to see them. 
That evening his wife took him to task 
about it. 


“But you sometimes go out to lunch 
with men who are our friends,’ the 
lawyer protested. 


“That’s not the same thing,” replied 
his wife. “When I do so you save the 
dinner fee; while in the other case you 
pay it.”—Boston Transcript. 


Benjamin Strong, Jr., Governor of 
the Reserve Bank of New York is now 
in Paris, visiting banks abroad. 


The Federal Reserve Bank in Louis- 
ville, Kentucky, has purchased the build- 
ing adjoining its present quarters at 
Fifth and Market streets and plans to 
raze the structure now on this lot and 
erect a two story re-enforced concrete 
addition to its present quarters, in the 
same general style of architecture as 
those quarters. 


Plans for the addition are virtually 
complete and actual construction will be 
started, as soon after the first of the year 
as that building now on the lot can be 
torn down. Entrance to the addition will 
be through the bank’s present quarters, 
a passage way being cut through the 
north wall of the present building. 
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THE PEOPLES 
STATE BANK 


MEMBER FEDERAL RESERVE BANK 


























Resources $195 000,000 











BECAUSE of its vast resources 


and prestige, this institution 
is a vital factor in the business 
and financial development of 
Detroit and contiguous territory. 























Its service to out-of-town 
correspondents is especially 
thorough because it is 
based on a complete ac~ 
quaintance with local 
conditions. 


DETROIT : MICHIGAN 
























































Cleveland Banker Promoted trust committee made up of seven direc- 
Arthur F. Young, assistant trust offi- tors. 
eer and assistant secretary of the Guard- Mr. Young is a graduate from West- 
ian Savings and Trust Company, Cleve- ern Reserve University in 1911 and from 
land, has been elected a vice-president. the law school in 1913, was assistant 
Mr. Young, thirty years old, is among city solicitor for two years when New- 
the nation’s youngest bank vice-presi- ton D. Baker was mayor of Cleveland. 
dents, if not the youngest in a banking In January, 1916, Mr. Young joined 
institution the size of The Guardian. the legal staff of The Guardian. Within 
This promotion is a recognition of his two years he was placed in charge of 


services as head of the estates depart- the estates division of the trust depart- 
ment, which has more than doubled ifs ment. 


activities since he was placed in charge 
less than three years ago. More than a 
500 estates are administered by this de- _ Bids were taken recently on the new 
partment under either living trust agree- bank and office building of the Farmers 
ments or wills. The staff includes ad- 2nd Producers Bank, Robinson, Illinois. 
ministrative officers, state and federal It will be of brick and terra cotta con- 
experts, attorneys, and accountants, and struction, two stories high, 40 x 70, and 
all investments are passed on by the will cost $75,000. 
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Forms Eastern Banking Corporation 
The Equitable Trust Company of New 
York has announced the formation of a 
new banking corporation to be known 
as the Equitable Eastern Banking Cor- 
poration. The new organization will fur- 
ther develop the large Far Eastern busi- 
ness now being done by the Equitable 
Trust Company of New York and facil- 
itate and build up its foreign trade with 
far Eastern countries. The company 
will be capitalized at $2,000,000 with a 
surplus of $500,000. 

The officers of the bank are: Alvin 
W. Krech, chairman of the board of di- 
rectors; Georges Le Blanc, president; 
Heman Dowd, vice-president; Ernest 
D. Kracht, vice-president; Richard R. 
Hunter, secretary and treasurer; James 
J. Rogers and Waldemar F. Oehlmann, 
managers of the Shanghai Branch; and 
Alfred E. Shumacher, manager of the 
New York office. 

The present business of The Equitable 
Trust Company of New York requires 
several representatives in Shanghai and 
other prominent far Eastern cities. The 
Equitable Eastern Banking Corporation 
will assume the far Eastern representa- 
tion for The Equitable Trust Company 
of New York through its Shanghai office. 

Several important Pacific Coast banks 
are represented among the incorporators. 
They are: Mercantile Trust Company of 
San Francisco, and Northwestern Na- 
tional Bank of Portland, Oregon. An- 
other bank included among the stock- 
holders is the Citizens National Bank, 
Los Angeles, California. 

The New York offices of The Equitable 
Eastern Banking Corporation will be 
located at 37 Wall Street, New York. 


Insurance Man to Lloyd-Thomas 


On January 1, a well-known figure 
passes from direct activity in the in- 
surance field when Frank L. Erion joins 
the Lloyd-Thomas Company, Chicago, 
appraisers. 

Mr. Erion is well-known in insurance 
circles. Identifying himself with the 
Western Adjustment and Inspection 
Company, in 1906, he gained prominence 
for his thorough and business-like ad- 
justment of losses and has continued to 
distinguish himself by a series of note- 
worthy adjustment feats. 

Mr. Erion leaves the position of as- 
sistant secretary-treasurer and general 
manager of the Western Adjustment and 
Inspection Company, to become vice- 
president of the Lloyd-Thomas Com- 
pany. As it is the business of the Lloyd- 
Thomas Company to determine values 
before loss, there is no doubt but that 
Mr. Erion’s services will be even more 
appreciated in future than in the past. 


Foundation is well under way for the 
twenty-story building of the Federal Re- 
serve Bank of Chicago. The new struc- 
ture will be located on the northwest 
corner of Jackson and La Salle streets. 
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PROTECTION FOR BANKERS 


_ A Mosler Quadruple Manganese Steel Round Door Bank Safe 
installed in a nest of Burglar Proof Chests and Lockers forming a 
modern unit of security for the protection of cash and collateral. 


This institution offers a modern engineering service thoroughly 
equipped and systematized to render a prompt and intelligent service 
and solicits the correspondence of banks contemplating the instal- 
lation of deposit and bank vaults and equipment. 


THE MOSLER SAFE CO. 


Factory: Hamilton, Ohio 546 First National Bank Bldg., CHICAGO 


SELLING LIBERTYS TO 
ESTABLISH LOSSES 


During the past month, without wait- 
ing for close of the calendar year, many 
corporations have been selling their 
bonds for the purpose of establishing 
losses to reduce their net business earn- 
ings and correspondingly to lower their 
tax liability. When attempting to re- 
acquire the bonds they have for the 
most part experienced difficulty in buy- 
ing them at the same low levels at which 
they sold them. 

C. F. Childs & Co., in a recent in- 
vestment bulletin, say that “contrary to 
gossip and general opinion, we are con- 
fident that recently the market has been 
given virtually no support by Treasury 
purchases of bonds. - 

“Public pressure to liquidate has been - 
supplemented by a determination to hold 
bonds as a permanent investment or at 


=> Tm 


least until materially higher prices are 
obtainable. In our opinion such an at- 
titude on the part of the American in- 
vestor is indicative that we are at the 
threshold of the turning point in the 
market for Liberty bonds. In fact, the 
market for Liberty bonds may now be 
regarded virtually as having been liqui- 
dated since most weak holders have al- 
ready sold and the demand for bonds 
now more nearly balances the supply. A 
year ago the government purchased as 
many as five millions a day without suc- 
ceeding in checking the price decline 
whereas the market today would respond 
with a marked advance if submitted to 
a renewal of such support.” 

In the opinion of this firm, there is no 
probability of refunding Liberty Loans 
into bonds bearing a higher rate. They 
say the theory “smacks of being an in- 


spired experiment in financial legerde- 
main.” 


The proposed bank and office building 
skyscraper at Paris, Tennessee, was 
given added impetus recently when the 
directors of the First National Bank 
authorized their cashier to subscribe 
$25,000 to its erection. 


Yale and the 
Million-a-Day Banks 


T= great banking institutions employ vault engi- 
neers and architects to advise them how best to 
protect their millions. 


The leaders in these professions recommend and 
specify Yale Timelocks, Yale Safe Deposit Locks and 
Yale Combination Locks. 


You can obtain the same protection by. specifying 
Yale Locks for your Bank. 


The Yale & Towne Mfg. Co. 


Stamford Conn. 


Yale Made is Yale Marked 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





The Lincoln Bank of Erie, Pennsyl- 
vania, will remodel for banking quarters 
a two-story building formerly used as a 
motion picture theatre. Bids were taken 
recently. 


Plans have been. drawn for the new 
building of the Lewis County Trust 
Company, Lowville, New York. It will 
be a one-story structure, 44 x 60, with 
brick walls and stone front, and will 
cost $50,000. 


Work has started on the mew ten-story 
building of the National Shawmut Bank 
of Boston. The new structure will be 
located at 70-80 Devonshire Street. 


Work will be started in the Spring 
on the new building of the Heights Sav- 
ings and Loan Company at Cleveland 
Heights, Ohio. Contracts were awarded 


recently. The new structure will cost 
$100,000. 
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Bids will be taken in the early spring 
by the First National Bank, Putnam, 
Connecticut, for building alterations 
which have been planned. 


Work has started on the addition 
and alterations of the banking quarters 
of the Ansonia National Bank, Ansonia, 
Connecticut. 


The Farmers National Bank, Portland, 
Maine, selected an architect recently for 
building arrangements to be undertaken 
soon. 


Contracts have been awarded by the 
Equitable Trust Company, Baltimore, 
Maryland, for alterations and decora- 
tions on their one-story building at 
Howard and Fayette streets. 


The First National Bank of Amboy, 
Illinois, will build a new home. Con- 
tracts have been awarded. 


Revised plans have. been drawn and 
bids were taken recently by the Mer- 
eantile Bank, Louisiana, Missouri, for 
its new two-story building. It will be 
of brick and stone with terra cotta trim. 


The First National Bank of Clats- 
kanie, Oregon, moved into its new build- 
ing on November 24. The building is 
30 x 40, concrete construction, lighted 
by a large skylight, with fixtures and 
woodwork of oak and vault construction 
of reinforced steel. 


Directors of the bank are Henry 
Kratz, H. B. Hager, E. T. Gruwell, 
Peter R. Banzer, H. Mckiel and Norman 
Merrill. 


The Farmers and Producers Bank, 
Robinson, Illinois, plan a new two-story 
building to be constructed of brick and 
terra cotta. It will be two stories high, 
and on a lot 40 x 70. 


Save 10% on Your New Bank Building 
by Our One Contract Price Plan 


E make an accurate estimate of the total cost to 
This original estimate of cost, is the total 
cost of your building absolutely complete. 


you. 


Bankers who realize the value and importance of 
bank buildings that are Architecturally supreme 
and distinctive will find our organization offers an 
individuality of style and construction that is obtain- 
able nowhere else. 


Investigate Our One Contract Price Plan 


BANKERS ARCHITECTURAL & ENGINEERING CO. 


Address Main Office: 
1359 Peoples Gas Building, Chicago, Illinois 


CRIST & ANDERSON 
ENGINEERS 


AUDITORIUM BLDG., MINNEAPOLIS, MINN. 
SPAULDING BUILDING, PORTLAND, ORE. 


PURCELL & ELMSLIE 
ARCHITECTS 
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The Richmond Hill National Bank 
has opened its new building at Jamaica 
Avenue and 118th Street., Richmond 
Hill, Brooklyn. The new home of the 
bank is a one-story structure, with ample 
facilities to eare for the growing busi- 
ness of the bank and future expansion. 
George Solms is president of the bank, 
Emil G. Reeder is vice-president and 
C. B. Mahler vice-president and cashier. 


Work on the remodeling of the bank- 
ing rooms of the National Bank of Com- 
merce, Mankato, Minnesota, which has 
been in progress all summer and fall, 
has been completed and the bank cele- 
brated the formal opening of its re- 
modeled room on November 27. The 
National Bank of Commerce now has 
one of the most practically arranged 
and most attractive quarters of anv 
bank in southern Minnesota. 


The new building under construction 
for the Franklin Grove Bank, Franklin, 
Grove, Illinois, is rapidly nearing com- 
pletion. This building is in the old colo- 
nial style so much used at present in 
the East, a style typically American. It 
has a frontage of 47 feet and a depth 
of 33 feet, and is built of brick with 
hand carved Bedford stone trimmings. 


The Seiling, Oklahoma, State Bank 
will erect a one story and basement 
building, 25 x 50 feet, brick with stone 
trim and composition roof. 


The First State Bank of Mt. Calm, 
Texas, will rebuild the structure recently 
destroyed by fire. 


The Penny Prudential Savings Bank, 
Birmingham, Alabama, plans to expend 
$20,000 to repair its building. 


The handsome new bank building of 
the Forest Park State Bank of Chicago 
is completed after eight months of build- 
-' ing operations and at a cost of $55,000. 
The building is 50 feet front and 56 
feet deep. The front is of white Indi- 
ana Bedford stone. The lobby has a 
white tile floor, woodwork is in American 
walnut, and trimmings in white marble. 
At the right of the entrance is a rest 
room for the ladies and a telephone 
booth. At the left are the officers’ quar- 
ters, with desk room for the president, 
cashier and stenographer. There are 
five windows, or cages, for the paying 
and receiving tellers. Between the 
cages and the officers’ quarters is a 
large consultation room and on the op- 
posite side is a directors’ room? <A 
beautiful drinking fountain has been 
placed in the lobby. The electrical fix- 
tures are of the inverted type with 
bronze metal and white shades. The 
officers of the bank are as follows: 
President—Albert Roos; vice-president 
—August Thode; cashier—Albert C. 
Roos; assistant cashier—Fred C. 
Becker. 
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The Ypsilanti Savings Bank, Ypsi- 
lanti, Michigan, has returned to its newly 
remodeled banking house at Michigan 
Avenue and South Huron Street. 


The opening of the new building of 
the Redwood Falls, Minnesota, State 
Bank recently was attended by a large 
number of the people of that city and 
vicinity, many of them visiting the 
bank for the first time since its installa- 
tion in the new building. 


The handsome new quarters of the 
savings department of the Union Sav- 
ings Bank and Trust Company of Cin- 
cinnati, were opened on December 1 
on the ground floor of the building at 
the northwest corner of Fourth and 
Walnut streets. For the last twenty 
years the first floor has been occupied by 
stores. These were vacated to meet the 
demands made by the expansion of the 
business of the institution, and the sav- 
ings department was moved from the 
second to the first floor. This leaves the 
second floor for the housing of the com- 
mercial department. 


The American Bank and Trust Com- 
pany of Sherman, Texas, of which 
Knowles S. Loving is cashier, has moved 
into its new building. It was recently 
purchased by the bank and rebuilt into 
a modern banking building, and has 
been newly furnished and equipped 
throughout. The upstairs was trans- 


formed into an office building and all 


offices have been leased. 


The Genesee County Savings Bank in 
Flint, Michigan, moved into its new 
quarters on December 1. The new build- 
ing is eleven stories high and is a valu- 
able addition to the business district in 
that city. 


The Randall National Bank, Randall, 
Kansas, which was organized recently, 
opened in its temporary quarters on De- 
cember 8. Permanent quarters are being 
remodeled for the bank’s use, and will 
be equipped with the latest devices. 
Officers of the new bank are: C. A. 
Crawford, president; S. C. Friend, vice- 
president; R. H. Parsons, cashier; and 
W. F. Easter, assistant cashier. 


The Commercial National Bank of 
Fond du Lac, Wisconsin, is to start the 
construction of a new $350,000 banking 
house and office building in that city 
next spring. The new building will be 
six stories in height and will be fireproof 
throughout, being constructed of steel 
and concrete. The exterior walls will 
be of faney brick and will be adorned 
with terra cotta trimming. Pillars and 
colonnades will add to the character and 
architectural beauty of the structure. 
The ground space included in the build- 
ing site is 60 x 110 feet. 











Illinois Bank Prepares to Build 

The Edwardsville National Bank, Ed. 
wardsville, Illinois, has purchased the 
Leland Hotel property in Edwardsville, 
located on the busiest corner of that 
town, to be used as a new bank site, 
The building plans of this bank em- 
phasize its rapid growth during the 
past three years. It was organized on 
July 21, 1917, and has grown rapidly 
until it now enjoys the distinction of 
being classed as a “two million dollar 
bank.” 


The officers are as follows: Charles 
Boeschenstein, president; William (. 
Kriege, vice-president; Edward A, 
Fresen, cashier; William Ahrens, as- 
sistant cashier; William G. Martin, as- 
sistant cashier; Joseph M. Pyle, trust 
officer; Harold Boeschenstein, new busi- 
ness department. 

























Contracts have been awarded and work 
is under way remodeling the building 
of the American State Bank, Okmulgee, 
Oklahoma. 







The National Bank of Elizabethton, 
Tennessee, has started plans for re- 
modeling and enlarging its banking 
quarters. 









Bids will be taken next spring by the 
Bank of South Hill, Tennessee, for re 
modeling its one story building. 








The First State Bank of Detroit is 
planning a branch bank building at 
Seotten and Buchanan avenues. It will 
be of brick and steel construction, and 
will include one story and basement. 








Plans for remodeling the banking quar- 
ters of the First National Bank, Monroe, 
Wisconsin, have been completed. Work 
will be started next spring. 







The First National Bank of Forest 
Lake, Minnesota, has moved into its new 
building. 







A new branch building, to cost be- 
tween $45,000 and $50,000 is to be 
erected by the Lake Shore Banking and 
Trust Company in Cleveland. It will 
be one story, of brick and concrete. 










The Richardson County Bank at Falls 
City, Nebraska, has moved into its own 
building which is among the best 
equipped in that State. 








The First State Bank of Leakey, 
Texas, which was organized in January, 
1920, now has its own building, erected 
at a cost of $6,500. 















Work has started on the new building 
of the Farmers National Bank, Agra, 
Kansas. It will be a one-story structure 
with basement, 25 x 50, brick with stone 
trim, and will cost $25,000. 
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Copyright, 1920, by National Terra Cotta Society 


What Does the ‘“‘Man on the Street’”” Think ? 


It is only reasonable that every bank 
is jealous of the opinion of the ‘‘man 
on the street.’’ Collectively, those 
opinions form the bulk’of any bank’s 
reputation. 


Only one thing is more important to 
a bank than its reputation. That is 
the place in which it does its business 
—the outward expression of its solidity, 
its dignity and its importance in the 
affairs of the community. 


What can contribute more directly 
to a bank’s large-scale good reputation 
than the appearance of its place of 
business? That is the bank itself to 
the ‘‘man on the street.” 


“Bank” is written in every line of 
this dignified and impressive home of 


UNITED STATES 
NATIONAL BANK 


Portland, Ore. 


Warm Grey Matt Glazed 
Terra Cotta 


A. E. Doyle, Architect 


Drawing by Hugh Ferriss 


the U. S. National Bank at Portland, 
Oregon. Not only “bank” but ‘“‘the 
kind of bank where I’d like to have 


9? 
my account. 


Judge for yourself how much Terra 
Cotta contributes to this result. The 
entire exterior fronts of this Bank are 
Terra Cotta. 


You want to know about a facing 
material that gives such impressive- 
ness combined with delicate detail and 
beauty of ornament. ‘That means you 
want to know about Terra Cotta. 
Write for ‘The Bank,” a brochure of 
36 large pages, illustrating typical 
banks all over the United States. 
Write today. Address National Terra 
Cotta Society, | Madison Ave., New 
York. 


TERRA COTTA 


Permanent 


Beautiful 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


Profitable 
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Work has started on interior remodel. 
ing of the Reliance Trust Company’; 
building at E. 152nd and St. Clair 
avenues, Cleveland. 





Contracts have been awarded for the 
new banking quarters of the Con. 
tinental Bank of New York at 25 Broad 
Street. 
































The Clinton National Bank, Buffalo, 
New York, are planning a new one. 
story building, 33x66, to cost $30,000, 
It will be located at Clinton and Wéei- 
mar streets. 





The foundation has been completed 
for the new three-story building of the 
State Bank of Seneca Falls, New York. 





Bids on general contracting for the 
bank, office and lodge building of the 
Cement National Bank, Northampton, 
Pa., will be taken early in January. 
It will inclue three stories and base 
ment, 80x120, and will be of brick and 
stone construction. 





Brick work has been finished on the 
new two-story building under construec- 
tion for the South Fork, Pa., Union 
Deposit Bank. 





The First National Bank, Youngs- 
town, Ohio, will soon erect a sixteen- 
story bank building to cost $2,500,000. 
It will be located at Federal and Wick 
Avenue, on a site 48x200. 














HE new building of the Brookline Trust 
Company, at Coolidge’s Corner, Brook- 














Plans will mature in the spring for 
the new building of the Security State 
Bank, Marshfield, Wisconsin. It will 
be one-story high, 38x58, with brick 
walls and concrete foundation and floor. 


line, Mass. A modern, commodious and dig- 
nified banking-house for a successful institution. 









It was planned by 







A two-story bank building, 25x38, is 
now being constructed for the Jim Falls 
State Bank, Jim Falls, Wisconsin. 
Contracts have been awarded and the 
foundation well under way. 


Thomas M. James Company 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
511 Blackstone Building, Cleveland, Ohio 


















The Brownsville, Pa., Trust Com- 
pany, has awarded contracts for work 
soon to start on their building. The im- 
provements will cost $47,000 and in- 
clude a new front and interior remodel- 
ling. 





Contracts have been awarded by the Plans have been completed and bids 
Security State Bank, Colby, Wisconsin, on general contracting will be taken in 
for the construction of its new quarters. the early spring for the new building 
The buildings will include one story and of the People’s Bank of Montoursville, 
basement, 38x62, and will cost $20,000. Pa. The new structure will be of brick Contracts have been awarded by the 

————_ and stone, one story high, 36x45, and Peoples National Bank of Pitcairn, 

Work is now under way on the new’ will cost $25,000. Pa., for the remodelling of a theatre 
building of the National Exchange Spaeinininndote ae ey gh aa 
Toe. oe The First National Bank of St. 102100, and ig ad of Sietitinns will 
range from $10,000 to $15,000. 














include two-stories and basement, 65x Mary’s Co., Leonardtown, Md., will 
70, and will be constructed at a cost coon build a two-story structure, 34x42, 
of approximately $100,000. at a cost of $20,000. 

nee Plans have been drawn for the new 


The Security Co-Operative Bank, . $1,000,000 building for the National City 
Brockton, Mass., has awarded contracts The Bank of Masontown, West Vir- Bank of Indianapolis. It will be four- 


for the remodeling of store space into ginia, plans a new bank and office build- teen stories high, 45 x 195, and will be 
banking quarters. Work was begun ing, two-stories and basement, 28x60. constructed of steel and re-inforced con- 
recently. Bids will be taken after January 1. crete, limestone, brick, and terra cotta. 
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The Peoples Stock Yards State Bank 
of Chicago plans the erection of a $200,- 
000 addition to its present building. 
It will be fireproof and of brick con- 
struction, three-stories and basement, 
and on a lot 50 by 130 feet. Bids were 
taken recently. 


General contracting for the seventeen- 
story building of the New York Curb 
Market, has been awarded. The new 
structure will cost $1,200,000 and will 
be located at 78-86 Trinity Place, 
through to Greenwich Street. 





The Lincoln Bank of Erie, Pa., has 
completed plans for new _ banking 
quarters resulting from alterations of 
a motion picture theatre building. 
Work will be rushed to completion by 
April if possible. 





Preliminary plans have been com- 
pleted and contracts awarded for the 
remodeling of a two-story building to 
be used as banking quarters for the 
Capital City Trust Company, Trenton, 
N. J. 







ROGERS PARK NATIONAL BANK 
Chicago, Illinois 


FREDERICK J. TEICH 


ARCHITECT AND 
BANK ENGINEER 


Suite 205-206 Traders Building 
305 South La Salle Street 
CHICAGO 












Bids were taken recently on the new 
six-story brick building to be erected 
for the Sunbury Trust Company, Sun- 
bury, Pa: It will cost approximately 
$200,000. 













Bids were taken recently for the new 
building of the First National Bank, 
Appalachia, Virginia. It will include 
one-story and mezzanine, and will cost 
$85,000. 



























Alterations will soon be started on 
the building occupied by the Bank of 
Lafayette, Louisiana. Contracts were ‘ 
awarded some time ago. 







Booklet on Request 





Bids were taken recently for the new 
building of the Farmers State Bank, 
Dyersville, Iowa. It will be constructed 
of brick and concrete, with stone trim, 
and will be one and one-half stories 
high, on a lot 25 x 115. 











SPRINGTIME IS BUILDERSTIME 





The Humboldt State Bank, Chicago, 
will remodel for banking quarters an 
irregular two-story building at 2722 W. 


The Glenview State Bank, Glenview, 
Illinois, plans a new bank building, one 
and one-half-stories high, 40x50, and 
to cost $35,000. It will be of brick 
and concrete, with cut stone trimmings. 









Work is now under way on the new 
building of the First National Bank of 
McKeesport, Pa., it will include two- 
stories and basement, 60x84, and will 
cost $500,000. 







The First National Bank of Fair- 
chance, Pennsylvania, has preliminary 
plans under way for its new building. 
It will include two-stories and basement, 
32x80, and will cost $45,000. 





Plans have been drawn and bids are 
being taken for alterations and addi- 
tion to the present building of the 
Union National Bank, located at 334 
State Street, Schenectady, New York. 


Foundation has been laid for the one- 
story bank and office building being 
constructed by the National Bank of 
Summers, Hinton, West Virginia. 


Contracts have been awarded and 
work has started on the $250,000 build- 
ing to be occupied by the Union Market 
National Bank of Watertown, Massa- 
chusetts. It will be two-stories high 
and on a lot 80x100. 


Readers will confer a favor by mentioning THE BANEERS MONTHLY when writing to our advertisers. 





North Avenue. Bids have been taken, 
and work has started. 


The Elliott State Bank, Jacksonville, 
Illinois, has selected architect for its new 
two-story building. It will be of brick 
and stone construction. 


Work is under way on the new six- 
story building for the Merchants Bank 
of Montreal, Canada, which will be lo- 
cated at 38 Wall Street, New York City. 


Work has started on remodeling the 
two story bank building at W. 15th and 
Locust streets, Des Moines, Iowa, 
owned by the Des Moines National Bank. 
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New A. B. A. Committees 


Following a meeting of the Adminis- 
trative Committee of the American 
Bankers Asociation, John S. Drum, 
President of the Association, announces 
the appointments of several commissions, 
among them the following: 

The Commerce and Marine Commis- 
sion, out of whose work has grown the 
new hundred million dollar Foreign 
Credit Finance Corporation, is composed 
of the following: 

John McHugh, Chairman, Vice-Presi- 
dent, Mechanics & Metals National Bank, 
New York City. 

Lewis E. Pierson, Chairman of Board, 
Irving National Bank, New York City. 

Charles H. Sabin, President, Guaranty 
Trust Company, New York City. 

Fred I. Kent, Vice-President, Bankers 
Trust Company, New York City. 

Daniel G. Wing, President, First Na- 
tional Bank, Boston, Mass. 

Arthur Reynolds, Vice-President, Con- 
tinental & Commercial National Bank, 
Chicago, Ill. 


William A. Law, President, First Na- 
tional Bank, Philadelphia, Pa. 


F, O. Watts, President, First National 









































































National Bank of Decatur, Decatur, Ill. 


cA BANK building should create an 






















































































Bank, St. Louis, Mo. impression of strength and permanence 
Charles A. Hinsch, President, Fifth- ° ° . ° ° - 
Third National Bank, Cincinnati, Ohio. in keeping with the financial institution 
meee z Maddox, President, Atlanta ce h 
ational Bank, anta, Ga. - 
on . . aa, Vice: President, cS nee ~~ 
erchants ationa ank, ichmonda, a. ° . 
Richard §. Hawes, Vice-President, 
First National Bank, &t. Leal ‘Mo. ss Banks constructed of Indiana a 
James J. Fagan, Vice-President, C4 ian: 1 bs 
Crocker National Banik, bags Ser od create this impression; they inspire co 
al. ; : <e 
qaWValdo Noweomb, President, National dence. Their massive masonry indicates 
xchange Bank, Baltimore, ° . : 
John L. Hamilton, President, Equitable enduring strength, while the beautiful 
Securities Co., Columbus, Ohio. d th d li 
xv: F. Collins, Secretary, 5 Nassau St, mellow color of the stone and the deli- 
New York City. . . ° : 
The economic Policy Commission cate carving and ornamentation to which 
which has to do with the consideration a, d k : th 
of all questions involving money and it 1S sO well adapte » make it the most 
eee suitable building material where struc- 
iam tural stability and architectural beauty 
Walter W. Head, President, Omah : 
National Bank, jae oh one are to be combined. 








_ W. H. Robinson, President, First Na- 
tional Bank, Los Angeles, Cal. 






































Charles A. Hinsch, President, Fifth- And Indiana Limestone banks are eco- 
Third National Bank, Cincinnati, Ohio. ‘ ° : f ha 
act EipAdains, President, Dollar. Sav- nomical in construction, a feature that 
ings rust Co., Youngstown, io. : : 

Evans Woollen, President, Fletcher should not be overlooked at this time. 
—— & Trust Company, Indianapolis, 
nd. 

Geo. E. Roberts, Vice-President, Na- s 
tional City Bank, New York City. Our booklet illustrating some Indiana 

A. L. Aiken, President, National Shaw- Limestone Banks will be mailed on request. 





mut Bank, Boston, Mass. 
R. 8. Hecht, President, Hibernia Bank 
& Trust Co., New Orleans, La. ; 
M. A. Traylor, President, First Trust 
& Savings Bank, Chicago, Ill. 
John W. Staley, President, Peoples 
State Bank, Detroit, Mich. 
Waldo Newcomer, President, National 
Exchange Bank, Baltimore, Md. 
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oe a . . 9 ° ° 
Approximately 4,320 acres of land Indiana Limestone Quarrymen’s Association 
were restored to the Government during Box 783 _—_ Bedford, Ind. 
the last fiseal year, as a result of land- CE BUREAU, 489 FIFTH AVENUE, NEW YORK CITY 
claim cases handled by the Office of the le aint cars : 





Solicitor for the United States Depart- 
ment of Agriculture. 
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NEW YORK 
42 East 22d Street 


\ \ J] HEN we say that good railroad 
service is vital to the success of 
our business, we mean*vital NOW. 


What shippers require today, and 
what we believe they are perfectly 
willing to pay for is ‘‘Service.”’ 


Shippers realize this, but they must 
do more than realize; they must do 
something to help get it. The rail- 
roads are short of tracks, cars and 
locomotives, and it will take time to 
get all that are needed. Every ship- 
per should bestir himself and help 
the railroads improve their service 
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DO SHIPPERS NEED GOOD 
RAILROAD SERVICE? 


by getting the utmost possible use 
out of existing facilities. 


In 1916 and 1917 shippers crowded 
into the railroads’ Car Service Bu- 
reau in Washington begging for 
service. 


The attitude of the shippers then 
was “Service at any cost.’ 


The need for service then was not a 
circumstance to what it will be. 
The railroads must plan far ahead. 
To do so they must have the co-op- 
eration of the public. The railroads 
and the public must work together. 


Until the railroads have time to increase their facilities, help 
them get the most out of what they have: Load and unload 
cars-promptly. Load all cars to full carrying capacity. 


An increase of two tons per loaded car would be the same as 
adding more than 200,000 cars to the number 
available for public tse. 


Rand McNally & Company -: 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





CHICAGO 
S. Clark Street 
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WANTED —An Underwriter for 
$350,000.00 First Mortgage Bond Issue 


A reputable warehouse company, long established going concern, 
well located, seeks this loan to apply on erection of additional facili- 
ties. Present accommodations inadequate to meet requirements of 
increased business demands. 


As above concern is one of our clients, we have complete 
data and detailed information covering the proposed 
project. The file is open to your inspection tf destrous 
of investigating. 


Other clients have propositions ranging in loan values from $75,000 
to half a million dollars. Perhaps because of location, or amount 


involved, one of these would meet your conditions more satis- 
factorily. 


Prospective issues of warehouse securities should command your 
attention in spite of the present upheaval of the general market. 


It is fortunate fos one who would be optimistic that these ‘Critical 
Days of Reckoning’ are revealing the exceptional stability and 
soundness of certain lines of business as well as the weaknesses of 
others. 


More convincing than all the appeals and arguments of our adver- 
tisements during the past year in ‘‘Bankers Monthly” is the fact 
that you, Mr. Banker, are now finding your clients in the warehouse 


business grouped, with few exceptions, in your SOLID CLASS of 
accounts. 


The reasons for this will be clear upon investigation of their industry 
—one that is proving it does not “‘go under.” The straight, clearly 
defined road to the acquirement of this knowledge is by way of the 
Moores and Dunford Reports on specific warehouse developments. 


HMoores & Dunford 
Engineering Corporation () 


LT A TT TARR at A PE SS RR EAR SN AT AED a 7 
Specialists in warehouse design and maintenance 
and supervision of° warehouse construction 


744-46 First National Bank Building, CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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THE NEW HOME OF BANK OF DETROIT 
DETROIT, MICHIGAN 
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GIAVER & DINKELBERG 
ARCHITECT AND ENGINEER 
751 Railway Exchange Bldg. CHICAGO, ILL. 


GIAVER, DINKELBERG & ELLINGTON 
ARCHITECT AND ENGINEERS 
603 Book Building DETROIT, MICHIGAN 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Do You Know This Man? 


Can You Read His Character? 


The two pictures shown above are 
photographs of the death mask of 
Franz Liszt, the famous Hungarian 
composer. (The photographs are taken 
from Mr. L. Hamilton McCormick’s 
work on CHARACTEROLOGY, 
which has created such a sensation re- 
cently. ) 


Before reading further we would 
suggest that you write your own analy- 
sis of Liszt’s character in the margin 
of the page. .... Then compare it 
with the following analysis taken from 
Mr. McCormick’s book :— 


“Liszt’s is a strong face of admira- 
ble proportions except the jaws, which 
are too pronounced. The breadth of 
the lower face manifests perseverance, 
wilfulness and force, while the full lips 
reveal sentiment and pathos as exhibited 
in his musical interpretations. His 
large Roman nose displays energy and 
aggressive power, so necessary to the 
production of music of a grand and 
classic description. 


“His prominent perceptives and 
broad forehead refer to initiative, origi- 
nality, individuality, power of com- 
parison, quick perception and _ con- 
structive talent. His well-balanced 


profile suggests refinement in execu-. 


tion and an artistic temperament, which 
traits, in combination, produced a re- 
nowned musician.” 


To the man or woman trained in 
character analysis, Liszt’s face would 
be recognized as that of a musician 
even though his history were unknown. 
To the average individual it would 
mean nothing. 


There is no occupation of greater 


importance to man than the study of 
man. 


We all read character intuitively. 
Any man or woman, or a child even, 
can distinguish a clergyman from a 
carpenter, a doctor from a stone mason, 
a ruffan from a gentleman or an idiot 
from a genius. 


The difficulty is to analyze accurate- 
ly where signs are not thus sharply de- 
fined, or when physiognomical, phren- 
ological, pathognomical and tempera- 
mental indications are at variance. Or 


again, when some shrewd fellows are’ 


endeavoring to deceive as to their true 
personalities. It is under such circum- 
stances that an accurate knowledge of 
the principles of character analysis be- 
come of decided value. 


Hence the value of Mr. L. Hamil- 
tore McCormick’s classic work on 
“CHARACTEROLOGY.” It has 
removed character analysis from the 
sphere of uncertainty and confusion in 
which it has always been and has made 
it an exact science—worthy the con- 
sideration of thoughtful men. 


Mr. McCormick 
has done more than 
write a book. He 
has developed a 
practical science 
which the world 
will appreciate more 
and more as the 
years pass by. The 
day will come when 
Characterology will 
be made a part of 
the curriculum of schools and colleges 
throughout Europe and America. 


The particular value of this science 
of “Characterology” is its practical 
every-day utility. Any man or woman 
who reads this work thoroughly and 


L. Hamilton McCormick 
Author of 
“Characterology”’ 


studies it, can become a master of char- 
acter analysis. Mr. McCormick’s rules 
for reading character are the result of 
a life-time of study and investigation. 


Mr. McCormick spent forty years * 
gathering material for this new science 
and in checking-up his conclusions, in- 
cluding ten years spent in the actual 
writing. It is the most careful—the 
most original and masterful presenta-°* 
tion of this subject ever offered the 
peoples of the world. 


“CHARACTEROLOGY?” : con- 
tains 700 pages. It is generously illus- 
trated with charts and a unique collec- 
tion of photographs of life and death 
masks of renowned and notorious in- 
dividuals. It analyzes every feature— 
the shape of the head—the complexion 
—the hands—the mouth—the nose— 
the ears—the forehead—the eyes—the 
teeth—the lips—the hair—the neck. It 
explains the various types and tells 
what each type signifies. It lays down 
definite, proved rules for reading char- 
acter. 


We believe that “Characterology”’ is 
the most unusual work offered to the 
peoples of the world in years. It should 
be in every home. It should be on the 
desk of every. business executive. We 
shall be pleased to send it to you on 
request. 


SEND NO MONEY 


We want to send you this remarkable work 
on CHARACTEROLOGY. We are willing 
to send it to you on approval because we 
know that once you start reading it and 
begin applying its rules you will appreciate 
its remarkable value to you in every-day 
life. You need send no money. Simply 
fill out the coupon printed below and send 
it in. Never, never have you read anything 
that will grip your interest like this work 
on Characterology. 


FERRERS TRRSESERESERERECSRE ERE REESE RERE ESSERE RE SSSR EREE SECS ESSESRERSSESCRRREEREEREE RET ERRREEE ERE RES eeeee 
Ranp MCNALLy & Company, 544 S. Clark Street, Chicago. 


Gentlemen:—Please send me a copy of Mr. McCormick’s epoch-making work on CHARACTEROLOGY. 


shall either remit $5 or return the book within five days: after its receipt. 


OCCUPATION 


1-B.M. 1-21 
It is understood that I 


ADDRESS 
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“What Else Can We 
Do For You?” 


Such words from your Saint Louis corres- 
pondent are pleasing,as words go, bespeaking 
willingness and desire to serve. 


But how much more pleasing it is for your 
correspondent to render every service so 
promptly and cheerfully as to make each 
transaction, itself, invite further use of the 
institution’s facilities and the time of its 


officers and employees. 


Commerce Service is the ‘‘What else-can- 


we-do-for-you ?”’ kind. 


THE NATIONAL BANK 


OF COMMERCE 
IN SAINT LOUIS 


Resources more than $95,000,000.00 


J. Howard Kelly, president of the 
First National Bank of Monessen, Pa., 
was tendered an informal dinner re- 
cently at the Monongahela Valley Coun- 
try Club, in recognition of the comple- 
tion of twenty years continuous service 
with the institution. Mr. Kelly is an 
officer of the Monessen Savings & Trust 
Co. also and the guest list embraced 
directors and employees of both banks. 


That there is no law on the Kansas 
statute books providing for the appoint- 
ment of a state bank commissioner and 
that in reality there has been no legally 
appointed bank commissioner since 1913 
was the startling fact discovered in the 
state house recently as a result of the 
governor’s effort to oust Bank Com- 
missioner Walter E. Wilson. 


John Bindley, president of the Du- 
quesne National of Pittsburglt, has been 


made chairman of the Pittsburgh Steel 
Co., a new position. 


A concerted effort to teach the Ameri- 
can people the importance of putting 
every dollar in the nation at work in 
1921 is to be made during the week be- 
ginning January 17. This will be na- 
tionally observed as Thrift Week. Under 
the general direction of the Y. M. C. A., 
organizations interested in bank savings, 
insurance, home building and sound se- 
curities will carry to every part of the 
nation the gospel of work and save. The 
Savings Division of the Treasury De- 
partment as its share in the success 
of the week is issuing a pamphlet en- 
titled “Bossing Your Dollars” for the 
use of boys and young men in industry. 
The keynote of this pamphlet is found 
in the statement THE TIME TO BE- 
GIN TO SAVE IS THE DAY YOU 
BEGIN TO WORK. 


31 BANKS SAVED 
IN 14 MONTHS 


The Anakin Lock Works, of which 
John H. Taft is president and general 
manager, enjoyed the distinction re- 
cently of gaining favorable recognition 
by the Burglary Insurance Underwriters 
Association. This recognition is based 
upon the merits of the Anakin after- 
locking system for vault and safe doors 
and gives it high rank among other 
protective devices. Banks and mercan- 
tile houses installing the Anakin system 
are granted a ten per cent reduction on 
burglar insurance. 


JOHN H. TAFT 


The Anakin lock provides a system 
which automatically re-locks a vault or 
safe door when the holding bolts are put 
out of commission. It is especially 
adapted for fireproof or semi-burglar- 
proof vaults. Its delicate wiring causes 
immediate action upon injury to the 
combination box or door by explosion or 
torch. Auxiliary bolts, which are se- 
cretly located, are released and the door 
re-inforced against further attempts. 
Only the company’s experts can open a 
door after an attempted robbery. 

The usual methods employed by the 
yeggmen in opening a vault are by use 
of the acetylene torch to destroy the 
bolt connection, by punching out the 
combination box, or by using explosives 
to blow it out. Anyone of these sets 
the Anakin lock in action. To quote Mr. 
Taft, president of the company, “It is 
the only locking device that has ever 
prevented an attack by acetylene torch.” 

The Anakin Lock Works is a Chicago 
company. Although organized only 
eighteen months ago, it operates eight 
branch offices in other cities—Seattle, 
San Francisco, Sioux City, Kansas City, 
New Orleans, Morristown, Tenn., Balti- 
more, and Bridgeport, Conn.—and sixty- 
five salesmen are employed to cover the 
various territories. Ten per cent of the 
banks have installed the Anakin system 
during this period. 
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A remarkable record of thirty-one 
banks saved in the past fourteen months 
is held by this company. In each case, 
the proper functioning of the Anakin 
lock prevented the robbers from open- 
ing the vault door. These banks, and the 
dates of the attempted burglaries, are 
given below: 

Bank of Lanyon, Lanyon, Iowa, Sept. 
29,1919; First National Bank, Wyanet, 
Til., Oct. 30,1919; Farmers & Merchants 
State Bank, Leland, Ill., Nov. 17, 1919; 
Franklin Grove Bank, Franklin Grove, 
Tll., Nov. 25, 1919; McClure & Jacobs 
Bank, Arrowsmith, Ill., Nov. 28, 1919; 
Arrowsmith Bank, Arrowsmith, IIl., Nov. 
28, 1919; Buffalo Bank, Buffalo, IIl., 
Dec. 17, 1919; Smithland Bank, Smith- 
land, Iowa, Feb. 17, 1920; Mahomet 
Bank, Mahomet, Ill., Mar. 17, 1920; 
First National Bank, Woodhull, IIL, 
Apr. 13, 1920; Woodhull State Bank, 
Woodhull, Til, Apr. 13, 1920; Buck 
Creek State Bank, Buck Creek, Ind., 
May 20, 1920; Nichols Savings Bank, 
Nichols, Iowa, June 17, 1920; Farmers 
Savings Bank, Calamus, Iowa, June 22, 
1920; Cherry Valley State Bank, Cherry 
Valley, Ill., June 23, 1920; Edgerton 
State Bank, Edgerton, Ohio, June 25, 
1920; Sublette Exchange Bank, Sub- 
lette, Ill, June 28, 1920; Arlington 
State Bank, Arlington, Ill., July 27, 
1920; Farmers State Bank, Elberon, 
Towa, Aug. 18, 1920; Citizens State 
Bank, Tab, Ind., Aug. 21, 1920; First 
National Bank, Norway, Iowa, Aug. 22, 
1920; American Savings Bank, Stacy- 
ville, Iowa, Aug. 23, 1920; First Na- 
tional Bank, Oneida, Ill., Sept. 13, 1920; 
State Bank of East Stanwood, East 
Stanwood, Wash., Sept. 14, 1920; Bank 
of Emma, Emma, Mo., Sept. 17, 1920; 
Peoples Bank, Mt. Jackson, Va., Sept. 
19, 1920; Valley State Bank, Post Falls, 
Idaho, Oct. 7, 1920; Woodruff National 
Bank, Dunkirk, Ohio, Oct. 8, 1920; 
Somonauk State Bank, Somonauk, IIL., 
Nov. 13, 1920; First State Bank, Mag- 
nolia, Ill., Nov. 20, 1920; Imbler State 
Bank, Imbler, Oregon, Dec. 2, 1920. 


Celebrate Fiftieth Birthday 


Fifty employees of George La Monte 
& Son, manufacturers of safety papers, 
celebrated the fiftieth anniversary of the 
invention of safety paper and the foun- 
dation of the company at a banquet 
given at the Hotel Astor in New York, 
recently. 


The occasion marked not only a golden 
anniversary but several multiple anni- 
versaries; it was the thirty-fifth year 
of the association of George M. La 
Monte, president of the company, the 
twenty-fifth year’s experience with safe- 
ty paper of Thos J. O’Neil, treasurer, 
and the tenth year of the connection 
of George V. La Monte, vice-president. 

The employees presented a loving cup 
to the officers in commemoration of the 
event. In accepting the memorial, Presi- 
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dent George M. La Monte, spoke briefly 
of the history of the company which 
was founded by his father in 1871. 

“George La Monte, Sr., was engaged 
in the paper business in New York,” 
he-said, “when he became convinced of 
the need of a paper for safeguarding 
checks and other negotiable instruments. 
He began a close study of the pro- 
cesses of paper making, constructed a 
small laboratory, and eventually com- 
posed the chemical formula for an en- 
tirely new product. 


“So far as the sale of his product, 
which he called ‘National Safety Paper’ 
was concerned, the early days were 
fraught with some disappointment in 
bringing bankers to realize the impor- 
tance and utility of a paper designed to 
expose instantly any attempted fraud- 
ulent alteration. The new paper, how- 
ever, received the enthusiastic endorse- 
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Two of our large down-town offices 


bh of its network of eighteen 
branches covering the entire city, 
THE MARINE is naturally in close con- 
tact with a great majority of the business 
plants and people of 


We offer this aspect of our service for 


The Marine Jrust (@mpany 
of Buffalo 
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ment of several well-known chemists 
both in this country and abroad and very 
gradually prominent banks adopted it. 

“The growth of George La Monte & 
Son in fifty years, perhaps, has been be- 
yond the expectations of its founder. 
National safety paper is used today by 
thousands of banks for check forms and 
it is looked upon generally as the stan- 
dard method of preventing check 
frauds.” 

Among the representatives from out 
of the city who attended the anniversary 
banquet were: James T. Anderson, 
Chicago; D. J. Lyons, St. Louis; D. 
D. Madden, San Francisco; G. W. 
Hawkins, Chicago; W. P. Batchelor, 
Toronto. 


The Fourth Ward Trust Company of 
Passaic, New Jersey, has plans under 
way for a new one-story bank building. 
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A Pig In a Poke 


T= buying of advertising space used to be 

buying ‘‘a pig in a poke.” The quantity 
and quality of circulation was shrouded in mys- 
tery and often the bag was tied against investi- 
gation. 


The day has passed. The advertiser no longer 
depends upon ‘“‘mere claims.’’ The Audit Bureau 
of Circulation has untied the strings to the sack 
and the circulation of the better class of publi- 


cations is thrown open for the most searching 
scrutiny. 


In buying advertising space in the BANKERS 
MONTHLY you are not buying “a pig in a 
poke.” Our A. B. C. statements will stand the 
analysis of the most exacting investigator. 


THE BANKERS MONTHLY 


1883 37 Years Old 1920 


Published by 
New York RAND McNALLY & CO. Chicago 
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Foreign Markets 


The Banco Nacional Ultramarino 
is an organization with 70 well 
equipped branches throughout the 
world, particularly in the Por- 
tuguese speaking countries. This 
closely knit organization renders 
every service in international, 
banking and is the: outgrowth of 
more than half a century of expe- 
rience. These facilities are avail- 
able through our NewYork Agency. 


The State Bank of the 
Portuguese Colonies 


BANCO NACIONAL 
ULTRAMARINO 


NewYork Agency, 93 Liberty Street 
Joseph McCurrach, Agent 
Head Office: Lisbon, Portugal 


SUT Eve NTA etic 


MADE FROM 
‘““STEEL-STRONG”’ KRAFT 


Greatest strength —100‘; poptest. Cor- 
rect sizes —fit any machine. Standard 
uniform colors. Furnished in all denomina- 
tions. Securely gummed—easy to open. 


Made by an improved system that in- 
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SAMPLES FREE 
SOLD BY LEADING STATIONERS 


The C. L. Downey Company 
941-943 Clark Street Cincinnati, Ohio 


CHANGES of ADDRESS 


must seni this office by the 15th of the month 
to affect the forth coming number. The old 
address should be given as well as the new. 


Subscription Department 


THE BANKERS’ MONTHLY #6, $-Slstk Stet 


1200 Pieces An Hour 


With stencils easily, quickly, 
privately made on your own 
typewriter any office boy or girl 
can address 1000 to 1200 pieces 
of mail per hour on a 


Standard 
Addressing Machine 


For heading statements and other 
similar banking jobs, the “Stan- 
dard” is by far the most economical 
and efficient machine obtainable. 


It prints in sight, skips, duplicates, 
repeats at will of operator. 


It prints! A simple inexpensive 
attachment instantly converts the 
Standard into a practical, perfect 
primting device for post cards, bul- 
letins and small business forms. 
Write for interesting details. 


Smart Addressing Machine Corp. 


Dept. 11, Goodell & Main Sts. 
BUFFALO, N. Y. 


New York Office 
100 William St. 


Some promising 


territory 


Only responsible 
parties need apply 


A PIECE OF TABLEWARE 


: may be’ solid 
silver without the “sterling” stamp, 
the accepted “Hall Mark”’ of quality. 


But you don’t know. 

A bank might be honest and efficient with- 
out Government inspection. 

But you don’t know. 


A business concern may be absolutely re- 
sponsible without a commercial rating. 


But you don’t know. 


A publication may have the circulation it 
claims without verification by the Audit Bureau 
of Circulations. 


But you don’t know. 
Better Be Sure. 


The circulation of the BANKERS MONTHLY 
is verified by the A. B. C. 
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UNITED STATES 
SHIPPING BOARD 


Offers for Sale 


STEEL AND 


WOOD SHIPS 
AND WOOD HULLS 


Bids will be received on a 
private competitive basis in 
accordance with the Mer- 
chant Marine Act at the office 
of the United States Shipping 
Board, 1319 F Street N. W., 
Washington, D. C. 

The ships offered for sale include 
steel vessels and wooden steamers. 

The steel steamers are both oil 
and coal burners. The Board has 
established a minimum price on 
these vessels. 















Terms on Steel Steamers 


10% of the purchase price in cash 

upon delivery of the vessel; 5% in 

6 months thereafter; 5% in 12 

, months thereafter; 5% in 18 months 

| thereafter; 5% in 24 months there- 

after; balance of 70% in equal semi- 

annual installments over a period 

of ten years; deferred payments to 

carry interest at the rate of 5% per 
annum. 





































The two hundred and eighty-five 
wooden steamers for sale are of ten 
different types, as follows: Nine 
Daugherty Type; Seventeen Ballen 
Type; Ten Peninsula Type; Six 
Pacific American Fisheries Type; 
One Allen Type; One Lake and 
Ocean Navigation Company Type; 
Thirteen McClelland Type; One 
Hundred and Eighty-six Ferris 
Type; Thirty-one Hough Type; 
Eleven Grays Harbor Type. Also 
| have a number of wooden hulls of 
| 

' 












various types. 




















Terms on Wooden Steamers 


10% cash on delivery. Balance 
in equal semi-annual installments 
over a period of three years. 

Bids may be submitted for one or 
more vessels or for any combination 
of above vessels, and must be ac- 
companied by certified check made 
payable to the U. S. Shipping Board 
for 214% of amount of the bid. 

Bids should be submitted on the 
basis of purchase “‘as is and where 


1S. 







Further information may be obtained 

by request sent to the Ship Sales 
vision, 1319 F Street N. W., Wash- 

ington, D. C. 4 


The Board reserves the right to reject 
any and all bids. 


Bids should be addressed to 
the UNITED STATES SHIP- 
PING BOARD, WASHINGTON, 
D. C., and indorsed “BID FOR 
STEAMSHIP (name of ship).’’ 



















































BIG PROFITS FOR BANKS 
IN 1921 


Banks throughout the United States 
have enjoyed an exceptionally profitable 
year. This is especially true of the 
larger New York banks and trust com- 
panies, and many of the prominent in- 
stitutions in the larger cities of the 
country. 

“A good part of the profits can be 
traced through their interest accounts,” 
says the Wall Street Journal. “Interest 
rates have necessarily been high during 
the last year or more. The rise in 
commodity prices naturally caused in- 
terest rates to soar, and the high rates 
were likewise utilized as a means in 
forcing deflation in co-operation with the 
Federal Reserve Board. 

“While many banks will suffer some 
losses through investments, owing to the 
sharp decline in the prices of securities, 
it is said that the huge profits made on 
interest accounts will more than offset 
such losses, and 1920 will close with 
banks exceptionally large 
earnings. 


showing 


“Bank stocks have sold off consider- 
ably during the last few months in sym- 
pathy with the drop in prices for stocks 
and bonds. Many bank stocks have 
dipped to levels below their pre-war 
prices. Bank stocks are regarded as 
exceptionally cheap just now, as it is 
almost certain that any upward move- 
ment in stock market prices will be re- 
flected in the market quotations for 
bank and trust company shares. 

“The big New York banks like Guar- 
anty Trust Co., National City Bank, 
First National Bank, Chase National 
Bank and National Bank of Commerce 


The oldest house in America 
specializing exclusively in 
Government Bonds 


‘We offer large and small investors 
a Specialized Service for the 


Purchase or Sale 
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GOVERNMENT 
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Chicago New York 
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are expected to show enormous earnings 
for 1920. Many of these larger insti- 
tutions could well afford to declare extra 
dividends this year, but owing to the 
recent depression and general uncer- 
tainty in business, the banks will prob- 
ably conserve these funds. 


“Of course, the earnings of Southern 
and Western institutions will depend 
largely upon the attitude of the agri- 
cultural element. At present banks in 
these sections of the country are bur- 
dened with a large volume of agricul- 
tural paper. The hesitancy of those 
interests to liquidate their obligations 
is at present causing the banks in the 
crop belts some concern. Should the 
present policy of withholding cotton, 
grain, ete., from the market be aban- 
doned, and these loans liquidated, the 
banks in those parts of the country will 
be greatly relieved.” 





Duane H. Mosier has been appointed 
as manager of the trust department of 
the Capital National Banks as Lansing, 
Mich. This office has been vacant since 
the death of Anson R. Hardy, who was 
one of the bank’s vice-presidents and in 
charge of the trust department. Since 
that time the work has been handled 
efficiently by Miss Evelyn Pritchard, 
who will remain with the department as 
assistant. Mr. Mosier has for the past 
five years been an assistant attorney- 
general. 


John R. MeVey has resigned as presi- 
dent of the Old South Trust Co., Bos- 
ton. He will be succeeded by Andrew 
J. Casey. 
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Criticising the Retailer 


The eredit strain continues unabated, 
banks experiencing a decrease in de- 
posits and no corresponding lowering of 
loans. Briefly stated. businesses which 
have liquidated their loans and are run- 
ning on very short time, in many in- 
stances without orders or receipts, are 
using their bank deposits to pay ex- 
penses. On the other hand, borowers 
in large numbers have not yet been able, 
owing to slow-moving inventories, to 
reduce materially their loans. These two 
factors make for tight money and, 
granting a resumption of business activ- 
ity after the turn of the year, there 
seems little likelihood of much easier 
money in the early months of 1921. 


Criticism, much of it unwarranted, has 
in recent months been leveled at the 
retailer, who has been viewed by the 
consumer as the last barrier between 
him and lower costs of living, and who 
has been rated by the manufacturer and 
wholesaler as the final obstructionist to 
a renewal of the free flow merchandise. 
Figures show that in the period of rising 
eosts, retail prices lagged in point of 
time behind advances in raw materials 
and manufactured goods, and the per- 
centages of increase were much smaller. 
In a falling market, as at present, retail 
prices usually and naturally follow in 
the decline. In the last sixty days, a 
drastic downward revision of retail 
prices has been taking place in all lines. 
These reductions have been accomplished 
in the main without “price-cutting” an- 
nouncements, but simply with state- 
ments of values—values which the con- 
sumer has recognized as genuine and 
which have stimulated sales markedly. 
The consumer, generally speaking, is 
being given the benefit of the lower 
prices at which the retailer is restocking, 
and the holiday trade, so far as value 
is concerned, is satisfactory; in fact, 
nearly equal to last year. The profits 
as a rule are very much lower than usual 
owing to these lower prices, and it is 
difficult to find any foundation for 
. charges of profiteering. 


The cost of living during the past 
month has fallen rapidly, foodstuffs and 
wearing apparel leading the way. The 
dollar is purchasing more and more 
goods. This fact, coupled with small re- 
tail stocks and subnormal inventories 
of manufactured goods, forms the basis 
for the expectation of more active busi- 
ness in the near future. In this read- 
justment the numerous wage reductions, 
ineluding 22% per cent to textile oper- 
atives, are of first importance. There 
is already a slightly larger movement 
in the hide and leather market, a con- 
siderable broader inquiry in the cotton 
goods field, and small but freer imports 
of wool. It should be borne in mind and 
emphasized at this time that although 
New England industries have in common 
with the rest of the country suffered 


Imagine This Vault in Your Bank — 


What would it mean to your institution to pos- 
sess the strongest Vault in your community? 


Wouldn’t people come from all directions to 
take advantage of such protection? 


It would build prestige, eliminate risk, stop 
worry and reduce your insurance to a mini- 


mum. 


Let us further explain why a Diebold Burglar 
Proof Vault is the proper investment for your 


Bank. 


DIEBOLD SAFE & LOCK CO. 
CANTON, OHIO 


REPRESENTED IN ALL PRINCIPAL CITIES 


large losses in the past year, they had 
previously made very substantial profits 
which have been available to bear such 
losses. Taken as a whole, New England 
is in a strong position both financially 
and physically to take-up and carry on 
its full share of the country’s production 
when business—at saner and sounder 
levels—becomes active—First National 
Bank, Boston. 


The Lumberman’s -National Bank in 
Muskegon, Michigan, will soon construct 
an eight-story building. Architect has 
been selected. It will be of re-inforced 
concrete and brick construction, on a lot 
70 x 115 feet. 


FOR SALE 


Control or Minority Interest 
(latter with official position) 


in a splendid county seat 
INDIANA BANK 


with over $1,000,000 deposits and 
with Surplus Funds 


HENRY F. HINE 


Established 1917 


ff 


— 


809 Metropolitan Bank Bullding, MINNEAPOLIS, MINN. 2 
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Free Service For Our Readers 


So many of our readers have sens us to give them wnt 
inery it we have opene 


this new SERVICE DEPARTMENT in which we offer our 
services without charge in rendering any assistance possible to 
our patrons. 


We will always be pleased to assist in choosing the right 
uipment and supplies and to see that THE BANKERS 
ONTHLY readers get the best and most prompt attention. 


We can secure for you without charge catalogs and litera- 


ture describing any product that you may be interested in and 
it will be a pleasure to render the service, so do not hesitate to 
write us at any time. 


any i 
get right prices and prompt deliveries. 


If you want material of any kind we can place before you 
ormation you need—either now or later. We. can help 


To get this information look over the list of material, equip- 


ment and service listed above, place a mark opposite the article 
you are interested in, fill in the coupon below and mail it to us 
and your inquiry will be given prompt attention. 


There is no charge for this service 


SERVICE DEPT., THE BANKERS MONTHLY i 


+ oh 


536 S. Clark St., Chicago s 


i 
Gentlemen; We are interested in the items checked in the above list, and would 
reciate your putting us in touch with manufacturers whom you know are reliable and 4 
furnish these goods promptly and at best prices. 
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ent Ceorvice 


Roe 


WHAT DO YOU 
WANT? 


Accountants 
Accounting Devices 
Accounting Typewriters 
Adding Machines 
Addressing Machines 
Addressing Machine Sup 
Architects 

Automobiles 


Bank Advertising 
Bank Forms 
Banks for Sale 
Bank Signs 
Blank Books 


exes 

Bookkeeping Machines 
Brokers 

Brenze Doors 

Bronze Memorials 
Bronze Name Plates 
Bronze Work 

Budget System 
Burglar Alarms 


Cabinets 
Calculators 
Cancelling Machines 
Cash Registers 
Chairs 


hecks 
Cheek Writers 
— 
Cein Boxes 
Coin Chan 
Coin Coun’ 


Coin Wrappers 
Construction Materials 


es 
Dictation Machines 
Display Signs 
Duplicaters 


Electric Signs 
Elevators 


eneesere 
ngraving 
Envel 


jo 
Envelope Sealers 
Erasers 


Expense Books 
Eye Shades 


Farm Mortgages 
Fasteners 

Filing Boxes 
Filing Cabinets 
Filing Supplies 
— 
Furniture 


Glass Desk Pads 
Gold Pens 
Gummed Tape Sealers 


Heating Devices 
Heating Systems 
Heat Regulators 
Honor Rolls 


ice Machines 
inceme Tax Experts 
indelible ink 
indexes 

index Guides 

index Tabs 

anne Pads 


nks 
inkstands 
Investment Houses 


Ledger Paper 
Letter Distributors 
Lighting Fixtures 
Lincleum 
Lithographing 
Leckers 

Loose Leaf Binders 
Loose Leaf Eyelets 
Loose Leaf Forms 
Leese Leaf Sheets 


Malling Machines 
Mall Order Service 
Map Pins 

Maps 

Meme Books 
Metal Equipment 
Metal Furniture 
Metal Stands 
Molsteners 


Office Stationery 
Office Suppliles 
Ornamental iren 


Paper 

Pass Books 
Patents 

Payroll Caiculaters 
Pencil Clips 
Pencils 

Pencil Sharpeners 
Penhelders 


Pertorators 
Phone Attachments 
Phone List Helder 

Pmotegraph Cepying 


ns 
Plumbing Fixtures 
Portfolies 


Press Cll = 
nm 
Printing. - 


Rubber Bands 
Rubber Geeods 
Rubber Signatures 
Rubber Stamps 


Sates 

Safety Check Paper 
Safety Deposit Boxes 
Safety Lecks 

Secend Hand Safes 
Service Rolis 

same Affixers 
Signal and Call Systems 
Statuary Bronze 
Stee! Pens 

Steneg. Note Books 


Tables 

Tax Service 
Terra Cotta 
Thumb Tacks 
Tickets 

Time Stamps 
Tractors 
Trays 

Typewriter Carbens 
Typewriter Ribbons 
Typewriter Rellers 
Typewriters 
Typewriters Rebullt 
Typewriter Supplies 


U. &. Treasury Service 
Vaults 


Waste Baskets 
Window Shades 
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We Traveled the World 
in a Single Night 


Last night we took out our Rand MCNally Atlas of 
the World and set sail for London. We heard Lloyd 
George addressing Parliament. We walked with the 
yreat in Westminster Abbey. We roamed the battle- 
fields of France and Belgium. Lens, we saw, and 
those Argonne forests. 


We pitched our tent on the tablelands of Thibet. A 
geisha girl served us tea in far away Japan. We rested 
awhile in the shadow of the Pyramids. Around the 
world and back we traveled, visiting lands and places 
we had not seen in years—many we had never known. 
Truly, there is romance in a map if you but seek it! 


In every home there should be a good atlas of the 
world :—for the children growing up—for the parents 
of those children who do not wish to grow old. 


This year it is particularly important that you buy a 
new atlas. The World War established new boundaries 
and created new nations—the 1920 United States Census 
brought forth a wealth of new data. That old atlas 
which has served your family for so many years has 
passed out of date. Faithful atlas! It should be replaced 
by a modern RAND M¢NALLY. 


There is a 
RaNnp M¢NALLy ATLAS 
for every purpose 


Here are a few of them. Others 
in preparation 


For the office— 
CoMMERCIAL ATLAS OF AMERICA, 
1921 New Census Edition 
Size 14 x 21 inches closed, 540 pages. 
Issued every year. The standard author- 


ity since 1876. Sample map sent on 
request. 


For the home— J 
CoMPLETE ATLAS OF THE WORLD. 


1921 New Census Edition. Size 11 x 
14 inches closed, 148 pages. Just off the 
press. Shows all new boundaries created 
by the World War. Up-to-date in every 
particular. Write for descriptive literature. 


For pocket reference— 
Pocket AtLas oF THE Wor.p. 


1921 New Census Edition. Size 5% x 
5% inches. 385 pages. A _ convenient 
compilation of maps and statistics cover- 
ing important places throughout the world. 
Further particulars on request. 


IRanD MENALLY & GOMPANY 


Map Headquarters 


536 S. CLARK STREET, CHICAGO 42 E. 22np Street, New YorK 


Prices of Rand M¢Nally Atlases range from 75c to $75.00. Tell us your requirements and let us assist you in 
the selection of the Atlas best suited to your needs. 
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Have You 
Ordered Your Copy? 
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Official Numbering Agent for cist Bankers Association 


JANUARY, 1921 
READY FOR DELIVERY 


MARCH, 1921 


FOR YOUR CONVENIENCE USE THIS COUPON 


RAND McNALLY & CO., Publishers, CHICAGO: 
You are hereby authorized-to send the undersigned (charges paid), one copy of the JANUARY, 1921, Edition 
of the BANKERS BLUE BOOK, RAND McNALLY BANKERS DIRECTORY and BANKERS REGISTER 


(Merged) for which will pay you Fifteen Dollars on receipt of the Directory. 


Readers will confer a favor by mentioning THE RANKERS MONTHLY when writing to our advertisers 
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THE BEST MEDIUM One hundred and twenty- 


seven letters were sent to 
FOR FINANCIAL cal @eielen waeshie 
ADVERTISING AAT | MEDIUM 


HAVE YOU FOUND 
BEST FOR FINAN- 


CIAL ADVERTISING?” 
Result of an Investigation 


Conducted by Total Replies Received, 64 


Gouo-YTaBEcK GoMPANY ee 


Number of 


MINNEAPOLIS Replies 


Magazine 
Magazine of Wall Street... 1 
Investment Bankers Leslie’s Weekly 


World’s Work 
A ; BOSC me. 2 herd Bic 
Answers Mentioning Review of Reviews......... 


One Magazine National Geographic 


Answers Mentioning More Than One Magazine 


Number of 


79 Magazine Replies 
oO Roe ere Ste 


Review of Reviews 


ME NTIONED MAGAZI N E . Magazine of Wall Street 


ae te i. iene 

World’s Work 

OF WALL STREET Literary Digest 
Leslie’s 

2 RIUM in Cee socio gate cw ld oomionn 

System 
ty, Sc SOMONE Os ss hee 
Financial World 
Metropolitan 
Wall Street Journal........ 
American 
Cosmopolitan ceicein ots 
GREE RR iS caw thee ae 
Harper's: «cc. «. « 
Odd Lot Review 
Nation’s Business.......... 
100 per cent 
Financial Chronicle......... 
SON ire tooth Ss ce a os eee te 
Christian Herald ...... 2. 2... 
National Geographic.....» 


th het et et et pet et et et et PD OD DD PD OD Go SH LP HOD 


COMPARISON OF Six LEADING PUBLICATIONS 
é nS AI rr 2 > 
MENTIONED NUMBER OF REPLIES 


. ~ Mentioning Mentioning Total Times Line 
Magazine One Magazine}More Than One; Mentioned Rate 
Magazine of Wall Street 
Leslie’s Weekly 


1 4 15 -65 
3 
World’s Work 2 
1 
1 
1 


5 3.00 
6 1.75 
5 3.50 
7 1.90 
2 8.92 


McClure’s 


2 
4 
4 
6 
1 


It is mo secret that the MAGAZINE OF WALL STREET produces the best results for financial advertisers. 


’ ‘ \ The above analyses prove this fact. 
Some interesting facts regarding comparative rates and circulation will be mailed on request. 


Address: Advertising Manager. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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CLASSIFIED ADVERTISEMENTS 


Advertisements will be accepted under this heading at FIVE CENTS per word, 
signatures, address, name and heading to be counted. Send cash with your order. Answers 
addressed care of the BANKERS’ MonrH ty will be forwarded promptly. 


ADVERTISING SERVICE 


Fifty new bank or trust company ads mon‘ 
- _ dollars a year. Better Adz, Baal 


Advertising Bankers obtain many valuable sug- 
gestions from our a Clippings. Press Clip- 
ping Bureau, Buffalo, N 


Many bankers prepare better copy and layout 
more attractive advertisements, booklets, and di- 
rect mail printed pieces, with the help of 
GRAVES AD-CHARTS SYSTEM, consisting of 
four AD- CHARTS for layout, type measuring, 
type sizes, type styles, typographic arrangement, 
proof reading, engraving instructions, etc., being 
the working tools, and the KEY to AD- CHARTS 
which furnish more detailed information. Regu- 
lar price $7.50. Special price for complete sys- 
tem for short time only $5.00. Sent on approval. 
Advertisers Service Co., C. D. Graves, Mer., 
Springfield, Illinois. 12*-2 ti 


BANKS FOR SALE 


COLLECTIONS 


Eugene, Oregon, L. M. Travis 
agency. 


Kansas—Middlewest Mercantile sony, Wi- 
chita. 6*12ti 


Montana-Karbel Mercantile Agency, Helena. 
12*-6 ti. 


FEDERAL INCOME TAX 


Returns reviewed and amended. Olaims for 
abatement and refund prepared and prosecuted. 
National Income Tax Service Bureau, Suite 333, 


Woodward Bidg., Washington, D. C. 12*-3ti 


FREE BOOK ON BANKING 


Tells how you can prepare to take the 
cashier’s place by studying at home in spare 
time. Write for your copy. American School 
of Banking, Edgar G. Alcorn, President, 107 
McLene Bldg., Columbus, Ohio. 6-12t* 


FOR SALE 
BANKS and INSTITUTIONS which have 


- SAFETY DEPOSIT BOXES for rent must retain 


accurate record of customers. Our CARD SYS- 
TEM provides clear, complete record, protects 
institution regarding liability and releases bank 
when customer checks out. Send for sample, 
mentioning number of boxes in use. SAFETY 
DEPOSIT RECORD SERVICE, Box 101, Chi- 
cago, Illinois. 1*2ti 


HELP WANTED 


WANTED—tTraveling Salesman for the State 
of Illinois by an established Lithographing Com- 
pany now selling many banks in Southern and 
Central Illinois. State salary wanted, amount 
of business, age and experience. Address Box 
100, ¢ /o BANKERS MONTHLY. 1*-1ti 


IDEA WANTED 


WE WANT an idea, device, plan, publication, 
kindred th 


banking 
lithographing, printing and binding plant going 
itive basis. If possible, send par- 
letter. Mutually meng 
proposition made for idea accepted. Address Box 
1000 c/o Bankers Monthly. 


INCORPORATIONS 


ventures ; 
former Assistant Secretary ‘State, 


Dakota. 6*12t- 


OPPORTUNITIES 


BANK CLERKS AND OFFICERS desiring 
better position or change of 
BANKERS EMPLOYMENT 
ee. 1-1262 Bryden Road, ——> 
ke 6. & 


PRINTING 


Omaha Printing Gomes. 13th and Farnam 
Sts., Omaha, U. 8. A. Lithographers, ee 
Stationers, Office Furniture. *12ti 


Fellows 


A classified ad in the 
BANKERS MONTHLY 
brings buyer and seller 
together at least cost, 
whether it is commodity 
or service. 


The BANKERS 
MONTHLY reaches both 
big and little bankers. It 
has the largest paid na- 
tional circulation in the 


banking field. 


Press Clippings 


An intensive service in 


THE PACIFIC NORTHWEST 
WASHINGTON, OREGON 
IDAHO, ALASKA AND 
BRITISH COLUMBIA 


CLIPPINGS ON ANY SUBJECT 
Business — Personal — Political 


PACIFIC NORTHWEST 


PRESS CLIPPING BUREAU 


Hinckley Bldg., Seattle, Wash. 


INCREASE 
DEPOSITS! 


through the “Budget Thrif 
Book” plan. Brings new busi 
ness, increases volume of deposit 
and per capita deposits. Sue 
cessfully operated by any bar 

—large or small. , 


Write for sample proof 
of its success and prices 


Buckley, Dement & Cc 


1300 West Jackson Blvd. 
CHICAGO - ILLINO[E 


RADISSON 


MINNEAPOLIS, MINN. 


The largest and most com- 
plete commercial Hotel in 
the great Northwest — 500 
Rooms. Four large restau- 
rants—the best service and 
excellent cuisine. 


RADISSON INN 
Christmas Lake, Excelsior, Minn. 


Open During 
JULY and AUGUST 


Waxed Carbon Paper 
Will not smut, dry out or 
manifolding qualities; will not 


colors in light, medi = 

t, medium 

pats ben of 58 Rocke, tee ee. 
desired. Money back if not pleased 


Waxed ars es ae 


booklet—"Better Typewriter 
model number of your typewriter. fee 
Dept. 25. THE RIBBON WORKS, Gaiveston, T 


Readere will confer @ favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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